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| No ELECTRICAL 
-.. WITHIN THE 135% TO 200% OVERLOAD RA) Se, WHOLESALERS 


@ The Superior Protection of- 
fered by these new Economy 
"'Time-Delay'’ Fuses has aroused 
the keen interest of men who 
buy and specify fuses. Be 
ready for them with com- 
plete stocks. 


* er \ 
The New Economy “Time-Delay” Renewable Fuses give improved protection in the 135 to 


200% overload range, in addition to meeting the maximum of all requirements of the 
“Standard for Fuses”. ay 


The Economy “Delay” Ferrule-Type Fuse is open-end construction with removable end plugs 
_and slotted washers. Every part of the fuse is accessible, so all contact surfaces can be: 
cleaned and any deposit caused by blowing, easily removed. The simple design and ex- 
cellent mechanical construetion make it easy to take Economy Fuses apart and reassemble, 


See Your Electrical Wholesaler. He now has the new Economy “Time-Delay” Fuses and 
Renewable Links in stock. 
J 
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/ \ 1 NATIONAL ADVERTISING 


bw * —Full-color pages in LIFE 
Zs” and in THE SATURDAY 
\ EVENING POST to pre-sell 


Ww % / , — — » henat / \ ' > om # 
i your customers on the benefits ae - 
\ \lé p: : Cis <= 





of G-E Sunlamps and G-E Heat 
Lamps. Big newspaper ads, too, 


in selected cities. = + 


















“STOPPER” DISPLAYS — Both the Sun Lamp package 


“" and the Heat Lamp package contain beautiful full- 





color counter cards and a tie-in set of smaller displays and 


bin cards. 


SAMPLE RADIO SCRIPTS 


“ 


to use radio spots and chain- 


4 SALES LITERATURE— 


Plenty of handout folders “sy 4 


and envelope stuffers to tell 


—Make it easy for you 





your customers all they need to breaks to bring in more cus- 


know about General Electric tomers for G-E Sun and Heat 


Sun and Heat Lamps. Lamps. It’s a good way to 


build store traffic. (A 


Ft 
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G-E REFLECTOR SUNLAMP 


now only $995 





A “private sun” for every fam- 
ily! Convenient, portable, easy 
to use. Helps provide vitamin D. 
Every sale means a good profit! 


G-E HARDGLASS Infrared 
HEAT LAMP 


3995 





The top quality heat lamp par- 
ticular customers go for. Red 
filter reduces glare. Resists break- 
age from splashing water. 


G-E STANDARD Infrared 
HEAT LAMP 


reduced to s] 10 





The low priced heat lamp 
with dozens of uses. Makes it 
easy to apply infrared heat right 
where it’s wanted, 


amp camp 





MERCHANDISING TIPS 


.’ 


ideas, including suggestions 
for window displays, sales 
training, and hints for selling 


fixtures along with G-E Sun 


and Heat Lamps. 





—A wealth of profit 


AD MATS— Use ’em in your 
local newspapers to tie-in 
with General Electric national 
advertising and let people 
know where they can buy these 


remarkable lamps. 
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lon has everything! 


THE HOT NEWS in lamp merchandising this 
Fall is General Electric’s sensational Sun and 
Heat Lamp campaign—a sure-fire promotion 
planned by sales experts to help you double 
and even triple your lamp profits. It’s all 
wrapped up in two packages—one on Sun 
Lamps and one on Heat Lamps. You can’t 
miss! Each package contains a powerhouse of 
selling aids to boost your dealers’ turnover. 


And now’s the time to cash-in! With winter 
coming, everyone wants the Vitamin D and 
summertime tan that can be obtained with a 
G-E Sunlamp—especially at the reduced 
price of only $9.95. And colder weather will 
give you a lively market for G-E Infrared 
Heat Lamps, too. 


Are you ready to get your share of these new, 
quick profits? Be sure your dealers have an 
adequate stock of G-E Sun and Heat Lamps. 
Remember, they’re available on the regular 
G-E Lamp contract. 
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Use of SQUARE D’s newly designed Type ML2 (50 and 
100 ampere frames) and Type ML3 (225 ampere frame) 
circuit breakers in combination with the Class 8536 line 
voltage starters provides an arrangement that is unbeatable 
for starting, stopping, protecting and disconnecting electric 
motors while providing complete branch circuit protection. 


IT’S UNBEATABLE BECAUSE IT— 





Protects motor and branch circuit wiring. Complies 
with National Electric Code requirements for a dis- 
connect switch or circuit breaker ahead of every motor. 


Saves Installation Time. Circuit breaker and mag- 
netic starter are mounted in a single enclosure and 
wired together. Only one device to install. 


Conserves Space. Unusually compact circuit breakers 
and starters are mounted together in close relation- 
ship. Square D's front-operated construction permits 








Class 8538— 
NEMA Size I! Circuit Breaker 
Combination Starter 


close “ganging” not possible with side-operated 
devices.” 


Increases Safety Factor. Cover is interlocked with 
breaker. Enclosure cannot be opened when starter is 
“live.” The circuit disconnect can be padlocked in the 
“off” position and cover padlocked. 


Improves Appearance by installation of a single 
attractive enclosure rather than the combination of 
separate units differing in dimensions and finish. 


SWITCH TYPE COMBINATIONS, either fusible or non-fusible, are also available 


in front-operated construction in sizes 0, | and Il Larger devices are side-operated. 


OTHER ENCLOSURES 
AVAILABLE FOR 
' SPECIAL PURPOSE 
APPLICATIONS 


General Purpose 





Semi Dust-tight 





Dust-tight Water-tight 


Write SQUARE D COMPANY, Industrial Controller Division, 4041 North Richards 








DETROIT 


Street, Milwaukee 12, Wisconsin for additional details. Request Class 8538 Bulletin. 


SQUARE 


COMPANY 


LOS ANGELES 


D 


MILWAUKEE 


SQUARE D CANADA, LTD., TORONTO, ONTARIO « SQUARE D de MEXICO, S.A., MEXICO CITY, D.F. 
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New Company Connection.............- 
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The amazing new GUTH Floating-Hinge 
Aristolite makes cleaning a pleasure in- 
stead of a ghore! An easy, quick nudge on 
the glass panels (right from the floor, with 
the simple GUTH Gripper-Duster Tool!) 
and the panels literally “float” free—hang- 
ing at the side, out of the workman’s way! 
No time-wasting, dangerous maintenance 
tricks. It’s all as simple as ABC. 


GUTH Floating-Hinge Aristolites give 


THE EDWIN F. GUTH CO. 
ST. LOUIS 


“8 


open fixture cleanliness with glass panel 
diffusion and beauty — plus tremendous 
savings in time and work. 





Add to these advantages the Quickliter 
Ballast. It gives light at the flick of the 
switch —starterless operation — simplified 
relamping! The combination makes one 
of the best looking, best operating — most 
economical Fixtures ever made! 


Write today for full details. 








NN Leaders in Lighting 
! Since 1902 
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“Tops in ’26...even better toda 


paar plant changes or expansions 
call for new circuits—the electri- 
cian knows it will be easy to modify any 
BullDog SafToFuse Panelboard . . . the 
flexible panelboard with interchangeable 
fuse units. 


BullDog SafToFuse Panels are com- 
pact—primarily intended for those in- 
stallations where space is at a premium. 
Because SafToFuse units are standard- 
ized, supplemental units can be added, or 
units of different capacities can be sub- 
stituted with a minimum of expense and 
delay. 

All current carrying parts and fuses 
are fully shielded when in service... no 
chance for an accidental contact. If 
becomes necessary to replace a fuse or 
disconnect the circuit, the fuses are 
removed by pulling out the SafToFuse 
“head” ... double protection; also elim- 
inates the need of auxiliary “fuse pul- 
lers.”” Moreover, provisions are made to 
test fuses—without current.disconnection 
—through holes in the face of the unit. 


For maximum flexibility and _ inter- 
changeability in power distribution, 
specify BullDog SafToFuse Panelboards 
... tops for twenty years. They’ll help 
you stop your power problems before 
they start. 


A BullDog Field Engineer will appre- 
ciate an opportunity to demonstrate the 
advantages of SafToFuse Panelboards 
and show you an installation near your 
own plant. Call him today, or write Bull- 
Dog direct. 


a 


BullDog manufactures Vacu-Break Safety Switches—SafToFuse 

Panelboards—Superba and Rocker Type Lighting Panels— 

Switchboards—Circuit Master Breakers—"Lo-X"" Feeder BUS- 

tribution DUCT—"'Plug-in” Type BUStribution DUCT—Uni- 

versal Trol-E-Duct for flexible lighting—lIndustrial Trol-E-Duct 
for portable tools, cranes, hoists. 


DETROIT 32, MICHIGAN. FIELD OFFICES IN ALL PRINCIPAL CITIES. IN CANADA: BULLDOG ELECTRIC PRODUCTS OF CANADA, LTD., TORONTO. 
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The Curtis “Anniversary” Luminaire (Catalog No. 51)-is designed for wide 
adaptability in application. The simplicity of its design, both functional and dec- 
orative, lends itself to a multitude of architectural treatments. CATAL OG No 


$7 


The outstanding characteristic of the “Anniversary” luminaire is its ability 
to deliver smooth, even light distribution. The completely open top utilizes the 
light from the lamps for indirect illumination. The downward component, ap- 
proximately 40% of luminaire output, is effectively louvered 30° lengthwise and 
crosswise. The attractive dart pattern provides a note of decorative interest as 
well as being an integral part of the louver construction. 





Single or double stem hangers make for easy installation either as individual 
units or continuous lines. White Fluracite finish on louvers and Satin Gray body 
combine well with any color scheme. Vertical surfaces throughout provide less 
in maintenance. Lamps may be replaced from above or from below by opening 
the hinged louver. Write for additional data. 


CURTIS (7ghling, we 


6135 WEST 65TH STREET, CHICAGO 238, ILLINOIS 
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The bushings have built-in, 
moisture proof phenolic in- 
sulators that are thoroughly 
impregnated with a tough 
insulating varnish. They are 
securely locked in the metal 
base and can not become 
accidently detached. 


The bushings are especially 
designed for manufacturer 
in tough aluminum alloy. 
Note high ribs for easy 
tightening. large bottom 
shoulder completely covers 
knockout. 








YOU ASKED FOR THEM/ 


Here they are! 


T&B Insulated Metallic Bushings are now made in all sizes, ¥2* 
to 6” All sizes bear UL Approval. 


Readily available for immediate delivery, these Insulated Metal- 
lic Bushings, like all other T&B products, are sold only through 
the competent and conveniently located service organizations 
of T&B Electrical Supply Wholesalers. 










The built-in insulator 
provides permanent 
protection against 
cable abrasion and 
accidental grounds. 








MANUFACTURERS OF ELECTRICAL FITTINGS SINCE 1898 
ELIZABETH I, NEW JERSEY in Canada: Thomas & Befts Lid., Montreal 


The Thomas & Betts Co. 


INCORPORATED 
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This is the 150-Watt PAR-38 Spot Super Skylite with the 2-100 watt 
T-17 fluorescent lamp produces 
the plus punch you need for 
action for impulse lighting. mounting heights over 12 ft. 


Lamp featuring complete swivel 


Before you buy ask about All-Bright planned lighting for store modernization. 





ELECTRIC PRODUCTS COMPANY 


3917-25 North Kedzie Avenue Chicago 18, Illinois 
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WEIGH THESE ADVANTAGES OF 


HAZARD Type RH ALUMINUM. BUILDING WIRE 


© 


\ 


\ 


\ 
COST SAVINGS 10% TO 40% 


WEIGHT\SAVINGS 40% TO 607% 
EASIER TO HANDLE AND PULL 











_— 

J 2 AW 
Typ ER 

278 * BS. 
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VEN though Type RH Performite heat-resisting insula- 
E tion — standard for Hazard Aluminum Building Wire 
— is superior to Type R Code-Grade insulation, so widely 
used on copper conductors, its higher cost is more than 
offset by the low cost of the aluminum, which goes three 
times as far as copper on a weight basis. Further savings 
can be made in handling and installation costs, too, because 
coils and loaded reels weigh less, and wire requires less 
pulling effort. 


PROVED IN SERVICE — More than 114 million miles of 
aluminum electrical transmission cable have been installed 
in a period of over half a century. Bare aluminum conduc- 
tors have thus been proved in service under all kinds of 
exposure on overhead lines. Some installations of insulated 
aluminum conductors have been in use for nearly as long. 
Insulated aluminum conductors are being used not only for 
building wire but also for underground, bore hole, aerial 
and entrance cables. 


FULLY APPROVED -— For many years the National Electrical 
Code has permitted the use of aluminum for electrical con- 
ductors. The Underwriters’ Laboratories, Inc. have approved 



























the use of aluminum conductors subject to acceptance by 
local inspection authorities. U. L. approval labels are affixed 
to all Hazard Performite Type RH building wire contain- 
ing aluminum conductors. 


PROMPT SHIPMENT — Hazard Performite Type RH Alumi- 
num Building Wire is carried in factory stock — and by 
many wholesalers — for immediate shipment, in sizes 6 Awg 
to 750,000 CM. Other sizes and cable designs can be fabri- 
cated in as little as 4 to 6 weeks. Hazard Insulated Wire 
Works, Division of The Okonite Company, Wilkes-Barre, 
Pennsylvania. 


Write for Bulletin 
H-407-AL which contains 
tables, calculating data 
and details of simple 
splicing and terminating 
methods. 
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Manufacturers of Wire Rope and Strand « Fittings + Slings © Screen, Hardware and Industrial Wire Cloth * Aerial Wire Rope Systems 
Hord, Annealed or Tempered High and Low Carbon Fine and Specialty Wire, Flat Wire, Cold Rolled Strip and Cold Rolled Spring Steel ° Ski Lifts 





























sees HOW MUCH 1S 16 worth? 


| 


VEN IN THIS ATOMIC ERA, What engineer wouldn’t 
E be awed at the possibility of building a bridge of 
his own design across the hazardous Niagara gorge? 
Yet John A. Roebling was commissioned to do just 
that 98 years ago... ten years before this country’s 
first oil well was drilled! 





| What an outstanding example of confidence. The 
confidence of a man in his own work. The confidence 
of people in one man and his abilities. 





Today this same confidence, that has been nurtured through the years, is still alive in the company founded 

by this man and his sons. On this same foundation was built a business that has always believed that con- 

Pi fidence must be created and grows through completely honest business transactions with each and every 
one of its customers. 


Little wonder, then, that your confidence in John A. Roebling’s Sons Company is guarded so carefully. 


CONFIDENCE CAN INCREASE YOUR ELECTRIC WIRE AND CABLE SALES! 





® 
eer IDENCE ... the faith of your customers in both 
your Organization and in Roebling . . . can be 


built because with the Roebling line you have the 
means to do it. 

It is a complete line—over 60 types of electrical 
wire and cable for every purpose. And they’re priced 
so that you can meet competition yet earn a fair mar- 
gin of profit. Powerful advertising helps by con- 
stantly pre-selling over 200,000 buyers of electrical 
equipment. Roebling field men are always available 
to offer you sales and service cooperation. 

Add to these facts this one. Roebling warehouses 
are located at strategic points throughout the coun- 
try so that you can offer prompt delivery on items not 
carried in your stock. 

You can build confidence with Roebling —and that 








means sales . . . today and in the future. . 
JOHN A. ROEBLING'S SONS COMPANY YOU can get sales and service cooperation 
TRENTON 2, NEW JERSEY from Roebling field men... one of five woys 
Branches and Warehouses in Principal Cities Roebling helps you step up sales. 








Electrical Wire and Cable ° Suspension Bridges and Cables 
Aircord, Aircord Terminals and Air Controls © Lawn Mowers 


A CENTURY OF CONFIDENCE 


ROEBLING 











THE CLARK CONTROLLER CC 


resents 


STANDARD 
DUTY 


PUSH 
BUTTON 


Clark Bulletin 100 Type EE Standard Duty 
Push Button Station (Standard Enclosure) 


Push Button Station 
Enclosure with Lock- 
ing Latch 


[v's GOT EVERYTHING necessary to Loosen one self-retaining screw 
be used with Starters and Contactors to remove cover. 
up to and including NEMA Size 4 Large %" diameter Movable 
and 150 Amperes. Contacts. 
ow 3s 0 ” Enclosure furnished in machine 
7 _ 
Ye" diameter Buttons —“START tool gray. 


Button is black, with guard ring ; 7 ” 
to prevent accidental operation. Locking Latch on "STOP" Button 


re an : available. 
STOP" Button is red. This Push Button is a worthy addition 


One-piece Bakelite Base—loosen- to the CLARK line of Bulletin 100 Heavy 
ing one self-retaining screw Duty Stations which are available in 
releases base. many types of enclosures. 


This new Push Button Station is another reason why 
Clark is the ideal line for distributors to handle. 


« 


THE CLARK CONTROLLER CO. 


¢ 
RYTHING UNDER CONTROL ° 1146 EAST 152nd STREET, CLEVELAND 10, OHIO 
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ALZAK 
GLASS SURFACED 
ALUMINUM 
REFLECTORS 









KIRLIN No. 1218 
Square Model — 500 
watt Mogul base 
lamp. 




















KIRLIN No. 1207 — 
la W., or No. 1208 






— 150 W., or No. 
1212 — 300 W. for 


wide distribution of 















light. 

oe 

| 2 my 
KIRLIN No. 414 — : 
rectangular box 14'%’’ i 
x 3%" x 4” deep, for 
40 W. tubular T8 o£ esis 
lamp. | —_— es Prren orrics 

—_ = 


6” flush recessed exit. 
No-Guard type has 
shock-proof glass, No. 
4516. 


fee No. 4506 — 


Disc-Louver — reduces 
glare, improves all 
bare lamps. Shown in 
troffer. 


















KIRLIN’ fluorescent | 









KIRLIN — fluorescent 
for wide distribution 
of light. Hinged door 
type or open troffer 
type. 





he Kintin Cote 


3435 EAST JEFFERSON AVE. 
Detroit 7, Michigan 








100 W. Box 812" x 


KIRLIN No. 508 
5’2"' x 6” deep. 
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Of service conditions, 


vt thread 
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T Oded couplings, the best Protect 
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Central Condvit is connected 
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erate This is one of a series of 

SPANG ads which are appear- 

ing regularly in: Electrical 

Construction and Mainte- 

nance; Electrical Equipment; 

Electrical West and Electrical 
World. 











In the face of today’s tremendous demand, you 
may well wonder why we advertise Central 
Conduit at all. 


First of all, this over-sold condition will not last 
indefinitely . . . and Spang is looking to the future 
—sowing seed for your 1948 and 1949 sales. 


Second, this advertising urges buyers to keep in 
touch with their Central Conduit distributors and 
it explains your inability to make immediate 











IS DESIGNED "ote? 











OU 


¢ 


delivery and thereby protects you against un- 


reasonable demands. 


But not all Spang efforts are directed to the 
future. Everything possible is being done to in- 
crease the present production of Central Rigid 
Steel Conduit so that you can meet your cus- 


tomers’ needs more quickly. 


SPANG-CHALFANT 


Division of The National Supply Company 
General Sales Office: Grant Bldg., Pittsburgh 30, Pa. 
District Offices and Sales Representatives in Principal Cities 
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| REVERE LEADERSHIP is not accide . It is the 
é > as stiitins result of the best combination in the World ...A 
—— 750-1000 Watt COMPLETE LINE OF QUALIT LIGHTING 








12in., 18in., 24 
in. lens sizes. A 





rentilated and ° ° . . b =e 
weatherpeoo! EQUIPMENT —First in Design, First in Quality, First 






































} masterpiece in Seaton. - in Craftsmanship and backed by long years of demon- 
design and col- 

struction. strated performance. We are never content to rest on 

our laurels—progress is our prime policy. You can 

safely link your future to the future of a manufacturer 

whose leadership is founded on Engineering Skill, Honest 

Workmanship and Sound Merchandising. You are sure 

of a dependable source of supplies, parts and service. 

e e 

. o Ne. 3080 REVERE—A Good Line to Link To! 
: e ype 
4 Flood for 
§ lighting large 
4 areas. Alzak Alumi- 

q num reflectors. 300 No. 3018 Convertible 

3 to 1000 Watt. Tele- Weather-proof. Ac- 


scopic arm provides commodates one, 













simple and positive two or 
adjustment. < three top 
floods. 


Enclosed Floods 
A unique line in 
150to 1000 Watt 
hb sizesforany 
type of mount- 
ing. Also port- 
able models. 


No. 3800 Eliptor 
A streamlined in- 
geniously designed 
open type flood for 
effective, uniform 
illumination, 


See No. 
3650-8 
below. 






















The 
Famous 
Revere 
Hinged Flood- 
light Poles 
Eliminates haz- 
ardous climbing 
to clean or serv- 
icefloodlights. 
20,24 and 
30 foot a 
mounting ™ 
heights. 
























9-S 5452-L- 
ALTA 

500 Watt en- 
closed (Navy) 
Type Flood. 
Rugged, con- 
cussion, vibra- 
tion and expo- 
sure resistant. 


Be 5 RS oe ee 


6011 BROADWAY e CHICAGO 40, ILLINOIS 
INDOOR AND OUTDOOR LIGHTING EQUIPMENT TO SERVE EVERY NEED 







No. 4200 Enclosed 
Flood 


750 - 1000 - 1500 Watt. 
Rotation feature with 
degree markings makes > 
this a practical, easy to 
service unit for sports 
lighting. 


































No. 3650-S 
Combination Area Light 
and Spotlighter 
A sturdy, beautifully proportioned 
unit that does a very efficient light- 
ing job, 
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ES, accounts receivable posting is incomparably 
faster with sulAP! Invoice copies themselves act as 
ledger entries when they are filed in Kolect-A-Matic 
panels -that’s how Cumberland eliminates wasteful, costly 
transcription of already existing invoice data. And service 
tocustomers is decidedly superior with this ledgerless plan. 
When customers of this progressive Maryland firm want 
additional invoice copies or other information on supplies 


SUIAP ‘POSTING’ 
1S SIMPLICITY ITSELF... 
1 JUST DROP THE INVOICE 
INTO THE VISIBLE POCKET! 





Ask for free showing of “Saving with 
SUIAP", informative twenty-minute 
sound film in full color. You'll see this 
remarkable credit contro! plan in action! 





















HOW 
Cumberland Cement and Supply Co. 


Cumberland, Md. 


REDUCES CLERICAL EXPENSE WITH THE NEW 
SIMPLIFIED UNIT INVOICE ACCOUNTING PLAN 


billed, there’s no lengthy reference to ledger entries and search- 
ing among files, All facts are in one place—instantly, completely 
available. 

Of course, that’s only part of the story—suIAP accounts receiv- 
able handling has other big advantages that pay you dividends in 
faster, smoother credit operations, better customer relations, higher 
profits. Visibly margined account records step up finding speed for 
credit authorization; simplified payment application cuts another 
big slice off clerical work. Positive collection procedures are auto- 
matic ... get the money in faster. This Unit Control reduces opera- 
tional expense, frees for other duties personnel no longer needed to 
maintain several separate records. 

No wonder officials of Cumberland Cement and Supply wrote 
recently “*. . . our satisfactory experience leads us to state that our 
SUIAP Kolect-A-Matic is the most valuable piece of equipment in 
our office!” 

Finding out how the Simplified Unit Invoice Accounting Plan 
can benefit you is easy: just call your Remington Rand representa- 
tive, or write to Systems Division, 315 Fourth Ave., New York 10,N.Y. 


Reninglon Rond 


THE FIRST NAME IN BUSINESS SYSTEMS 
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All the power fora fluorescent lamp goes through 
the ballast. If the lamp is to déliver its full rated 
life and full light output, the ballast must be not 
“just a transformer,’ but an accurately made 
piece of equipment, with permanent electrical 
characteristics tailored to the voltage and cur- 
rent requirements of the lamp under both start- 


fluorescent ing and running conditions. 
General Electric, maker of lamps, ballasts, 
1] starters, cable and lampholders, is well aware of 
ic Sts this interdependence. General Electric ballasts 
are designed, built, and tested for permanent, 
matched characteristics. 








BALLASTS 
The operating characteristics of General Electric ballasts are uniform, CABLE 
LAMPS 
STARTERS 
This — plus the reliability and quietness of these ballasts—can go a | LAMPHOLDERS 


for 
long way in making friends for your fluorescent fixtures. DEPENDABILITY 


permanent, and accurately matched to those of standard fluorescent lamps. 





: _ — t in fl t lighti 
Apparatus Department, General Electric Company, Schenectady 5, N. Y. aii aes 


GENERAL @ ELECTRIC 


412-10 
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No products on your shelves are more commonplace than couplings, nipples 
and other pipe fittings. Yet today there's a preference even in these. For 
leading electrical contractors have found that the finer quality, more careful 
inspection of Conduit pipe products assure faster, trouble-free construction on 
every job. It’s an established fact that Conduit pipe products are preferred 2 
to 1 by contractors, large and small. 










REPRESENTATIVES IN PRINCIPAL CITIES 


PIPE PRODUCTS CO. 


COLUMBUS, OHIO 





a 
PIPE COUPLINGS (_) PIPE NIPPLES @—D ELBOWS, 90°G-® AND 45°g=> 


RUNNING THREAD PIPE gg) GOOSENECKS <—~)) WALLPLATES 
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GEARED TO ANY INDUSTRIAL APPLICATION 


You can build a better lighting plan around the heavy-duty 
Day-Line fluorescent lighting fixtures. They can be mounted by 
any method—in any location—your plant construction or oper- 
ations may dictate. 

It combines in one versatile fluorescent fixture all the require- 
ments of good industrial lighting. Hang it any way you wish—in 
units or continuous runs—to gear the light to the job with maxi- 
mum efficiency and economy. 

May we send Bulletin 30-A-1 with complete details. 


THE DAY-LINE 


Heavy-duty industrial fluorescent fixture with porcelain enameled steel reflect- 
ors. Designed for two and three 40- or two 100-watt lamps—unit or continu- 
ous installations. U. S. Patent Nos. 2317434, D-135375 and D-133458. 










2nd emtemmatrOmas 
LIGHTING 
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Day-Brite Lighting, Inc., 5405 Bulwer Avenue, St. Louis 7, Mo. 
Nationally distributed through leading electrical supply houses. In Caneda: address all inquiries to Amalgamated Electric Corp., Ltd., Toronto 6, Ont. 
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Fixtures 


NORRISTOWN PA. 
ELECTRICAL WHOLESALING 





° 
°o 
ra) 
nw 
a z 
~ 
S 3 
ba O 
= - 
Se ” 
~ a 
S 
a 
~~ 
= Oo 
~ z 
~ 
S 
~— 4 
_— Oo 
‘ F 
a 











UNITED STATES RUBBER GCOMWPANY 


SERVING THROUGH SCIENCE 
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as much as 50% lighter SB gf 


a aii 


90° 







~ Neolay—up to 50% lighter than ordinary cables 
—is extremely easy to install . . . easy on the 
pocketbook, too. Neoprene cover is tough, abra- 
sion resistant and resistant to oil, fire and cold. 
Write for new 32-page brochure describing all 
types and sizes of ‘‘U.S.’’ aluminum wires 
and cables. Address Wire and Cable Depart- 


ment, United States Rubber Company, 1230 
Avenue of the Americas, New York 20, N.Y. 
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Slim Design ballasts, in power 
factor and normal types. 


Industrial and Commercial type 
Cold Cathode Transformers for 


Cold Cathode ballasts for 22 


and 25mm, 93” long lamps. series installations. 


Acme Electric manufactures Luminous Tube Transformers—Fluores- 
cent Lamp Ballasts — Cold Cathode Lighting Transformers and 
Ballasts — Mercury Vapor Lighting Transformers — Radio and Tele- 
vision Transformers — Electronic Transformers — Door Bell, Chime 
and Signalling Transformers — Safety Transformers — Voltage 
Regulating Transformers—Step Down Transformers—Control Trans- 
formers — Warp-stop Transformers — Capacitor Transformers for 
Power Factor Correction—Air Cooled Power Transformers—Rectifiers. 


IN CANADA, Acme Electric & Manufacturing Co., of Canada jLtd. 
1434 St. Catherine St., W. Montreal 25, Que. 


feature the 
BETTER PERFORMANCE 


of ACME BALLASTS 
aud TRANSFORMERS 


Why do uniformly processed lamps 
with uniformly-high test records dif- 
fer greatly in light output and service 
life? Look to the ballast as the impor- 
tant source of performance! Acme 
Electric ballasts and transformers are 
designed and built to provide maxi- 
mum overall performance, to main- 
tain operating characteristics within 
the limitations satisfactory to the lamp 
—whether it be standard fluorescent, 
slim design or cold cathode. 


Annealed steel cores, vacuum impreg- 
nated coils, heat dissipating com- 
pound provide for balanced second- 
ary voltage output, maximum light 
output, noise free, long life service. 
These are the results your customers 
want. 


ACME ELECTRIC CORPORATION 


67 WATER STREET *© + «+ CUBA, N.Y. 
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It’s the bonding strip that does it — offers a more workable, better protected 
BX* cable than the BX you’ve been selling for years. More workable, because 
it’s lighter — up to 15% lighter in sizes 14 and 12. Better protected, because the 
bonding strip provides low armor resistance. 

LIGHTWEIGHT Gencral Electric BX cable means less weight to carry to the 
installation site, less weight to lug around on the job. And, because it’s smaller, 
it takes up less room, fits into smaller spaces. 

LOW ARMOR RESISTANCE of General Electric BX cable means that nothing 
has been sacrificed in this lightweight sheathing. In fact, the new bonding 
strip actually bonds the turns of 
sheathing together for perfect 
continuity. 

These features make General 
Electric bonded BX cable.a real 
seller for you. And General Elec- 
tric is ready to help you sell it by 
getting it to you fast. 





*Trade-mark Reg. U.S. Pat. Off. 


GENERAL (3 ELECTRIC 
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Merchandise Distributor 


EXPOSED connection from  service-en- 

trance cap to meter is normally all right, 

when it’s done with General Electric 

> service-entrance 

(Ais cable. It can be 

Ce sinstalled right on 

~, 7 oe . 

\ / the outside of 

~ af buildings with no 

moN extra protection. 

Available styles 

are two-conductor round or three-con- 

ductor oval service-entrance or service- 

drop cable, with or without galvanized, 
flat-steel armor. 


IDENTIFYING CONDUCTORS can be a tough 
job after cables have been in use for a 
while — but not so with PVX. The 
bright, permanent colors of the Type T 
conductors make a a a 
identification posi- 


tive and quick. Ka v v | (<) 
Push thermoplastic- Wi hk he he 
insulated PVX sl t be ke 
long life, small size, “|' “ “Hh “ALS 
and light weight. 

It’s approved for 60 C operation, and 


carries a high-current rating. 


PERFORMANCE of portable tools depends 
heavily on your customer's choice of 
portable cords. For wiring and rewiring 

jobs, tell him about 


' General Electric 

! + Flamenol* cords. 

\ They take lots of 

\ h tough handling. 
aS 


Thermoplastic insu- 

lating compound 

and jacket are re- 
sistant to acids, water, oils, and sun- 
light, and are practically nonaging. 


INFORMATION on the General Electric 


wires and cables oo, 
line keeps custom- (> > fe 
ers sold on it as wes 


the line that meets ¢ Ry 

every need. Keep \ \ ; Sy 

your trade in- hn y 

formed on stand- / /) 
“~s 


ard items and on 
new ones, as they are announced. 


Section W69-926, General Electric Com- 
pany, Bridgeport 2, Connecticut. 
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you get good lighting 
plus ceilings unlimited 
with miller fluorescent 
lighting systems 


For new construction or relighting of 
stores, offices, schools, factories, and public buildings, MILLER Fluorescent Troffer 
Lighting Systems offer new flexibility of application. The MILLER Furring Hanger 
(patented) makes possible the arranging of Troffer light units in blocks, light strips, or 
geometric patterns, to form any ceiling pattern desired . . . CEILINGS UNLIMITED. 
FURTHER . . . installation is simplified . . . 50 to 75% fewer supports from structural 
ceiling are needed . . . wiring costs are cut up to 50% . . . and conduit and conduit 


fitting costs cut up to 80%. 
miller lighting service is all-inclusive 


MILLER 50 and 100 FOOT CANDLERS (Continuous Wireway Fluorescent Lighting 
Systems) have been established as standard for general factory lighting. And 
MILLER incandescent and mercury vapor reflector equipment has broad factory 


and commercial application. 


MILLER field engineers and distributors; conveniently located, are at your call. 
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ILLUMINATING DIVISION + MERIDEN, CONNECTICUT 
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RIGID OUTSIDE COUPLING 
MAKES SPANNING BEAMS POSSIBLE 





-3008D 


LOOP HANGER 


Eight new covers for standard devices . . . 
simplified device mounting method . . . 2-3/4” 
x 1-7/16" raceway . . . efficiently designed fittings 

. . versatility of use, large capacity. important 
reasons that add up to an easier-to-install surface 
wiring system, one that provides real business- 
building opportunities for industrial applications. 


CAPACITIES 
No. 6INO. 8]No. 10) No. 12|No. 14|No. 16] No. 15] 


Type R or RH— With Devices in Place 


























Mik we ewe eS OM were ee 
3046B Type T or RU— With Devices in Place 
We &S@ Bw YF wee He 
COVER WITH Type R or RH— Without Devices 
° DUPLEX RECEPTACLE 8 | 10 | 10 | 10 | 10 | 100 | 100 








301 5 Type T or RU — Without Devices 


Y 8 | 10] 10 | 10 | 10 | 100 | 100 














T 











Simplified mounting straps for attaching 
devices save time, mean more wiring room 
in the raceway. Snap straps into place over 
bead in raceway. Attach device to strap 
with standard device screws. Then snap in 
cover and fasten to straps. 





ji— 
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NOW IN FULL PRODUCTION 


Lamps for All Commercial Needs 


Geared to full production to meet your 
customers’ demands for better lamps for 
every purpose, the Faries 1948 line is now 
ready for your inspection. 


Along with the regular Faries line, and 
time-proven staple numbers, you’ll find all 
the latest developments in fluorescent and 
incandescent lighting, including new mod- 
els built for use with “circline” fluorescent 
tubes. 


The 1948 line includes lamps designed 
especially for offices, hotels, hospitals, 
clubs, factories, schools, institutions, and 
many other commercial applications. 


Modern styling and awareness of eye- 
catching, sales-getting features make the 
new Faries line a retailers’ favorite. Lamps 
are handsomely finished ... and they're 
priced to meet competition in the quality 
field. 








wonnnnene Send For 


LIGHTING 
& 





The 
= 
Battes 


LINE 


1948 Catalog 


ee 
? he ; 
Jeneiimenorn * S h 0 7 1 n 4 

















tomnnnnnn Complete » 
Line! 


FARIES MANUFACTURING CO. 


DECATUR, ILLINOIS 
Since 1880 











Offices in Chicago, New York, Los Angeles. Representatives 
in principal cities. Handled through leading distributors. 
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How Much Talk 


2, 


Trade Mark Reg. U.S. Pat. Off. 


~~ AMERICA’S LEADING WHOLESALERS 


bagae 
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to Make a Sale? « 


It doesn’t take much talk to sell Ideal 
“Wire-Nuts.” Prospective customers 
readily recognize the advantages of 
these modern wire connectors when 
you hand them a free sample. And 
chances are that long before you call 


IDEAL ADVERTISING does a 


Ads and direct mail are paving the 
way for quick sales. But when you run 
into an occasional hard-to-convince 
buyer, you'll find plenty of sales am- 





(THE SOLDERLESS, TAPELESS WIRE CONNECTORS) 


Patented—No. 1,933,555 






iD FA | } WIR E-N UTS: speak for themselves 


on a prospect he has heard about 
Ideal “Wire-Nuts” from a satisfied 
user. Electrical Contractors, Plant 
Electricians, Electrical Appliance and 
Machinery Manufacturers are all 
prospects for Ideal ‘“Wire-Nuts.” 


lot of selling for you... 


munition in the literature that Ideal 
keeps sending to you. 

With such a big, well-planned 
promotion program behind you— 
you'll find it easy to sell your share 
of the millions of “Wire-Nuts” that 
will be bought this Fall. 


IDEAL INDUSTRIES, Inc. 


Successor to Ideal Commutator Dresser Co. 


1047 Park Avenue Sycamore, Illinois 
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“TIME CONTROLS FOR EVERY NEED. 


Benefit by getting dealers to promote these popular Paragon 
Telechron Motored Time Switches. Build satisfied customers 
and repeat business with the help of Paragon Prestige.....gained 
by 42 years of manufacturing quality electrical equipment. 





f \ 
_ Va 
Sr 7 


SERIES ¢ 


/ \ 
y £8." 
\ 
ko\ 
/ \ 


eo ee, 
» SERIES d 





° 
¥% Popular. Accurate...Long Lasting. ..Automatic Time % 7-Day Calendar Dial Time Switches. Individual set- 
Switch. Controls Signs, Commercial Lights, Stokers, Oil ting for each day in the week. Most popular for control 
Burmers, Blowers, Pumps Has many other uses of Automatic Heating, Ventilating and Air Conditioning 
LIST FROM $11.75 LIST FROM $24.50 


7 XN 


PS-30 7 
SERIES 


a : 


PLUG-IN 





% Leading Poultry Time Switch for permanent installa- %& New... Most popular with Poultry Raisers who make 
tions. Morning and evening light with a dimming period their own installation. Just “plug-in” as you would a 
For greater egg production when prices are highest table lamp. Provides for bright and dimmer circuits 


LIST $13.50 Write for complete Merchandising Story LIST $14.95 


Paragon ELECTRIC COMPANY Oa Neer 


BULEREES SE RLEC TL BSR ERCIPMERS SURCE 33985 
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Classrooms, 
too, deserve Planned 
Lighting, so LPI designers have 
developed a fluorescent fixture that 
meets the requirements of the best 
plans for the best lighting in schools. 
The LP| EDUCATOR is our new low-cost, 
high efficiency unit which offers planned 
lighting assistance to students and 
teachers. Let the Educator teach you how 
to get better school lighting 
at lower cost. Write for 
our complete catalog 

















LP! EDUCATOR 
features: 


2-40 and 2-100 fixtures with the same cross-sectional width for versa- 
tile combinations in continuous runs ¢ Controlled light output—60% 
downward and 40% upward e¢ No exposed horizontal surfaces to 
gather dust e Surface or pendent mounting ¢ 35°-45° light cut-off « 
Heavy, prime steel finished in high temperature “Klasium White”. 


LIGHTING PRODUCTS, INC. 


HIGHLAND PARK, ILLINOIS 
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Cirelite EXPANDS 


The Former Circle Lighting Industries Co. 
Moves to NEW and Larger Plant! 






It is with a great deal of pride that we announce 
to the trade about our New Expansion. The name 
of our company has also been changed from Circle 
Lighting Industries to the CIRCLITE CORP. An 
expansion YOU have made possible! Your approval 
of the QUALITY—the DEPENDABILITY and the 
fair PRICES of our products is proof in itself that 
you fully approve of our methods and policies in 
doing business. Now in our much larger plant we 
will even be in a better position to serve the in- 
dustry. Yes! Better and more improved products 


at still lower prices! George Gomberg, President 








Pioneers in the Manufacturing of 


Circline Fluorescent Fixtures! 








, 
A 

ee 
er 


mt gala 


f 


Our Newest Creation! 


Announcing A New Low Price! 
No. 64 Two-Lite Circline Fixture 


No. 36 Circline Ceiling Fixture 








a i 





It’s really modern! It’s really distinctive! It’s different than 
any Circline fixture featured to date. Architects and interior 
decorators who have seen it acclaim it as the fixture of to- 
morrow. For plenty of soft, cool light this unit can’t be beat. 
Sturdy steel construction, white, baked enamel, smartly 


trimmed with chrome strips. Can be used as surface mount 


$297? 
$33.95 


List 
Complete With 
wide. Weight 15 pounds. Immediate delivery. Lamp. Plus F.E.T. 


or drop, using stems and canopies. E.T.L. and 
U.L. approved component parts used through- 
out, G.E. lamps. Fixture and lamp units indi- 


vidually packed. Overall size 28%” long, 1212” 


*Pat. Pending 





For quality—value— price—fast turnover—this unit 
has been the top selling fixture of the year! Attrac- 
tive as well as practical it answers every requirement 
for commercial, industrial and residential use. Also 
adaptable for side walls. Easy to install—easy to 
maintain. High gloss enamel surface on fine quality 
steel, mount-chrome lower plate, which conceals 


starter and mounting screws. 2-piece 

unit supplied with strap hanger as- $] 450 
List 

and U.L. approved component parts $16.95 

used throughout, G. E. lamps. Fixture List 

and lamp units individually packed. Complete With 

Overall size 14%”, diameter 41” dept. Lomp. Plus F.E.T. 

Weight 10 pounds. Immediate delivery. 

*Pat. Pending 


sembly for close surface mount. E.T.L. 


Sold exclusively through recognized wholesale electrical jobbers and dis- 





tributors. Customary jobbers’ discounts allowed. Prices F. O. B. factory. 


CIRCLITE CORP. 


118 South Clinton Street 
CHICAGO 6, ILLINOIS 


(The Former Circle Lighting Industries Co.) 
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Rome Building Wire 





... because unusual care is taken to provide well-centered insula- 
tion. Smaller diameter makes handling of multiple circuits easier 
... facilitates pulling through conduit runs... means more room 
in junction boxes. 


. . . because the insulation, both rubber and thermoplastic, is 
especially compounded so that it comes off easily, leaving the 
copper conductor clean... for easy and positive connection. 
All Rome compounds are constantly checked for electrical and 
physical characteristics in a special control laboratory. 





- v L L e s 

Is Easy TO ¥ 

. .. because the finish is carefully treated to give you a smooth, 
low-friction surface and, consequently, easier pulling. Check 
for yourself the smooth waxed surface of Rome building wire. 


“Easy to work” is the electrician’s expression for a building wire 
that handles well, pulls easily, strips cleanly, and is known for 
uniformly high quality. He likes it because it saves him time with 
resultant reduction of installation costs. That is one reason why 
Rome Cable Building, Wires have found wide recognition among 
electrical wholesalers and contractors... they are easy to work. 
Rome Building Wires are available in all standard sizes and 
colors of Rome Synthinol* Thermoplastic Insulated Types T and 
TW, for general purpose and wet location use, as well as, rubber 





Type RW (moisture ny insulated types R (general purpose), RW (moisture resistant), RH 
resistant), rubber : (heat resistant), and RL (rubber and lead). 
2 : Type TW (moisture re- Paghitt ; Page earemn ; ) 
insulated. sistent}, Rome Synthine! - Don't risk buying, or specifying, Building Wire by type alone. 

thermoplastic insulated. Make sure it is surface printed ‘ROME CABLE.” 

* Trademark Registered. : 
aR TO FINIs NS 
om B HED 


Wire eC \) 
YS 49 WO 


ROME CABLE | 


CORPORATION 


ROME ° NEW YOR K 
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8 GOOD REASONS WHY!!! 


...Wire insulated with GEON for manufacturing, 
domestic, industrial, and utilities wiring... 


x * 
- + 
i ¥ 
va 
+ Excellent electrical properties 
Thin coating of insulation *« 
More conductors in a given space 
Ease of handling * 
Easy stripping 
Light weight 7 
Resistance to ozone, wear, sunlight, 
water, chemicals, and most other - 
normally destructive factors 
* 14 colors including NEMA x 
standards 
mi Be sure to specify wire or cable in- 
sulated with GEON in order to get 
oe *% all these advantages. Or, for informa- 
* * tion regarding special applications 
¥ * + please write Department K-9, B. F. 


Goodrich Chemical Company, Rose 
Building, Cleveland 15, Ohio. In 
Canada: Kitchener, Ontario, 





B. F ich Chemical C me 
. F. Goodric emical Company .... ..°..:2. 00 
GEON polyvinyl! materials * HYCAR American rubber « KRISTON thermosetting resins * GOOD-RITE chemicals 
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Here’s the Latest Data 


on Industrial Lighting 
for Men who Specify, Buy or Sell 


INDUSTRIAL LIGHTING EQUIPMENT 


All RLM Standard Specifications have been completely revised 

























Yew 


Whether you specify, sell or buy industrial lighting equipment, 
R L M these new RLM Specifications will prove helpful in measuring 


to include the latest technical developments. 


construction and performance factors vital to safety, lighting 


SPECIFICATIONS 


efficiency and economy. 


Covering In drafting these new RLM Specifications, the Technical 
Types Committee has been guided by the lavest findings of the 
14 Different yP Illuminating Engineering Society, and the recommendations of 
of Reflectors and other recognized industry associations. That is but one of 

+ Units numerous steps taken by RLM Standards Institute to make 
Fluorescen sure that any Incandescent or Fluorescent lighting equipment 


bearing the RLM LABEL will provide maximum satisfaction. 


These new RLM Specifications are now available in a convenient 
booklet. A copy is yours for the asking from manufacturers 
utilizing RLM inspection and certification service, or direct from 
RLM Standards Institute. 
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* NON-RAVELING 
® HIGH TENSILE STRENGTH 
© GUARANTEED TO SATISFY 


a’ 
NPPLETON RUBBE’.. 


gosto, MA 


APPLETON RUBBER CO., INC. 


BOSTON 30, MASS. 





. , Se 
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A BOX FOR 
EVERY NEED 





RACO DO-26-NJK BOX 


“Jay-Kay” the perfect cable box 
—one box, two functions! Securely 
and safely holds either BX or 
Romex. 


A\L-STEEL PRODUCTS 


RACO Switch and Outlet Boxes 


Electrical contractors ... wholesalers and salesmen... builders and 
architects—they ALL prefer the RACO line of switch and outlet 
boxes. This nation-wide preference has been built throughout many 
years on the solid foundation of QUALITY, DEPENDABILITY, 
and COMPLETE breadth of line. There’s a sturdy RACO box in 
black enamel or galvanized finish for every need. Send for Raco 
catalog. 


* * * 


A-S-E STEEL PRODUCTS FOR MANY USES 
STEEL OFFICE FURNITURE » WARDROBE, STORAGE, AND COMBINATION 
CABINETS - CLOTHING LOCKERS - INDUSTRIAL EQUIPMENT FOR FASTER 


MATERIALS HANDLING - FROZ-N-FOOD LOCKERS + ELECTRICAL OUTLET 
AND SWITCH BOXES. 


ALL-STEEL EQUIPMENT, INC:, 300 Kensington Avenue, Aurora, Illinois 


Ril~ $7 Tee. 





EQUIPMENT, 


September, 1947—ELECTRICAL WHOLESALING 





. Measuring 
Certified Ballast 
temperatures 
while ballast is 
Operating in an 
actual fluores- 


cent fixture. 


Hot Box! Certified Ballasts are 


. tz | . a - = 
a ) | 
Bs ' bd tested and checked against 
; oa ae ® overheating. Test oven deter- 
: \ mines temperature rise. 
Certified Ballasts . 


are checked and 


rechecked in 

actual service— 

an additional 

safeguard for When fluorescent lighting fixtures 

high quality. are equipped with Certified Ballasts, 
you and your customers are protected 


CERTIFIED FLEUR-O-LIER MANUFACTURERS, ES, “CERTIFIED” ona ballast ‘Certified’ further means ballasts 
RLM STANDARDS INSTITUTE and CERTIFIED 
LAMP MAKERS have solved their ballast problems by : : , 2 ; i ‘ 
writing CERTIFIED BALLASTS into their specifications. built to exacting specifications set protected against overheating 


up by lighting experts...that --- and long lived. And they cost 
wa @ it has been tested, checked and 0 more than any other ballasts! 
CERTIFIED by impartial Elec- Write today for new booklet, 
trical Testing Laboratories, Inc. ‘The Story of Certified Ballasts.” 


meansthatthisballasthasbeen that are quiet in operation . 


CERTIFIED 


ERTIE TEM BALLAST MANUFACTURERS 


Makers of Certified Ballasts for Fluorescent Lighting Fixtures 


SPEC. NO.6 Acme Electric Corporation Chicage Transformer Div. Jefferson Electric Co. 

sala 38 Cuba, New York Essex Wire Corporation Bellwood, Illinois 

HIGH PF 3501 Addison St., Chicago, Illinois 
Advance Transformer Company General Electric Ce. Sola Electric Co. 

1122 West Catalpa Avenve Specialty Transformer Division 2525 Clybourn Avenue 

Chicage 40, Illinois Fort Wayne, Ind. Chicago 14, Illinois 

Starring and Company Wheeler Insulated Wire Co., 
Bridgeport, Conn. 378 Washington Ave., Bridgeport, Conn. 
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KNIFE-BLADE 


250 VOLTS 
600 VOLTS 
7010 600 AMPS. 


FERRULE 


250 VOLTS 
600 VOLTS 
3 to 60 AMPS. 


APPROVED BY UNDERWRITERS LABORATORIES 








WALE 


HI-LAG. |@ 


PARTS 


To Handle In Renewing Link 


WARE HI-LAG FUSE Construction establishes a top standard for 
rugged simplicity. There are only 3 PARTS to handle to replace 
blown link:—the Fibre Case—the Knife-Blade Assembly—the 
Closure Ring. Only 1 wrench needed to loosen nuts and slip out 
blown link. Assembly can be inserted either end in Case. 

Other exclusive WARE HI-LAG features which add to their cool 
operation—low resistance—dependability and long life service are, 
Large Double Contact Areas between Link and Blades—Steel 
Arched Lock Washers—Heavy Double Fibre Bridge—Gas Vents— 
Lateral Expansion Links. 

Start selling WARE HI-LAG Fuses today! Give your custom- 
ers more satisfaction—greater economy with less fuse worries. 
Write for Brochure giving details of all the 
COOL FACTS, sizes and prices. 


VV JAR: Ei others 4450 W.LAKE ST.-- CHICAGO 24 ILL. 
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Got YOUR share of the business in 
the big airport expansion AND r 


Here are recent 
additions to help you 


Type DCB-10 Rotating Beacon is designed to 

1 meet the requirements of a small airport in ac- 
cordance with Specification L-801 of the Civil 
Aeronautics Administration. It gives the small 
airport an efficient beacon that has similar 
characteristics to the large standard Type 
DCB-36 beacon — alternating white and green 
flashes at 6 R..P. M. positively identifying the 
location as an airport. Other color combinations 
can be furnished. 


= Type ERL Elevated Runway and Taxi Light is 
built to meet CAA Specification L-802. These 
marker lights are for use on both large and 
small airports, principally as runway lights 
(clear globe), threshold lights (green globe), 
and taxi lights (blue globe). A breakable in- 
sert in the mounting column will readily break 
upon impact. 


Als 


3 The Civil Aeronautics Administration recom- 

mends that all instrument landing runways be 
equipped with high intensity runway marker 
lights to define the runway to a pilot under 
conditions of poor visibility — either day or night. 
Crouse-Hinds Type HIRL High Intensity Run- 
way Light is constructed to meet requirements 
of proposed CAA Specification L-819. This unit 
provides powerful beams of light both up and 
down the runway. 


4 Crouse-Hinds Illuminated Wind Cones show 

the true wind direction day or night and also 
give an indication of the wind velocity. They 
are made in two sizes. Type WC-18, con- 
structed in accordance with CAA Specification 
L-807, is for use at small airvorts and as an 
auxiliary at larger airports. Type WC-36 isa 
large heavy duty wind cone constructed in 
accordance with Aeronautical Specification 
AN-I-23 to meet the requirements of the Army, 
Navy and CAA. 


Crouse-Hinds complete line meets all the light- 
ing requirements of any airport — large or small 
Write for details. 





Hig 
= 
mo. 


$-1- 
Also 




























Nationwide 
Distribution 


Wholesalers 


CROUSE-HINDS COMPANY : 
Syracuse 1, N. Y. CONDULETS 
Offices Birmingham — Boston — Buffalo — Chicago — Cincinnoti — Cleveland — Dallas — Denver — Detroit - Houston — Indianapolis FLOODLIGHTS 
Kansas City — Los Angeles — Milwaukee ~ Minneapolis - New York — Philadelphia — Piltsburgh — Portland. Ore.— San Francisco 
Seattle - St. Louis— Washington. Resident Representatives: Albany — Atlanta — Charlotte - New Orleans — Richmond, Va TRAFFIC SIGNALS 
CROUSE.HINDS COMPANY OF CANADA, LTD.. Main Office and Plant: TORONTO, ONT AIRPORT LIGHTING 
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$-1-15P—One Light 15W Plug-in 





$-1-20—One Light 20W 
Also $-1-15—One Light 15W 


$-2-20—Two Light 20W 
Also $-2-15—Two Light 15W 





S-1-40—One Light 40W 
Also S-1-30—One Light 30W 


Super fluorescent ballasts are now nationally rec- 


ognized by lighting engineers and leading fixture 


$-2-40HB—Two Light 40W - : 
High-power (Brick) manufacturers as an advanced step in quiet fluorcs- 


cent lighting. Super’s many years of 


electrical engineering research ex- 





perience in the fluorescent field in- 
$-1-40H—One Light 40W High-power 


ileal ssstner sistas alec unotiind sures correct transformer design and 


uniformly excellent quality for best 





fluorescent lighting performance. 


$-2-40H—Two Light 40W 
High-power (Long fellow) 


1-YEAR GUARANTEE: Every Super ballast 
is dependably guaranteed for one full year 
against defective construction, workman- 
ship and operation. You enjoy complete 
confidence when you-invest in Super 


ballasts. 


BALLASTS FOR EXPORT 

Super manufactures a full line af 50 cycle 
ballasts for export purposes. Now available in 
quantity. 


MANUFACTURED IN STRICT ACCORDANCE WITH UL REQUIREMENTS 
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Sneledve. 


Only MARKSTONE gives you ‘‘A Fluores- 
cent Fixture for every room in the home:’ 








Brackets 
Town House, Carlton 


THE WALDORF 





THE DRAKE 


fREAMLINED THE FIRST COMPLETELY PLASTIC SHIELDED 
MAMG FIXTURES WALL BRACKETS AND PIN-UP LAMPS 










ODAY’S homemakers want COLOR! Give them what 
ae want-and PROFIT! Only MARKSTONE 
Fluorescent Fixtures give you the extra selling punch of 
5 BEAUTIFUL PLATED COLORS (Chrome, Gold, 
Chinese Red, Blue, Old Rose) for perfect, decorating 
harmony in the home! Designed with gracious distinc- 
tion... gay with color...engineered for perfect illumina- 
tion...and with a wide range of styles for every room in 
the home... Markstone Fluorescent Fixtures lead the field 
in sales appeal ! 

ADVERTISED COAST TO COAST! 


The most home-conscious people in America—millions of 
them —are reading about Markstone Fashions in Fluorescents, 
Eye-stopping, appealing ads in Good Housekeeping, Better 
Homes & Gardens, House & Garden, House Beautiful, Country 
Gentleman and Successful Farming. 









Pinup Lamps 
Beverly, Diane, Victoria 


SALESMEN: 
THE FLUORESCENT ERA FOR THE HOME IS HERE! A few choice terri- 


tories are still open. 
Cash in NOW on the swiftly growing demand for brilliant Markstone line of Fashions in Fluorescents, » 


fluorescent illumination in American homes. Millions of you can sell them what they want. Write today for Design and mechani- 
families have long awaited fivorescent fixtures de- our beautifully illustrated catalog sheets with com- cal patents pending. 
signed especially for home use. And now, with the plete specifications. an oN 
\ 
* Guaranteed by 
Good Housekeeping 
i #07 ww 
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s ahead for dealers featuring the famous 
_ high in quality and efficiency 


_ they’ Il make new 


a 


s and greater profit 
Heaters. Low in Cost . + 
e on the market. - 


ak of the heater seas 


& ’ 


a There are volume sale 
r Portable Electric 

e the greatest valu 

oday before the pe 


Thermado 
on arrives. 





Thermador Portables ar 
customers for you! Order t 
HEAD 





SEVEN LEAGUES A 


THERMADOR 
LONGFELLA HEAT FAN 


eeeeeeeeedeeeaeddeedddadda 


E 


THERMADOR 


Manufact 
vred by TH 
ERMADO 
R ELECTRICAL MFG. CO 
° + LOS ANGE 
LES 22 
, CALIFORNI 
a 


q . 
b 
3 








Because — you can always 


depend on the variety of Burndy connectors to provide quick, eco- 


nomical and highly efficient electrical connections. 

This dependability stems from Burndy’s long leadership in the 
electrical connector field . . . which has resulted in the acceptance of 
Burndy connectors for all construction and maintenance requirements. 
Remember too, deliveries are good at Burndy. Do you have the latest 


Burndy Catalog? 


IN CANADA: Canadian Line Materials, Limited, Toronto 13 


BURNDY-New York 5 4, N.Y. Fortin: Philips Export Corporation, New York 17, N. Y. 
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@ A SAFE, manual reversing controller that 
eliminates confusion where reversal! is non- 
automatic. 


@ A SIMPLE, inexpensive way to provide revers- 
ing feature in combination with magnetic 
operation. 


@ Compact tumbler type ... double throw... 
locks in either position. 








THE TRUMBULL ELECTRIC MANUFACTURING COMPANY 


PLAINVILLE, CONNECTICUT 


OTHER FACTORIES AT NORWOOD, OHIO e@ SAN FRANCISCO 


© SEATTLE 


e NORTH HOLLYWOOD 
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the Bryant 9260—a new 
high quality duplex outlet 


For Side or Back Wiring! 












1. For ott, easy and simple back wir- 
ing, just strip off insulation using built-in 
stripping guide. 


insertion. 


Now ... Bryant research has simplified outlet wiring 
with a new and unique convenience outlet that meets 
all high grade specifications. Now . . . for the first 
time . . . one outlet can be installed for either side or 
back wiring as desired. 

This new outlet is the Bryant 9260. It has all the 
features required for top quality wiring . . . a strong, 
substantial Bakelite housing, a built-in yoke for hard 
service, plaster ears, and double-sided contacts assure 


proper mechanical and electrical connections. 


Side or back wiring provides added convenience 
and ease of installation. The large head terminal 
screws are used in the conventional manner for side 
wiring. For back wiring, the stripped wire is inserted 
through entrance holes in the back and securely 
gripped by individual clamps. This feature adds to 


safety by eliminating any exposed wire. 





2. Seneen aeninal screw rend mana men 
Stripping guide assures correct depth of 


3. Tighten terminal screw. Individual 
clamps grip wires securely. Exposed 
wire is eliminated. 












Detail view of terminals and contacts shows 
how clamps bite and hold wire. Note the 
heavy gauge, double-sided contacts de- 
signed for T slots ... and sturdy wire clamps. 


ELECTRIC COMPANY 


BRIDGEPORT 2, CONNECTICUT 
NEW YORK + CHICAGO + LOS ANGELES 


SUPE SUPERIOR _ 
Late DEVICES 





J -99806 
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1413-D347 


LIGHTING GLASSWARE 


. offered in a wide selection of pleasing designs . . . calculated to 
blend with and complement every decorating theme. For good looks— 
for choice of styles—for efficeint lighting—specify PHOENIX. 


Write for our catalog. Complete lighting glassware service available 
to recognized jobbers. 


wade hi 


THE PHOENIX GLASS COMPANY 


MONACA PENNA 
NEW YORK CHICAGO LOS ANGELES A G 
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they’re O.K. 
if they’re O.Z. 








Whenever you're tapping, butting, terminating, put in 02 solderless connectors—then you're 
sure of permanent connections . . . always. There’s a solderless connector in O. Z.’s complete line 
of thirty different types that will assure you fast, easy installation—as well as positive, strong 
connections—on any wire in any of the wide range of sizes used in building installations. Here 
are a few of the features that make O. Z. solderless connectors outstanding: 


TWO-WAY 
TYPE XW 


Tin-plated spring steel lock washers that hold their resiliency, maintain pressure—permanently. 
Serrated pressure plates that give maximum bite for positive grip. 

Highly conductive copper alloy body that is acid dipped to assure low resistance contact. 
Extra strong copper alloy bolts and hinged parts that guarantee strong contacts, give lasting 
mechanical strength. 

Simplicity of one-piece construction for speed of assembly—no parts to lose. 


Ask nothing less than permanency of the connectors you use! Ask your distributor for O. Z. 
solderless connectors. He can supply an O. Z. connector for every type of application. He also 
carries a full line of O. Z. Insulated Bushings, End Fittings, and Split Couplings— equally 
unmatched for performance ! 


All types of O. Z. solderless 
connectors are satisfactory 
for aluminum building wire 
if ordered with the special 


Cadux plating. CONDUIT FITTINGS 


SOLDERLESS CONNECTORS ELEC TRICAL 
CABLE TERMINATORS MAN UFACTURING 


CAST IRON BOXES ‘ 
POWER CONNECTORS @ * COM PAN y 


GROUNDING DEVICES 


t 
{ 
: 
i 
§ 
{ 
i 
| 
i 


262 BOND STREET + BROOKLYN 2,N. Y. 








48 ELECTRICAL WHOLESALING—September, 1947 











BUBBLE-LITES) 


pit 
gue 
“ ai 
ner UU 





. 
; 
> oe = NLA 
* r _ hs e 
we bt 














Wes sl Wb A 














509 — Noma Bubble-Lite Set— Nine glass 
candles alive with colorful bubbling action. 
‘ Completely wired. Special clips hold 
} 








candles erect on tree. Candles can be pur- 


3010— 7-Light Ind chased separately for use in existing sets. 


Outfit— Lamps burn 
independently... fas- 
tens securely to tree. 
















or y : i ; 
e Cine, ae 
1e | 2 % Ar 
1s | 5036 — Nome Bubble- 
Lite Tree—18 assorted rok ~ 
” | Bubble-Lite candles with gaily- Phe ger ae 
| colored plastic bases. Six extra Noma's illuminated angel 
| lamps for replacements. 26’’ tall is perfect for tree-top use. 
y. —available in green or white. 
110 — 8-Light Series 
Type Outfit—Tri-plug 
i connection with open — 
| outlet for aftach- als 
ing additional sets. / my 
1g / Remember ... NOMA, the fast-selling NOMA family. 
/ . . 
reatest name in Christmas 
1f htin rear in and year Remember , .. NOMA color 
an 5 J y lights and NOMA Christmas 
Z. ° decorations should be stocked 
iy Remember ,.. NOMA style, now for a busy, profitable 
y ) 


NOMA design, NOMA quality holiday season. 


3005—7-Light Wéather- are unsurpassed... unequalled ' . ' 
proof Outdoor Out tae Remember. NOMA this year 
iepenthy, ad tes is backing NOMA dealers 


edd-on connector. Remember ,.. NOMA Bubble-Lites, with the greatest advertising 
gay and alive with bubbling action, and promotion campaign in 
newest member of the always favored, all NOMA history. 


A =6—Clf)=6—NOMA 





Softnes tightade the ELECTRIC CORPORATION 


glowing Christmas red. 


points turn gay with o 55 WEST 13TH ST. * NEW YORK 11, NEW YORK 
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It sells Well Because It 







THE TOASTSWELL COMPANY «+ 620 Tower Grove Ave. « 


50 


UY es, TOASTSWELL is the Fully Automatic, 
Pop-Up Toaster that really makes 
better toast! Every slice (light, dark or me- 
dium) is perfect every time, with delicious 


It’s the toaster with both 
a Silent Clock and a Thermostat, to insure 


sealed-in flavor... 


perfect toast. Fully guaranteed, too. 

The TOASTSWELL Toaster design is being 
imitated, so be sure you buy the original 
TOASTSWELL product. 


TOASTSWELL Toasters are Nationally Adver- 
tised. Tie up with easy-selling TOASTSWELL! 


eo +23 a 
Eee ‘ae 

g 
2 

eee ge 

+ 

> 
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EITHER WAY YOU LOOK AT IT 


“TOASTS-WELL” OR "TOAST- SWELL” 


«x Omenricar Beat * ] 








St. Louis 10, Mo. 


ELECTRICAL WHOLESALING—September, 1947 











eer SS a 


” 














The Lightolier 
Style Book is back! 


to build bigger fixture volume for you 


It shows your customers lovelier lighting 
equipment and tells them why they should buy it. 


Here’s one of the industry’s best selling tools for you: 
The the Lightolier Style Book—bigger, more beautiful, 
more consumer-convincing than ever. It’s packed 


Lightolier 


lighting fixtures and lamps—many shown in full color. 
Style Book 


It contains complete room settings in all styles— 


with an unbeatable variety of style-right, price-right 


off ers you and decorator-designed interiors in full color—to help 
your customer “see” how her selection 
eve ryth Ta fe will beautify her home. 
exciti are The Lightolier Style Book is much more than a catalog. 
3 ¢ ‘ It gives you the ammunition you need for building 
in lig hti ale bigger sales—because it’s designed to help you 





do your selling job. 


vr “7 

; Send me my advance copy of the Lightolier “STYLE BOOK” 0 
! 

| 

ee a soins ashanti tides | 
| 

. ry a : 

| 7 xi 41H Au 

! 

! DEPT. R-4 JERSEY CITY,N.J. —! 

Caoncscil ETE lo c0n su cancer cn enevecnseem ty nie enlesinemasemmean enced eineennmn saan eels eaanniaaiesmmaeimnt ait a 
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with ELECTROMODE 


a RS 
(THE ONLY ALL-ELECTRIC HEATE 


—_ 


“ _ 


_ 
~ ail 
= en qn 
— — oe ee ee 


ERE’S the greatest selling feature an all-electric 

heater ever had—real safety from fire, shock or 
burn! Electromode’s patented, cast-aluminum Safety- 
Grid—the heating element with no exposed hot or glow- 
ing wires—is stealing the show wherever it’s demon- 
strated. And only Electromode has it! 

We're telling the Electromode Safety-Grid story to 
millions of heater prospects through a great advertising 
campaign in leading magazines covering home, indus- 
trial and farm markets—and backing it up with a real 
array of selling aids. Dealers and wholesalers from 
coast to coast are finding that it pays to concentrate 
ona quality line the Electromode line. Join the profit 
parade! Sell Electromode! 


CASH-IN ON ELECTROMODE 


Dealers... 
Electromode supplier. If you don’t know his name, write us, 
Dept. EG-97, and we'll gladly send it to you. 


Get the complete Electromode profit story from your 


Wholesalers . . 
Electromode All-Electric Heaters for home, industry and farm. 
There may be an opening in your territory. Write Dept. EG--97 
for information. 


. Cash-in on the steadily increasing demand for 


FLECTROMODE 


Ql Cleaiic~ HEATERS 





ELECTROMODE CORPORATION + 45 Crouch Street, Rochester 3, N.Y. 


World’s Leading Exclusive Manufacturer 


of All-Electric Heaters 


C matue SAFETY-GRID! _ 










X-Ray view of Electromode Portable Heater shows the 


exclusive, cast-aluminum Safety-Grid 


MODELS FOR EVERY HEATING PURPOSE 


PORTABLE ROOM HEATER. A sturdy “quality” 
heater that’s completely safe for children. Com- 
bines lightness with compactness for easy port- 
ability in home or office. Plugs in anywhere. 





BILT-IN-WALL SMALL-ROOM HEATER. Easily in- 
stalled in bath or any small room; requires no 
special wiring. Manual or thermostatic control. 














BILT-IN-WALL ROOM HEATER for homes or offices. 
Employs unique Down-F lo principle of warm air 
delivery. Several models for different room sizes. 





PORTABLE ROOM HEATER for home and office. 
Gives high BTU output; circulates warmth by 
Down-Flo principle. 


SUSPENSION TYPE UNIT HEATER for industrial use. 
Designed for ceiling or wall suspension mounting. 
One of a complete line of Electromode standard 
and specialized industrial unit heaters. 
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CURVELITE 


Handsomely curved for those who pre- 
fer an added plus in functional lighting. 
Hinged louvers for lamp accessibility 
—surface or suspension mounting. 


FLUSHLITE 


Ideally patterned for recessed in- 
stallation with an easily detachable 
reflector for cleaning without dis- 
turbing sockets. 


LIGHTING 


INDUSTRIALITE 


Highest efficiency with utmost simplicity of instal- 
lation. May be surface, stem or chain mounted. 
Low surface brightness of lamps permits 
low level mounting without resulting glare. 


STRIPLITE 


Smart, clean lines and sturdy constuction. 
Perfectly adaptable to mos? lighting situ- 
ations. Simple to install—a true basic for 
individual or continuvous-run lighting. 


STREAMLITE 


Ultimate in simplicity to accent the drama of today’s designs 
Minimum of fixture bulk, sockets and ballast concealed in easy 
to mount housings; stem or surface mountings. 


Superiority alone establishes leadership . . . and only Federal Electric Zeon 
fluorescent lighting offers the outstanding features that account for this service. 


Improved FIXTURE DESIGN 


The swank of simplicity is keynoted in every Federal 
Fixture. Federal stresses flexibility along with smooth 
functional designs that complement the clean-cut modern 
trend of today with effective lighting. 


Simplified \NSTALLATION 


Federal fixtures are complete units with simplified wir- 
ing requirements, fashioned for easy conversion into 
continuous-run lighting or as the basis for other distinc- 
tive fixtures. 


Uniformity OF LAMP PROCESSING 


Now with Federal’s new automatic lamp manufactur- 
ing process—a reliable uniformity is scientifically ob- 
tained . . . and maintained. 


FEDERAL ELECTRIC'S PROOF OF LOW MAINTENANCE 
IS THE ONE YEAR’S GUARANTEE FOR BOTH FIX- 
TURES AND LAMPS (except lamp breakage). 


For further information, installation data and prices, ad- 
dress Lighting Division: 


FEDERAL ELECTRIC COMPANY, Inc. 


8700 SOUTH STATE STREET + CHICAGO 19, ILLINOIS 
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4 
HAND MODEL Ne- ” 


DOLLY MADIEO 
<< aay” 


04 
crric MODEL Ne- . 


HE 4 at. SIZE 


tce Gram ¥ REEZERS 


| [ cre are the feature-packed freezers made by the 79- 
year old J. E. Porter Corporation . . . They’re Ameri- 


Heavy current demand for our : 
pace Aemcntcendbmenn seve ll ca’s first choice for eye-appeal, for performance, and for 


immediate delivery of all types o : 
Seemetvemees. Moreh popular price. . . Yes, extra profits are yours when you 
be glad to send specifications and . : 

prices on the complete line, with add the money-making Porter line. 

4 promise to fill your orders as 

fast as conditions permit. 


| te CORPORATION 
OTTAWA, ILLINOIS 


MANUFACTURERS OF AMERICA’S FAVORITE ICE CREAM FREEZERS 


Export Sales Department «* 201 North Wells Street «© Chicago 6, Illinois * Cable Address: CHASIHO 
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Pittsburgh Permaflector Fluorescent and Incandescent 
_ Standard Units make it easy to achieve the illumination 


you require without costly special-made equipment. 


Custom effects of infinite variety and superior per- 


formance can be easily obtained with Permaflector 
Planned Lighting. 


Get the details now on how you can gain these more 
effective and efficient illuminating results by using 
Pittsburgh Permaflector Equipment. 





A PERMAFLECTOR PORTRAIT 
Joseph Magnin — Sacramento, Calif 


Designed by: Gruen & Krummeck — Associates 
luppen & Howley — Elec Contractors 











nt 
eed 


Pirtspurch RerecTor ComPANY 


OLIVER BUILDING - PITTSBURGH 22, PENNSYLVANIA 


MANUFACTURERS OF FLUORESCENT AND INCANDESCENT LIGHTING EQUIPMENT 
DISTRIBUTED BY BETTER ELECTRICAL WHOLESALERS EVERYWHERE 


Permatiector Lighting Engineers in All Principal Cites 























leads in ULIVILIIIL 





immediate delivery 





SLIMLINER « « 





° © INDUSTRIAL « + 





e ¢ CHAMMNELS «- 





SOLD THROUGH RECOGNIZED JOBBERS ONLY 
Approved by Underwriters Laboratories * Union Made 


WRITE FOR CATALOG AND DISCOUNT SHEET 


Manufactured by 


FLUORESCENT FIXTURES OF CALIFORNIA 


Manufacturers of 
“ALL-BRITE” Fixtures 


2779 FOLSOM STREET 
SAN FRANCISCO 10, CALIF. 





TESTED AND APPROVED 
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To give your customers the kind of long-term protection their wiring should 
have —to give them assurance of extra years of conduit life — make sure that 
every inch of rigid conduit you sell is built for extra years of service. That sounds 
like a tough inspection job. But it’s not — not when you're selling G-E Black and 
G-E White. On both types of rigid conduit, the General Electric name is the 
sign of that extra measure of service your Customers want. 


For Extra Protection from Atmospheric Corrosion—G-E White 
Smooth-surfaced General Electric White tells you at a glance that it won't give 
corrosion a foothold, because that finish is tough, hard Glyptal* lacquer. And 
under that coat, a layer of pure zinc, hot-dip galvanized by an original General 
Electric process, makes a firm bond with the steel conduit. The hot-dip process 
provides the protection of zinc inside and out —Glyptal lacquer gives an addi- 
tional protective surface — for extra conduit life. 

For Extra Protection from Chemical Corrosion—G-E Black 


For conduit runs in chemical laboratories, plating rooms, canneries, meat packing 
plants, and other installations where fumes are a threat, sell the advantages of the 
extra protection of General Electric Black. Its black-enamel finish has a chemi- 
cally inert asphalt base, specifically selected for its resistance to corrosion. For 
lasting protection, it’s baked on — inside and out. 

Let your customers know about these long-life advantages. Get them in the 
habit of specifying rigid conduit by name —G-E Black and G-E White. 


GENERAL @ ELECTRIC 
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RACEWAYS ROUND-UP 


with 
GENERAL @ ELECTRIC 


All You Want — We can ship from stock 


insulating end bushings, sleeves, and inserts 


oO” 
ecg 


and corrosive vapors. Sell them for installa- 


for all wiring instal- 
lations. Made of a 
strong laminated in- 
sulating material, they 
are unaffected by nor- 


mal heat, moisture, 


tion at outlets, switchboard knockouts, and 
wherever codes require, for lasting protec- 


tion to wiring. 


For Wiring Flexibility — When concrete 
office buildings, plants, hospitals, and other 
construction jobs call 
for wiring that can 
meet changing de- 
mands, tell your cus- 
tomers about the ad- 
vantages of Fiberduct 


underfloor raceways. 

























Fiberduct can be in- 
stalled with ample outlets to meet original 
requirements, and more outlets can be added 
at any time, on centers as close as six inches. 
Increase your sales with nonmetallic, non- 
corrosive Fiberduct raceways for construc- 
tion jobs on buildings that must stay 


electrically young. 


Nonmetallic-cable Connectors — Also 
ready for immediate delivery are General 
Electric nonmetallic- 
cable connectors. 
Locking flange slips 
into box knockout 


easily from outside. 





Fits all common 


types of PVX and BraidX.* 


A Full Line Of Conduit Products — Re- 
member to keep your customers informed 
on the complete General Electric line of 
conduit products. Let them know that it 


covers the entire field — meets all needs. 





Section C66-926, General Electric Company, 
Bridgeport 2, Connecticut. 
*Trade-mark Reg. U. S. Pat. Off. 
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Pick Security Friction Tape 


High di-electric strength for high voltage jobs, plus strong 







rubbery adhesive with a terrific grip . . . that’s Security 
Friction Tape. And Security has no pin holes, does not 
unravel when unwound from the roll. For electrical and 
general purpose jobs, big or little, you'll find straight- 
tearing, highly-insulating Security a tape you can trust. 


Play Safe-Use Security 


UNITED STATES RUBBER COMPANY @® 
1230 Avenve of the Americas, New York 20, N. Y. . 
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THE RUHR— 





VALLEY OF DECISION 


ness the most important single spot on earth 

today is the Ruhr Valley of Germany—a 
valley no bigger in area than the State of Rhode 
Island. Upon recovery in the Ruhr hinges re- 
covery in Europe. Upon recovery in Europe 
hinges the peace of the world. 

No machine can run with its most important 
part missing. Western Europe without the Ruhr 
is a dead machine. Before the war, over half the 
coal and steel produced in the Western part of 
Continental Europe came from this one little 
valley. Today, the fact is that no other region in 
Europe has the technical skills and enterprise to 
produce the industrial supplies which Europe 
must have if it is to help itself back to a self- 
supporting economy. And, after observing 
Europe for many weeks, I am convinced that no 
one but the United States can successfully super- 
vise the rebuilding of the Ruhr. 

If you will keep four considerations in mind, 
as the international politicians gamble, you can 
easily tell whether the United States is playing 
its proper role in the rehabilitation of the Ruhr. 
Here are the four considerations: 


k:- AMERICANS and for American busi- 


I. We are paying for the Ruhr rehabilitation 
(or the lack of it). 


II. We alone have the skill and enterprise to 
supervise its rebuilding. 


III. It will be a tough organizing job requir- 
ing money, hard work, and outright sacrifice on 
the part of management men and technicians. 


IV. We had better do it well if we love our 


children. 
I 


We are paying for rebuilding the Ruhr—or we 
soon shall be. The British now control the Ruhr, 
its government and its industry. They have been 
paying out about four hundred million dollars 
—American dollars—a year to buy the food, 
raw materials and equipment needed to rebuild 
the Ruhr. The British must spend American 
dollars for these supplies because the supplies 
can not be bought anywhere but in America. 
Thus far the British have, in effect, obtained the 
dollars which they spend for the Ruhr by draw- 
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ing them out of the $3,750,000,000 loan which we 
granted Britain last year. 

Now the loan is fast running out. The British 
lack dollars and other assets. We must take over, 
directly or indirectly, the dollar expenditures 
for rebuilding the Ruhr. We shall pay for it. 
Therefore — 

II 

We should supervise it. The British have been 
running the Ruhr’s industry. They might con- 
ceivably suggest to Washington that they con- 
tinue to run it while we pay the bill. That we 
should never agree to. There is a sound old 
rule that he who pays the piper shall call the 
tune. 

Perhaps we would not need to invoke that rule 
if the British had done a good job reviving the 
industries of the Ruhr. They have done a poor 
job — physically and ideologically. 

The physical output of the coal mines and steel 
mills of the Ruhr in recent months was actually 
smaller than at the first of the year. Production 
of coal amounts to little more than half of the 
pre-war 127 million tons per year. Steel produc- 
tions limps along at one-sixth of the pre-war 
rate—far below the volume permitted even 
under the present low level-of-industry plan for 
Germany. 

Ideologically, the British Labor Government 
has tried to export to Germany the brand of 
socialism which is making such a dubious record 
at home. Foreign Minister Bevin—although he 
may now have misgivings about it — committed 
himself to nationalization of the Ruhr’s coal and 
steel industries. British representatives have 
pushed hard to get General Lucius Clay, our 
able military governor in Berlin, to agree to 
socialization of the Ruhr. So far, he has resisted 
this pressure, but our State and War Depart- 
ments and we as individuals must back him up 
to the limit if he is to continue to combat this 
pressure successfully. 

Even if the British government were not 
socialist, there would be good reason for ques- 
tioning the ability of Britain to rehabilitate the 
industries of the Ruhr. In recent generations, the 
British management class has shown itself more 
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Vleu... 
EASY-LIFT HANDLES! 


Curved to fit your fingertips. 
Safe... sure-grip... always 
cool to your touch! @ For over 20 years, the greatest name. . . the greatest value . . . the 


greatest consumer acceptance. And now a new ““Toastmaster” toaster 
that is the result of years and years of Better Engineering . . . Better 
Production . . . Better Distribution and Better Advertising. 

Together, these factors make the new “Toastmaster” toaster a Bet- 
ter Value. People nation-wide know a great product and a great value. 
That’s why they have been willing, if need be, to wait for a ‘“Toast- 
master’ toaster. 

By bringing out a new toaster under present material shortages, 
“Toastmaster” leadership is demonstrated once again. Here’s further 
proof that you and your customers can always depend on “Toast- 


master’’* to be first . . . with the finest! 


t heh 









Vlew... 
POP-OPEN CRUMB TRAY! 


Push the button .. . tray 
pops open for easy clean- 
ing. A fingernail-saver if 
you ever saw one! 


// AEs 
SUPERFLEX TOASTIMER! 


Automatically compensates 
for voltage variations, 
gives you the exact color of 
toast you want... every 
time! 
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interested in cartels, restricting output, and al- 
iocating markets, than in full-steam, ingenious 
enterprising production. 

Certainly the British must remain full part- 
ners in the political administration of Germany. 
No one suggests anything else. However, their 
recent production record demands turning the 
job of revitalizing the Ruhr industries over to 
the nation which is paying the bill and which 
leads the world in production. 

If we have any faith in the business philosophy 
by which we have lived and prospered for 170 
years, we should demonstrate that that philoso- 
phy still is dynamic by taking up the burden of 
the Ruhr. 

Ill 

It will be a tough job. It will require men and 
supplies and money from the United States. It 
can not possibly be done in less than five years. 
A list of some of the necessary steps shows how 
hard it will be. 

A. Plans for socializing the Ruhr should be 
shelved quickly. The industries there should re- 
main in trusteeship for five years. Then the 
Germans themselves should decide their owner- 
ship; let us hope that by that time we can demon- 
strate to them that private ownership and private 
initiative mean high production, good distribu- 
tion and high wages. 

B. The top supervising management jobs — 
both the top policy and the top technical jobs — 
required outstanding business ability. That is 
why American business men must be willing to 
go to Germany, sacrificing comfort and leisure, 
and even income, if necessary. 

C. Germans should take over the management 
job at the operating level. The Germans are good 
technicians. They have a greater incentive than 
anyone else for getting the Ruhr back in work- 
ing order. That incentive should be harnessed. 

D. Special effort should earn special rewards. 
There is nothing wrong with the Ruhr (or the 
rest of Europe) that hard work will not cure. 
Before a man will work hard, he must feel that 
his work will advance him and his family. That 
simple motive, which powers our whole econ- 
omy, must be revived in the Ruhr. To revive it 
requires enormous ingenuity and work...a new 
currency ...a logical customs union...a sensible 
ration system . .. enough food, clothing, housing 
and consumer goods so that the worker can buy 
something with his currency and his ration points. 

E. America will have to furnish a good share 
of these foodstuffs and supplies. Certain key items 


of equipment also will be needed. Only as we 
succeed in our job can this flow be diminished. 

F. A sensible priorities system must channel 
Ruhr coal and steel into those uses which, in 
turn, will further increase output. Repair parts 
for railroad cars should stand high on the list. 
Housing, coal equipment and machine tool parts 
should come ahead of the automobiles and per- 
manent steel bridges which at times have been 
accorded preference. 

German technical management of industry in 
the Ruhr— point C above —need not mean poli- 
tical control of the Ruhr by some future sov- 
ereign German state. As the French know, the 
Ruhr, next to the atomic bomb, is the most dan- 
gerous weapon in the world. It is the arsenal 
without which no European power, even Russia, 
would dare start a war. There is no sense in 
turning that arsenal back to the political con- 
trol of a nation which twice in 25 years used it 
for aggression. (And three times since 1870.) 
Surely we have enough resourcefulness to let 
the Germans who live in the Ruhr run the in- 
dustries there without turning political control 
over to a central Prussian state. 

This partial list shows how much hard work 
and statesmanship the United States must put 
into the Ruhr. But — 

IV 

We had better do it if we love our children. 
If we do not do this job—if we should pull out 
of Germany or fail there — we leave behind us a 
vacuum which neither Britain or France has the 
strength or ability to fill. Russia has the will and, 
if left unopposed, the power to fill that vacuum. 
Therefore, the day we fail or the day we pull out 
of Germany, the third world war takes a long 
step closer to us and certainly to our children. 
What greater incentive does any American need 
to work for than our success in this field? 

If we succeed, the western zones of Germany 
in conjunction with Belgium and Holland can 
become self-supporting in three to five years. 
That way lies recovery for all Europe. That way 
lies peace for the world. That way lies vindica- 
tion for the American business system in which 
we believe—the system of competitive private 
enterprise, with freedom for the individual and 
his initiative. 





President McGraw-Hill Publishing Company, Inc. 
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406 East Main St., Jewett City, Conn. 


If you get PWC products when you buy cord sets, 
flexible cords, building wire, power cables, telephone 
wire, control cables or any other of the many PWC 
products, you get all the important 
advantages of electrical insulation. 


Leading engineers specify PWC for 
all applications. Immunity to most 
hazards and uniform high quality of workmanship 
means greater dependability, uninterrupted service, 


longerlife,lower maintenance and replacement costs. 


Plastic Wire & Cable Corporation is the world's 
leading exclusive manufacturer of plastic insulated 
wire and cable, a pioneer in development of 
plastic insulations for dozens of 


new applications. 


—--» Our technical bulletin, packed with 

facts and figures on the advantages 
of plastic insulated wire and cable, is yours for the 
asking. Or send us your requirements and let our 
engineers show yeu how well PWC products will 
meet your needs. Write Plastic Wire & Cable Corp., 

















Prastic 


Wire & Caste 


Corp. 


Jewett City, Conn. 




















World's leading exclusive 
manufacturer of plastic 
insulated wire and cable 














September, 1947—ELECTRICAL WHOLESALING 









MEANS 


10 WAYS BETTER 


Superior dielectric 
strength. 
Can't fray, crack or rot. 


Low moisture absorption. 


Greater mechanical 
strength. 


Higher abrasion 
resistance. 


Flexible over wide 
temperature range. 


High chemical 
resistance. 


Wide range of perma- 
nent, gem-like colors. 


Non-combustible. 


Lasting appearance. 





BUILDING WIRE 


POWER CABLES 


eh comet a narstnar 





HEAVY DUTY FLEXIBLE CORDS 


PARALLEL LAMP CORDS 
TELE NE WIRE 





PHO 


THERMOSTAT WIRE 
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WELDING CABLE 


CORD SETS 
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CERTIFIED 


Fluorescent lamp manufacturers 
guarantee the performance of 
their lamps only when used with 
those ballasts which meet the spe- 
cifled performance as tested by 
Electrical Testing Laboratories or 
other laboratories of recognized 
standing. 

Jefferson Ballasts for fluores- 
cent lamps are certified by "E.T.L.” 
and are also listed as standard 
by Underwriters’ Laboratories, Inc. 





Get All You Pay For 





Ballasts That 
Match Exactly the 
Lamp Characteristics 


Control of quality and uniformity go hand in hand 
with exact engineering at the Jefferson Electric plant. 
This spells economy for you, because full lamp 
Output is assured along with quiet and long life 
performance. 

It is no coincidence that hosts of our most prac- 
tical and prosperous illumination men have found 
through long experience that fluorescent lamp satis- 
faction can be assured with Jefferson Electric Ballasts. 
The user, too, gets all he pays for when these Bal- 
lasts are provided.... JEFFERSON ELECTRIC 


COMPANY, Bellwood (Chicago Suburb), Illinois. 


In Canada: Canadian Jefferson Electric Co., Ltd., 384 Pape Ave., 
Toronto, Ontario 


BALLASTS 


FOR FLUORESCENT LAMPS 
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WITH WHOLESALERS SALESMAN 





The figures we use as basis for these monthly 
comparisons of performance in the electrical whole- 
saling field are collected and compiled by the Bureau of 
the Census of the U. S. Dept. of Commerce. 
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Business Index 
For the Month of June 1947 


The June panel of electrical goods wholesalers 
reporting to the Bureau of the Census included 378 
full-line wholesalers, 142 wiring supplies-construction 
materials distributors, and 100 appliances-specialties 
wholesalers—620 firms with sales totaling $104,949,000 
for the month. Sales, as reported by the panel, changed 
only slightly from May but were up 94 percent over 
June of last year. 

Compared with May, June sales of full-line whole- 
salers were up 2 percent but wiring supplies-construc- 
tion materials distributors and appliances-specialties 
wholesalers sales were off 1 and 3 percent respectively. 
The increases over June 1946 for the three classes of 
houses were quite marked but it may be pointed out 
that 1946 was a year of many supply difficulties and 
comparisons with that year should be qualified 
accordingly. 

Currently, wholesale sales of electrical goods are ap- 
proximately double what they were a year ago. For 
the first six months of this year they were 120 percent 
above the level of the first half of 1946. Estimates by 
the Office of Business Economics of the Department 
placed wholesalers sales at $1,544,000,000 for the first 
half of this year as against $702,000,000 for the cor- 
responding period of last year. Sales for the first half 
of 1939 totaled only $368,000,000. When making com- 
parisons with previous years—particularly with pre- 
war years—it should be remembered that the data are 
unadjusted for price changes. 


Inventories of electrical goods whole- 
salers continued the steady upswing which started early 
last year, with reported holdings (measured in dollar 
value) up 4 percent over May. Valued at cost and com- 
paring June with May, inventories of full-line whole- 
salers were up 4 percent; of wiring supplies-construc- 
tion materials distributors off 1 percent; and of appli- 
ances-specialties wholesalers up 5 percent. The difficult 
supply situation of last year is reflected by gains in 
stocks over June 1946 for the three classes of houses 
150, 78 and 104 percent respectively. 


Returns of 615 electrical goods whole- 
salers indicated little change in the collection period 
from June of last year. The collection period for the 
trade as a whole is currently running about 32 days as 
against 31 days for June a year ago and 37 days as re- 
ported for pre-war June 1939. 
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SELL ONE MORE A DAY! 





























And it takes only more sale 
per day to mean $198 to $270 
Extra Lamp Sales Per Year 


Here’s an easy way to boost your lamp a lamp commercial will be broadcast on 
sales. Just sell one extra carton a day. the Westinghouse radio show every day, 
Your additional lamp sales per year will Monday through Friday, over 197 sta- 
average from $198 to $270, depending tions of the American Broadcasting 
on the unit sale. You can get a bigger Company. 


share of the profitable lamp business b ; 
é dite aap Si y Plus Locat Promotion — Westing- 
setting your sales goal now. 
ates house offers you a complete free mat 
It’s easy to sell one extra carton a day. . , ; 
ae . ance ‘ service of ads and inserts to help you 
But to make it even easier Westinghouse ra ; ; +e 
rae : tiein your store with national Westing- 
is going to back you up with the biggest, ciate prey 
ee: P ' we ae 10use lamp advertising. 
most intensified lamp campaign in its 


history. You'll benefit from NAaTionaL Plus ComPpLETE MERCHANDISING HELP 





ADVERTISING — big, colorful, different —all types of store-tested merchandisers | 
lamp ads to appear in Life, Time and and display material are available to | 
This Week magazine. They will be pre- you, designed to tiein with all Westing- 

selling Westinghouse lamps to millions house lamp promotion and to identify 

of families, your customers, all over your store as the place to buy Westing- 

America. Plus Tep Matone On ABC— house lamps. 


SEND FOR FREE BOOKLET 


“A Steady Growing Profit Making Opportunity” 


(A-5011) which gives full details of the “One- Westinghouse Electric Corp. 
Extra-Carton-a-Day” sales boosting plan. Fill in Lamp Division, Bloomfield, N. J. 

and mail the coupon below for your copy. Con- Please send me your booklet, “A Steady Growing 
tact your Westinghouse serving agent for more Profit Making Opportunity,” (A-5011) which explains 


‘ E a ; . » *¢ J erten As se 
information. Lamp Division, Westinghouse Elec- the “One-Extra-Carton-a-Day”™ Plan. 


tric Corp.., Bloomfield, N. J. Name 


Company 


Westinghouse Lamp Division Offices: 


hdilieces 

1299 Northside Drive, N. W., ATLANTA; 10 High oh 

St., BOSTON; 20 N. Wacker Drive, CHICAGO: city ae 

40 Wall St... NEW YORK; 3001 Walnut St., Oe ee Ce eer aE eee Pr eT 


PHILADELPHIA; 32 Blvd. of Allies, PITTS- 
BURGH; 1 Montgomery St., SAN FRANCISCO; 
411 N. 7th St., ST. LOUIS. 
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NEW MEXICO 


UKLAHOMA 


TEXAS © 








Electrical Wholesaling 


BUSINESS INDEX 





REGIONAL ANALYSIS 


(ONSIDERED geographically and comparing June 
¢ 4 with May the trend was mixed, with three regions 
reporting decreases and six showing increases. On this 
comparative basis the decreases ranged from 2 percent 
for the Middle Atlantic and West South Central states 
to 7 percent for New England. The other regions report- 
ed increases ranging up to 7 percent for the South At- 
lantic and East South Central states. Comparing sales 
for the first half of 1947 with the same period of 1946 all 
regions reported sales increases of 100 percent or more. 

Inventory holdings in most regions followed the na- 
tional trend with gains of 1 to 6 percent over May. 
However, the Pacific region reported an increase of 
9 percent and the New England states 13 percent. The 
increase reported by New England wholesalers was 
coupled with, and partially the result of, a 7 percent 
decrease in sales for that region. 

All regions reported increases in stocks, June 1947 
over June 1946, with the situation in each approximat- 
ing the national average rise of 140 percent. 

Measured in terms of weeks supply of merchandise 
on hand, current stocks represent about 6 weeks supply 


JUNE, 1947 


Figures in this table apply to the geographic divisions 
as outlined and numbered in color on map above 











SALES | INVENTORIES 
June 1947 June 1947 
Compared in °%, with) Trading Compared in °%/ with 
May June Region | May June 
1947 1946 (See Map)|!947 1946 
—7 | +7] | +13 +149 
—2 | +81 | 2 a | +125 
42 |, +99 | 3 | +1 +132 
+3 + % 4 | +1 +135 
+7 +125 5 + 3 +144 
47 + 94 6 + 5 +16! 
onl + 98 7 + 6 +143 
+1 +126 8 | +6 +179 
+i | +90 9 | +9 +141 











at the present rate of sales. On this comparative basis 
current holdings are slightly above the 1939 level in 
each of the geographic divisions. 








SHURGE The figures we use as basis for these monthly 
comparisons of performance in the electrical wholesal- 
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ing field are collected and compiled by the Bureau of 
the Census of the U. S. Dept. of Commerce. 
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APPROVED RAIN-TIGHT 


Appleton Couplings and Connectors are 


equipped ; a 
split compression ring. 


concave, piston-ring-type 


Tightening nut 


closes ring securely to tubing, forming 
rigid, rain-tight connection. 


YDUIT FITTINGS - 


SEND TODAY 


Big Appleton Gonles. 
illustrating and descri 

ing more than 15,000 
types and sizes of wiring 
cazipment, gladly sent 
FREE, on request, to any 
user of such material. 


OUTLET AND SWITCH BOXES - 


PATENT 
2064140 
aan at 





\PPLETON COUPLINGS and CONNECTORS 


FOR ELECTRICAL METALLIC TUBING 
... With Hexagonal Tightening Nuts That FIT the Wrenel 


en pioneered in the development 
of precision-made Couplings and Con- 
nectors that form a rigid, permanent, 
approved rain-tight and concrete-tight 
connection in electrical metallic tubing. 

Appleton Couplings and Connectors 
meet fully and exactly every requirement 
of the industry for quick, easy installa- 
tion and long service. They embody every 
possible improvement. All sizes are 
Underwriters’ Laboratories Approved. 
Users everywhere have found it pays to 
specify them on every fitting order. 

All sizes have hexagonal nuts, and 
hexagonal center sections, which are 
easily held rigidly with a wrench while 
tightening. Connectors have high knock- 
out closing shoulders, and are equipped 
with bonding-type locknuts which fasten 


securely to outlet boxes, panel boxes, am 
other equipment. 

Like all of the 15,000 fittings in th 
COMPLETE APPLETON LINE, Apple 
ton Couplings and Connectors ar 
“STANDARD FOR BETTER WIRING!’ 


Sold Through Electrical Wholesalers 


APPLETON ELECTRIC COMPANY 


1734 WELLINGTON AVENUE + CHICAGO 13, ILLINOK 


Branch Offices: NEW YORK, 50 Church Street * DETROM 
7310 Woodward Avenue « CLEVELAND, 1836 Euclid Avenu 
¢ SAN FRANCISCO, 655 Minna Street + ST. LOUIS, 421 
Frisco Bldg. *« LOS ANGELES, 100 North Santa Fe Avenu 
e ATLANTA, 724 Boulevard, N. E. *« BIRMINGHAM, 6 BK 
Twenty-first Street * MINNEAPOLIS, 305 Fifth Street, £ 
e¢ PITTSBURGH, 414 Bessemer Bldg. « BALTIMORE, 100 Eas 
Pleasont Street « BOSTON, 10 High Street +» DENVEF 
1509 Seventeenth Street * PHILADELPHIA, 1017 Cherry Stree 
Resident Representatives: Cincinnati, Dallas, Kansas City, 
Milwaukee, New Haven, New Orleans, Seattle. 


Export Representatives: International Standard Electric Corp 
67 Broad Street, New York 4, N. Y. 
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New intermediate grade Convenience Outlet, sturdily built, 





entirely encased in molded plastic. No. 400 designates the 


i~ 
rut. 6 , 


BROWN; No. 400-I the IVORYLITE. Designed with parallel 


9 


slots with guiding grooves for easy plug insertion; wide 
plaster ears for convenient installation. Double side contacts 
with 4 contact screws amply large for No. 10 wire. Listed 
by Underwriters’ Laboratories, Inc., — “The ‘400’ Line’ meets 
REA and Federal specifications. Rating: 15 Amps., 125V., 
10 Amps., 250 V. 
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Wholesaling Is Big Business _ Figures com- 
piled by the Department of Commerce show that 
wholesalers of electrical products of all types piled up 
total sales of $1,554,000,000 during the first six 
months of 1947, which amount topped sales for the 
same period of 1946 by nearly 120 percent. Back in 
1939, the last “normal” year their sales were $368,- 
000,000 for the same period, which means that 1947 
scored an increase of 320 percent over 1939. 

Keep this in mind when you study our Monthly 
Business Index and stop wondering whether the 
figures are correct, when the indicator of monthly 
sales seems to insist on staying above the 400 mark. 
The reports on which our index is based form a 
part of the over-all figures quoted above, and are 
compiled by the same authority. 

Incidentally: Thanks, fellows, for the fine increase 
in monthly reports that are reaching the Department 
of Commerce. If the number of concerns reporting 
monthly continues to grow and then holds at a satis 
factory level, we'll be giving you regional breakdowns 
for much smaller regions than those nine, which now 
are our legal limit. 

Keep on pitching. 


* 


1,102,000 New Customers were connected 
up for electric service during the first six months of 
1947 for an average of 183,000 per month, and the 
average yearly use of electricity by house holders 
jumped from 1,290 to 1,385 kilowatthours per meter 

all of these figures representing new all-time rec- 
ords by topping the previous record-breaking year of 
1946. 

The Edison Electric Institute, source of those fig- 
ures, also reports that in the 12 months ending June 
30, 1947, a total of 275,123 new “small light and power 
customers ’—stores, garages, filling stations and small 
industrial plants—were added to power company lines. 
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No wonder the power companies are going to 
spend over one billion dollars per year for the next 
five years on additional generating and transmission 
facilities. With new demand for service and “juice” 
running at such record figures when that building 
boom is just getting into full stride they'll surely need 
it. 

And will the wholesalers, contractors and appliance 
dealers be kept busy, to supply all the needs of new 
Wiring installations and current-using devices ! 


* 


Another New Reeord Not that we are trying 
to compete with some statistical bureau but simply 
because some figures are important as guide posts we 
must quote another set. 

Average per capita income for 1946 was approxt- 
mately $1,200 as compared with $575 for 1940. Total 
income for all people and from all sources was $169,- 
000,000,000 for 1946 and up ten percent over 1945, 

Now refer back to our outpourings on these pages 
of our June, July and August issues and you'll find 
plenty of evidence that 1947 is riding high, wide and 
handsome for another new record. In other words, 
there is plenty of money around for record breaking 
sales but—it’s no longer easy-to-get sucker money. 
The 1947-4? customers are price and quality con- 
scious and it will take salesmanship of the hard-hitting 
two-fisted type to get the orders. 


* 


Fire Annual Fire Prevention Week is October 
5-11, 1947, and we have it straight from the Fire Pro- 
tection Institute that today intelligent planning for fire 
prevention is more necessary than ever before. 

Direct fire losses reach over $600 million total in 
1946, a new record, and 1947 is going to be worse. 
Indirect losses through fire would run into many bil- 
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HERE IS INDUSTRY'S most costly disappearing act! Are 
you sure there’s none of this black magic in your plant?* 

Inadequate Wiring, the industrial jinx, is at it every day. 
For overtaxed, overextended, obsolete wiring is cutting 
the efficiency of men and machines by 25 to 50 percent in 
hundreds of plants. Your plant power engineer, your con- 
sulting engineer, electrical contractor or utility power sales- 
man can find this jinx . . . and throw him out! cruat 





*WIRE AHEAD, a new booklet discussing 
preventive maintenance ...the symptoms 






of inadequate wiring ...and presenting 
plans for anticipating electrical demand, is 
now available on request. Address Adver- 
tising Deportment, 25 Broadway, New 
York 4, N.Y. 





Auabiuon ANACONDA WIRE AND CABLE COMPANY 
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lion dollars. The institute gives five pointers that 
every business man should follow: 1) know where the 
nearest fire alarm box is; 2) learn how to operate fire 
extinguishers ; 3) conduct frequent fire drills; 4) rec- 
ognize and remove fire hazards; 5) be on the alert for 
fire. 

We would like to add one practical suggestion: 
See that your insurance on building, fixtures, mer- 
chandise stock and your home is enough to cover cur- 
rent replacement values. 


* 


Russia Then And Now We have the habit of 
tearing out of the newspapers we read whichever items 
we wish to file for future reference. Recently when we 
unloaded from our pockets and portfolio a flock of 
clippings we found two that seem to deserve being 
quoted simultaneously—and here. Both are extracts 
from Believe-It-Or-Not Ripley cartoons and are copy- 
righted by the King Features Syndicate, Inc. They 
are particularly enlightening at this time when day 
after day the truth becomes more evident that the 
soviet-communists are determined to prevent world 
peace and intend to impose their will upon all man- 
kind—if they can get away with it. 

To gain power over all the Russians the soviets, 
representing a small fraction of one percent of Russia’s 
population, executed within a period of five years 1,- 
776,737 persons including 28 bishops; 1219 priests; 
6,000 teachers; 9,000 physicians; 54,000 officers; 
260,000 soldiers; 70,000 policemen; 355,250 office 
workers ; 815,000 farmers, ete. 

To keep in power the soviets enforce decrees which 
say that a Russian may not own land, may not be tried 
by a jury, may not choose his own job, may not strike, 
may not picket, may not employ others, may not travel, 
may not own jewelry, may not ring a church bell, may 
not be friends with a foreigner and—he is forbidden 
freedom of speech, freedom of assembly, and freedom 
of religion. 

And despite all that, there are thousands of mis- 
guided Americans who are friendly to the soviet gov- 
ernment and expect American citizens and taxpayers 
to do many things that will help such a slave-driving 
murder regime to remain in power. 


* 
On To Chicago, Mr. Wholesaler! Even if 


all the forecasts and estimates of wholesalers’ 1947 
and 1948 sales volume were eventually found to have 
been fifty percent wrong, those years still would have 
produced “The Biggest Sales in The History of The 
Lighting Industry,’’ and we are sure those forecasts 
were sound. When it is then remembered that where 
you sell lighting you create automatically a demand 
for more wiring and new wiring all along the line, you 
will understand why we keep pounding away at that 
very important subject. 

Also you will understand why we say “On To 
Chicago” because to capture the biggest possible slice 
of the lighting sales in your territory, you will need to 
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attend the 2nd International Lighting Exposition and 
Conference that will be held at the Stevens Hotel 
November 3rd to 7th, 1947. 

The exposition alone will be worth traveling across 
the continent to see, because there you can have the 
opportunity of inspecting under one roof the best and 
most modern lighting equipment that the world’s most 
expert designers, lighting engineers and the country’s 
best-known equipment manufacturers have produced. 
What’s equally important is, that you'll find each 
manufacturer’s top men on hand and ready to talk 
business with you. Topping it all off, you will have 
a chance to attend a series of conferences at which 
will be unfolded to you some programs that are chock 
full of valuable information and sales-building ideas. 

Yes, Mr. Wholesaler, that exposition and those con- 
ferences you can’t afford to. miss. Better make your 
rail or plane reservations right now and don’t forget 
to wire your favorite Chicago hotel, too. 

See you in Chicago November 3rd to 7th. 


* 


Headlights For Horses—and tail lights, too. 
That’s what is decreed in an ordinance which, ac- 
cording to an AP dispatch, was recently passed by 
the Town Board of Hempstead, N. Y., as applying to 
riding horses. The headlight must be visible for 500 
feet ahead and the tail light is required to cast a red 
beam at least 200 feet astern of the steed. Penalty for 
being found abroad after dark with an “unlit” nag 
may be a $100 fine or six months in the town hoose- 
gow. No provisions are made for an “unlit” horse 
with a “lit-up” rider. 

Makers of lit-up neckties, bicycle lamps, flashlight 
batteries and other allied lines are planning to survey 
the potentials of this new market for their products. 
Imagine, if for instance, Texas should pass a light-up- 
your-horses law! And maybe some nautically-minded 
law makers may decide to improve on the plan and 
provide also for a green light on starboard and a red 
one on the port side of the horse. After all, when 
the going is sort of rocky the other fellows on the 
road ought to be able to tell which way the steed is 
going. And what about lights on the rider, so they 
can find him if he falls off. And—what about a stop 
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CIRCUIT BREAKER 
A safety type switchboard 
offering the latest develope 
ments in automatic protec 
tion of main and br 
feeder circuits. Available am 
capacities up to 600 ampsy 
250 volts AC or DC; and 600 
volts AC, 2 or 3 poles. 









KLAMPSWITCHFUZ 


This safety type switchboard 
combines both disconnect 
Switch and fuse protection 
in one unit. On switches of 
200 amps. and less, heavily 
Silvered copper contacts are 
“squeezed” together in one 
locking motion that clamps 
fuses at the same time; switch- 
@s 400 amps. and up have 
Kamklamp Fuseholders. 
apacities: 30 to 1200 
amps., 250 volts, AC or DC; 
and 30 to 600 amps., 600 
volts AC, 2, 3 and 4 poles. 


SWITCHBOARDS 











SHUTLBRAK 


A heavy duty, safety type switchboard 
with quick make and break switches 
and @ Kamklamp Fuseholders. Inter- 
locking cover permits access to fuse 
compartment only when switch is in 
“off” position. Capacities: 30 to 1200 
amps., 250 volts, AC or DC; and 600 
volts AC, 2, 3 and 4 poles. 





For more than 50 years the Frank Adam 
Electric Company has specialized in the design and 
manufacture of all types of switchboards for industrial, 
. institutional and commercial purposes. 
These switchboards are constructed from standard pre-assembled 
units for ease and economy of installation yet are tailored to fit your exact 
requirements. See your nearest ( Representative for details. 


Frank eCdam Glectric Co. 


ST, LOUIS 13, MISSOURI 


Mahers of BuSDUCT © PANELBOARDS © SWITCHBOARDS © SERVICE 
epee EQUIPMENT © SAFETY SWITCHES * LOAD CENTERS © QUIKHETER 
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Lighting Conference to 


Hear Industry Leaders 


Program for Second International Lighting Exposition and 


Conference to be held in Chicago features leaders from all 


branches of lighting industry. All-industry banquet planned 


HICAGO—The 
program for the Second Interna- 
tional Lighting Exposition and Confer- 


official conference 


ence, Nov. 3-7, reflects the widespread 
roots of the lighting industry throughout 
all industry, it was pointed out by E. C. 
Huerkamp, exposition chairman and W. 
P. Lowell, program chairman, in releas- 
ing the officially adopted conference pro- 
gram. 

“On this program are leaders from a 
cross-section of the industries, professions 
and trades which go to make up what is 
known industry. 


today as the lighting 


On it are electrical contractors, whole- 


salers and engineers; architects and 
builders; electric light and_ lighting 
equipment executives. It is a program 
that contains something of value and 


help in the application of planned light- 
ing to everyone, whether he be buyer, 
seller, installer or The 
ference sessions, together with the dis- 
play of over 200 Merit Award Lighting 
Installations, with 


engineer. con- 


installation 
pictures, performance data; the exposi- 


complete 


tion of the newest developments in lamps 
and lighting equipment exhibited by over 
80 manufacturers constituting the largest 
array of lighting equipment ever as- 
sembled to provide adequate lighting for 
factories, stores, offices, schools and other 
establishments; the planned lighting ex- 
hibit of the Edison Electric Institute, the 
exhibits of the Illuminating Engineering 
Society, Testing 


and the Electrical 


Laboratories make the Second Interna- 


tional Lighting Exposition and Confer- 


ence an outstanding event of great im- 


portance to all interested in the advance- 
ment of better living—better production 
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better selling through better lighting.” 
The official program for the conference 


sessions is as follows: 


Tuesday, November 4, 1947 
TRENDS AND PROGRESS IN 
LIGHTING. Chairman, Rudolf W. 


Staud, president, Illuminating Engineer- 


Whitwell, 
vice president, Philadelphia Electric Co., 
Today”; H. 
E. Murphy, electrical engineer, Stone & 
Webster 


neer’s 


ing Society. Speakers: George 


“Plan Tomorrow’s Lighting 
Engi- 


Lighting’; D. G., 
Sylvania 


Engineering Corp., “An 
Views on 
Mitchell, 


Products, Inc., 


Electric 
“Dynamic Lighting Sales.” 


pre sident, 


Wednesday, November 5, 1947 
INDUSTRY PLANS LIGHT- 
ING PROMOTION. Merill 
Skinner, Union Elec- 
tric Company of Missouri. Speakers: J. 
commercial sales, 
“How to Make 
tick’: 4. &, 


Tayler, vice president, Illuminating En- 


FOR 
Chairman, 
director of sales, 
S. Schuchert, manager 
Duquesne Lighting Co 


the Lighting Program 


gineering Society, “What Technical and 
Educational Data the I.F.S. Provides 
and How to Use Them”; Gilbert S. 








HOME RUN HITTER—When the Detroit Electrical Association looked 
around for a smash program to conclude its spring Past Presidents’ Luncheon 
series, D. Lyle Fife, president of Fife Electric Supply Co., Detroit, was as- 
signed to make the arrangements. Lyle really scored by giving the boys a 
pre-luncheon cocktail party with baseball celebrities. A memorable luncheon 
followed with informal talks by Steve O’Neill and General Manager Billy 
Evans of the Detroit Tigers Baseball Club. After lunch the meeting ad- 
journed to Briggs Stadium to see the Tigers play the New York Yankees. 
In the photo above, reading left to right, Billy Evans, D. Lyle Fife and 
Harry Wismer, prominent radio sportscaster. 









DELUXE LOUVERED 
LUMINAIRE 
Model No. 3011 


































Better Light 


for 
Better Business 








Beer light by MITCHELL is building 
better business for these progressive 
shops as well as for sales-minded busi- 
nesses everywhere. MITCHELL-engi- 
neered Luminaires deliver ‘‘selling”’ 
light . . . abundant high-level illumina- 
tion, skilfully shielded for glareless, 
natural effects. MITCHELL Luminaires 
glare, eve” create and maintain a “sales atmos- 
phere” that attracts customers, puts 
appeal into merchandise, makes it more 
desirable and easier to sell. That’s 
why progressive businessmen prefer 
MITCHELL Commercial Lighting. 


















This tremendous user acceptance 
builds better business for the whole- 
saler. MITCHELL sales are clean, pack- 
age transactions—trouble-free volume 
business. MITCHELL installations are 
easy, smooth jobs for the contractor— 
time-saving, profitable business’ And 
utility men find in MITCHELL installa- 
tions the high-level, properly diffused 
illumination recommended for really 
adequate lighting. From every ‘angle, 
MITCHELL is Better Light for Better 
Business... 










Mitchell Manufacturing Company 


2545 CLYBOURN AVENUE, CHICAGO 14, ILLINOIS Makers of Commercial and Industrial Fluorescent Lighting Equipment 


i Store Window Lighting « Spotlights and Floodlights k Lamps « Port- 

Far West: a Modern Plant and Sales Office at Los Angeles able Floor and ton famps ened Lames — iolet ye 
erves the Entire Pacific Coast Area Health Lamps « Residen Lighting Specialties . . . Rad-i-Air Germi- 

1019 NORTH MADISON AVENUE, LOS ANGELES 27, CALIFORNIA cidal Units (made by Try-Air Ultraviolet Products Co., Los Angeles) 
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Underwood, supervising architect, Pub- 
lic Buildings Administration, U. S. Gov- 
ernment, “Practical Consumer Planning”’ ; 
E. C. Huerkamp, sales manager, Light- 
ing Division, Westinghouse Electric 
Corp., “New N.E.M.A. Plans for Light- 
ing Promotion.” 


Thursday, November 6, 1947 

HOW THE ELECTRICAL 
WHOLESALER CAN INCREASE 
HIS LIGHTING SALES.  Chair- 
man, Charles G. Pyle, managing 
director, National Electrical Whole- 
salers Association. Speakers: D. L. Fife, 
president, Fife Electric Supply Co., De- 
troit, “New Lighting Markets for Elec- 
trical Wholesalers”; H. P. Litchfield, 
assistant general sales manager, Gray- 
bar Electric Co., “Practical Merchandis- 
ing for Wholesalers”; J. M. McKibbin, 
assistant to vice president, Westinghouse 
Electric Corp., “How to Train the Whole- 
salers’ Salesmen”; A symposium, “The 
Place of Lighting in the Wholesalers’ 
Selling Program.” 


Friday, November 7, 1947 

THE ELECTRICAL CONTRAC- 
TOR, THE KEY MAN IN THE 
LIGHTING PLAN. Chairman, Wil- 
liam T. Stuart, editor, Electrical Con- 
struction and Maintenance. Paul M. 
Geary, executive vice president, National 
Electrical Contractors Association, “A 
Sound Contractor Selling Plan’; Leo 
Gamp, Jr., electrical contractor, Gamp 
Electric Co., St. Louis, “The Electrical 
Contractor and Lighting as an Oppor- 
tunity for Increasing Service’; Warren 
W. Langston, electrical contractor, Jack 
Stone Electrical Co., “Service Main- 
tenance Plans that Work’; Ward Har- 
rison, manager, Engineering Div., Lamp 
Dept., General Electric Co., Nela Park, 
“Lighting Beyond Tomorrow.” 

“The Challenge of Science to the 
Lighting Industry” will be presented by 
Dr. Gerald Wendt, editorial director of 
Science Illustrated, to over 1000 expected 
guests at the All-Industry Dinner. This 
event will be held on Wednesday eve- 
ning, November 5th in the Grand Ball- 
room of the Stevens Hotel. It is spon- 
sored by the Chicago Section of the 
Illuminating Engineering Society. 


Nebraska Wholesaler 
Appoints New Manager 
HASTINGS, NEB—Dutton-Laison 


Co., a wholesaling and manufacturing 
firm in this city, recently announced the 
appointment of George D. Miller as man 
ager of the electrical supply department 
of the company. 

Mr. Miller has had a broad and prac- 
tical experience in the electrical field and 
is meeting with manufacturer's repre- 
sentatives for electrical supply lines. 
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WITH SPECIFICAT 


The Manufacturer guarantees by affixing 


this label that this fixture is @ duplicate of 
mples found by Electrical Testing Labor- 
et in periodic tests of random 


i Inc., . 
atories, with Specifications of 


les to comply 
AMERICAN HOME LIGHTING INSTITUTE 


ELECTRICAL TESTING LABORATONES -~ 
2 East End Ave. ot 79th St.. New Yor : 


AIRE 
FLUORESCENT Lame LUMIN 














NEW CERTIFICATION TAG (front and reverse sides shown) will be 
affixed to each certified luminaire offered for sale by American Home 
Lighting Institute members and their distributive outlets. 


~ 


New Program Adopted by 
Home Lighting Institute 


A new certification program covering 
the lighting design and performance of 
all types of residential lighting fixtures, 
incorporating the lighting performance 
recommendations of the Illuminating 
Engineering Society, and utilizing the 
inspection and certification services of 
the Electrical Testing Laboratories, has 
been adopted by the American Home 
Lighting Institute 

The new program, which climaxes 
more than five years of research and 
study by the I.F.S. Residence Lighting 
Committee and the AHLI Specifications 
Committee, represents the establishment 
of lighting standards far beyond any 
thing ever before conceived in the resi 
dential lighting fixture industry, accord- 
ing to Willard G. Sawyer, president of 
the AHLI. 

The specifications, he said, embody not 
only the LE.S. recommendations, but 
the requirements of the Underwriters’ 
Laboratories as well. The specification 
for each luminaire, he disclosed, includes 
required values for lighting of various 
space areas, comfort requirements such 
as shielding and brightness, illumination 
distribution and efficiency. 

Certification tags, testifying that the 
new fixtures conform to the specifications 
for lighting performance, mechanical 
construction and electrical safety, will 
be affixed to each certified luminaire 
offered by AHLI members and their dis- 
tributive outlets. 

Under the terms of the program, 


manufacturer-members of the AHLI will 





be required to submit samples of eligible 
fixtures to ETL for testing and inspec 
tion. Only those units found by exhaus- 
tive tests to conform to the specifications 
will be permitted to carry the certifica- 
tion tag. ETL field inspection service, 
providing for actual visits to plants by 
trained inspectors, will insure continu 
ous adherence to established standards 

“The AHLI certification tag on a fix 
ture,” said Mr. Sawyer, in announcing 
the new program, “means that the equip 
ment has a planned background. It means 
that the fixture has been designed, en 
gineered and constructed to do a job of 
planned lighting; that its performance 
has been rigorously tested against care- 
fully prescribed standards; that it may 
be purchased and installed with complete 
confidence in its functional performance ; 
that it is a safe and lasting piece of 
equipment to have in the home 

“Repeated surveys by reliable au 
thorities furnish conclusive evidence that 
public demand for better overhead light 
ing is on the increase. This new phase of 
the AHLI program, with its anticipated 
widespread promotional activity on certi 
fied equipment, opens a new field of op 
portunity for better lighting to the pub- 
lic, and widened scope for industry sales 
and service.” 

The new certified equipment, Mr. 
Sawyer pointed out, will be available in 
adequate quantity through — electrical 
wholesalers and fixture dealers to support 
the planned lighting programs of utilities 
and other industry elements this fall 

The American Home Lighting Insti 
tute, successor to the American Lighting 
Equipment Association, is composed of 


(Continued on pa 115) 


National Electric 4x4 WIREWA has 
practically the same accessibility 
, of an exposed wiring system— 


~ ae... 
@ Steel housing for wiring 
protection 
@ Safety and flexibility 
@ High-speed installation 


@16 square inches of wireway 
for plenty of wires . . . eliminates 
the necessity for multiple con- 
duit runs 





@ Simplicity of construction ... 
easy to install, re-route and ex- 


tend. 100% salvageable 





@ Complete line of fittings for every 
possible installation requirement 


@ Approved for feeders, branch 
circuits, control and signal wir- 
ing up to 600 volts 











National Electric Products Corporation 
ie Pittsburgh 30, Pa. 








The NATIONAL Macazine 
ELECTRICAL WHOLESALERS 
Ano THEIR SALESMEN 


Established 1920 


The farm market, with income at the highest point in history 
and eager to profit from the benefits of rural electrification, 


offers vast sales opportunities to those who make it their 
business to understand the needs and objectives of this market. 


‘Phat Vast Rural Market 
Needs Fast Local Selling 


With a record breaking $30 billion farm income predicted for 1947— 


and no let-up in sight for *48-the farm market offers top-notch 


salesmen unprecedented opportunity for piling up record-breaking sales 





ANY articles and thousands 
of words have been written 
and published and any num- 
ber of surveys have been made con- 
cerning the vast potential of the 
farm market. The importance of 
the farm market to the electrical 
wholesaler cannot be over-empha- 
$y any standard of measure- 


sized. 
ment American agriculture is big 
business—so big, in fact, that elec- 
trical who plan farm 
coverage can count on this market 


wholesalers 


By David M. Salsbury 


Executive Vice President 
Westinghouse Electric Supply Company 


for a large share of their sales vol- 
ume. 

For years we looked with pride 
on America as an industrial nation 
of city people with big factories, 
shipyards, skyscrapers, miles of 
apartments and homes—all filled 
with swarms of white collar and fac- 
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Today we see a 


Our largest group 


tory workers, 
different picture. 
of people does not constitute city 
people at all—it consists of 30,000,- 
OOO individuals living on farms and 
other millions having a direct stake 
in agriculture. Without them there 
could be America of 
great cities and huge factories. 

The income of the farmer has im- 


no industrial 


proved considerably during recent 
years and it is reasonable to assume 
it will continue on the same high 
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The dread and drudgery of laundry day go with the installation of automatic washing 
and ironing equipment. Appliances constitute a large part of the farm potential. 
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being fed by the farmer into an electrically-driven Electric brooders, water warmers and bactericidal 
grinder which pumps the ground hay to storage in barn. lamps are uses in the poultry house. REA photo. 





Good lighting for safety and convenience are mighty important. There are over 25 different uses of ventilating equip- 
Chores can be done faster and with less danger of accident. ment on the farm and in the farm home. REA photo. 


level for some time. The United 
States Department of Agriculture 
placed the current “market value” 
of total agricultural assets at $101,- 
000,000,000. Of this amount it is 
estimated by reliable surveys that 
$93,000,000,000 is free of debt or 
mortgage. This means the farmer 
has saved more and is in a better 
credit position. He also needs and 
wants more appliances for his home 
and productive equipment for the 
farm. Therein lies the greatest op- 
portunity ever given to the electrical 
wholesaler—a dual market. 

This farm market can only be 
effectively served through farm 
dealers, located within a reasonable 


distance of the farmers whom the 
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dealers expect to service and sell. 
Therefore the farm dealer becomes 
an important link in our chain of 
distribution to place more electrical 
material on the farm. While the 
farmer may know of his needs and 
desires, he is not in the habit of 
taking too much time driving over 
the countryside looking for some- 
thing to buy. The farmer can be 
“sold” however, by the aggressive 
farm dealer. If we expect to get 
our share of the farmer’s dollar, we, 
as electrical wholesalers, must carry 
through a program whereby the 
farm dealer receives the training and 
education necessary to sell and serv- 
ice the merchandise he has to offer. 

It is the combined responsibility 
of us, the electrical wholesaler and 
the manufacturers whom we repre- 
sent, to see that the farm dealer 
knows and understands the farmers’ 
problems. 

The farm should know 
there are over 25 different applica- 
tions for ventilating equipment on 
the farm; that electric welders cut 
down the cost of maintenance for 
the farmer and save many hours of 
otherwise lost time; that electric 
milk coolers pay the farmer more 
money per gallon for better grade 
milk ; that electric water systems are 


dealer 


practically a necessity on any farm. 

Unless the f dealer knows 
what the electrical equipment will do 
for the farmer, we cannot expect to 
obtain satisfactory results in this 
field. Thousands of 
found a 


farm 


farmers have 
their 
production and to improve the qual- 
ity of their products with much sav- 
ing of labor through the use of elec- 
tricity—as a matter of fact there are 
300 or more uses of electricity for 
jobs on farms and in the farm home. 

You as a salesman or as an elec- 
trical wholesaler undoubtedly will 
have an important part in capturing 
a share of that $3,000,000,000 the 


means to increase 


farm market expects to spend for 
electrical appliances and equipment 
during the next five years. What 
part of it you will secure largely de- 
pends upon how well you are or- 
ganized to go after it. 

Moving into a new market is not 
new to the electrical industry. Cer- 
tainly—with intelligent planning and 
consistent sales effort we should be 
able to accomplish successfully the 
vast job of selling and servicing the 
farm market that is in need of our 
goods. 














David M. Salsbury 
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No single segment of business 
offers more good prospects for a 
greater demand of diversified elec- 
trical merchandise than 
farm market. With six million farms, 
half of which are electrified, and with 
thousands of farms being reached 


4 


does the 


distribution 
utilities, our 
method of serving this tremendous 
market should be of paramount im- 
portance. We have the resources, 
the ingenuity and desire to take ad- 
vantage of this great opportunity. 


every month through 


expansion by local 





An electric milk cooler can pay for itself if reduced spoilage, better quality of 








properly refrigerated milk, and time-savings are all considered. Westinghouse photo. 
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5.4% of farmers plan to buy small mo- 


tors. Westinghouse photo. 


Then $3 








Electric ranges place high (11.2%) along with electric refrigerators (21.8%) and 
washing machines (15.3%) on purchase preference list of farm operators. 


That V ast Rural Market 1947-52 
Billion For Electrically 





F you ask the rural manager of 

an electric utility company, or 

the manager of an REA co-op, 
what the farmers along the “high” 
lines will buy in the way of electri- 
cal goods after electric current 1s 
available, it’s ten to one he will 
answer ““Ieverything they can get 
their hands on.” 

Today the farmers, more than the 
still find 
out of practically everything in the 
line. In the first 
most of those who have electricity 


wholesalers, themselves 


electrical place, 
over half of America’s farms are 


now served—have been hooked on 
the power line in the last decade, 
when farm electrification went from 
10 percent to over 50 percent. 

The expense of wiring bore down 
pretty heavily on their cash _ re- 
sources, and farmers largely didn't 
know they wanted 


their new-fangled electrical hook-up 


exactly what 
to do for them. Farmers are famed 
for their initial caution when some- 
thing new Conse- 


comes along. 


quently, many of them bought a 


82 


Selling the farm market is big business for those who 


study it carefully and equip themselves to cultivate it 


properly. Here catch-as-catch-can selling is strictly taboo 


By D. C. Frederick 


iron and let 
it go at that until they were a little 


radio and an electric 


more sure what they wanted next. 
Furthermore, during the 
years and almost ever since the war 


war 


ended, equipment has been scarce, 
and whatever it was the farmer and 
his wife might have wanted, they 
couldn't get it, anyway, unless they 
picked a milking machine or some- 
thing equally unromantic. 
And—more than 250,000 
that were connected under wartime 
regulations 


farms 


themselves 
lucky if they could find so much in 


considered 


the way of household appliances as 
a second-hand percolator. 


ELECTRICAL WHOLESALING 


Before the war, surveys made by 
several independent agencies estab- 
lished a pattern of farm electric pur- 
which will find 
useful in today’s rural 
markets, 


wholesalers 
judging 


chases 


These surveys showed that what 
might be termed “immediate” 
penditures, those made by farmers 


cAa> 


within the first two years after the 
highline marches down the 
usually, equalled the cost of the 
highline itself. In REA experience, 


road, 


this has been in the neighborhood of 
$300 to $350 per connected 
sumer. The first installations were 


con- 


for house wiring and household 
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New milking machines are to be purchased by 4.2% of dairy farm owners as a 
means to increase milk production and release time for other vital work. REA photo. 





Adequate lighting on the farm implies 
an engineered wiring system. G.E, photo. 


I, First: $790 Million for Wiring 


Driven Equipment And Appliances 








equipment, with farm production 
equipment far down the list. As the 
months passed, farmers were found 
to be continuing their investment, 
sometimes doubling it over whole 
areas, by putting in production 
equipment and the larger household 
appliances. 

A survey made before the 
considered as 


war 
somewhat of a 
yardstick, covered 17,100 farms in 
46 communities throughout the 
country. The farms had been con- 


and 


nected to electric power an average 
of about 8 months. With that short 


experience, 86 percent reported 
radios and 81 percent irons. Next 
came washing machines with 47 


percent, refrigerators with 26 per- 
cent, toasters 24 percent, 
pumps 17 percent, and vacuum 
cleaners 16 percent. No other ap- 
pliance or piece of equipment had 
been installed by as many as 10 per- 
cent of the farms surveyed; in farm 
equipment, poultry lighting and 
small motors (up to 1 hp) led with 
9 percent each. 


water 


sut significantly, 


only 3 percent, at the time of the 
survey, had not yet installed any ap 
pliance at all. 


Six months later another and 
broader survey was made. The 
average time of service was even 


shorter, 6 months. At that time the 
radio and hand iron had swapped 
places, washing machines had climb- 
ed to 56 percent and refrigerators 
to 30 percent. Small motors had 
reached 11 percent. Still another 
survey made by a reputable agency 
and covering 70,000 consumers in 


33 states, showed that pre-war 
saturation stood as follows: 

To 
Radio : ; 89.7 
Hand Iron 85.3 
Washing Machine 55.0 
Refrigerator 41.8 
Vacuum Cleaner 21.0 
Water Pump 18.4 
Motor (1 hp or less). 16.5 
Hot Plate 15.2 
Poultry Lighting 10.5 
Cream Separator 8.2 


Indicative of the trend that farm 
buying may take in the immediate 
future is a survey made during the 
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spring and summer of 1944, by the 
magazine Successful Farming for 
the express purpose of judging the 
postwar market. That survey, cov- 
ering more than 11,500 families in 
47 communities, asked what appli 
ances are now installed. The replies 
were : 


Radio 

Range 

Refrigerator 
Roaster 

Vacuum Cleaner 
Washing Machine 
Quick-Freeze Cabinet 
Walk-In Freezer 
Cream Separator 
Feed Grinder 
Electric Fence 

Milk Cooler 
Milking Machine 
Small Motor 
Motor (over | hp) 
Water Pump 
Water Heater 


ocr oc- 3 
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It should be noted that the effect 
of wartime and the 
electricity to 
production 


restrictions, 
wide application of 
food 
conditions of 


wartime under 


labor shortage, are 


very clearly reflected in this survey 
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some household 
installed in 


report. Although 
appliances had 
many, perhaps most of the homes, 
the greatest 
showed up in production equipment 
electric 


been 


percentage increases 


—cream fence 
controls, milking machines, water 
pumps, small (The water 
pump is a production tool on most 
farms; only 17 percent, less than 
half of the reporting farms, had 1n- 
side toilets. ) 

In the the farmers 
were asked to report what equip- 
ment they intended to buy within 
six months after the war, and in the 
18 months Combining 
the two columns, the following per- 


separators, 


motors. 


same survey 


thereafter. 


centages show the farmers’ declared 
purchasing intentions. 


Radio 

Range 
Refrigerator 
Roaster 

Vacuum Cleaner . 
Washing Machine 
Quick-Freeze Cabinet 
Walk-In Freezer 
Cream Separator 
Feed Grinder 
Electric Fence 
Milk Cooler 
Milking Machine 
Small Motor 
Large Motor 
Water Pump 
Water Heater 
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These figures of purchasing in 
tentions that farmers 
then were looking to the 


show even 
present 
period to purchase some of the com- 
fort-bringing equipment which they 
and their wives—had missed dur- 
ing the war. In addition, new elec- 
trical equipment and new devices 
are coming into market in consider- 
able numbers and broadening the 
sales opportunities in the field. 
The survey also inquired into the 
ability of the farmers to pay for 
wanted equipment, and the answers 
indicated that 46.8 would 
use cash savings to buy electrical 
equipment, 24.4 
War Bonds, 39.1 


income, and only 


percent 
percent specified 
current 
12 percent were 
figuring on installment payments. 
(Obviously many will use combina- 


percent 


tions of these financing methods. )- 


During the war years, farmers 
had the highest income on record, 
and since the war, farm income has 
climbed to undreamed-of levels 
Their costs have climbed higher too 
but also some items of costs almost 
disappeared—a hired man, for ex- 
ample, just couldn't be had on many 


farms regardless of what the farmer 
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could offer to pay. The result was 
that farmers made shift with what 
they had on hand or could get to 
help out. The kids and Great Uncle 
Ben took the place of the hired man, 
now working in the airplane factory 
or of the two boys in the Navy. A 
new milking machine and homemade 
pig brooder helped a lot. The yard 
lights let them do chores after dark. 
Farm production was up 10 to as 
much as 200 percent on many in- 
dividual and unit 
stayed good. 

The money rolled in; lots of it 
rolled right out again because, after 
all, the mortgage had to be paid off, 
and = staple 
groceries were high but despite all 
that, unprecedented amounts stayed 


farms, prices 


feed costs, clothing 


farmer’s bank account or 
went for War Bonds in an envelope 


“electric 


in the 


carrying such legends as 
stove” or “bathroom” or “washing 
machine” in feminine handwriting. 

Interesting in this connection is a 
group of estimates of markets for 
electrical equipment, made since the 
war in which the figures were based 
not only on the declared intentions 
of the rural people but with due 
allowance for their reputation for 
great conservatism when they talk 
about what they are going to do 
sometime in the future. (REA has 
current consump- 
and 150 kwh per 


seen the avera 
tion 


oO 
4 
) 


e 


soar to 12: 


month on cooperatives where the 
farmers figuring on just 
lights and a radio when they signed 
up for the “electric ;” REA usually 
payout figures on 80 to 


were 


bases its 


100 kwh per consumer.) 

Those estimates related strictly 
to what the farmers who already had 
electric service would buy within 
five years after all war-time re- 
strictions have been lifted. They in- 
dicated that an average of $40 for 
new wiring and $300 for electrical 
appliances would be spent by every 
connected rural customer. 

Of course, farmers aren't the 
only rural customers for electrical 
merchandise. Many people live on 
a couple of acres out in the country 
and drive in a few miles to work in 
Also, there are crossroads 
filling stations, churches, 
creameries, woodworking 
plants, and such. In fact, it appears 
that 6,800,000 rural non-farm es- 
tablishments now have electricity, 
and those establishments will pro- 
vide another huge market for all 
who deal in electrical goods. With 
goods freely available expenditures 
by these non-farm establishments 
are expected to average $25 for ad- 
ditional wiring, and $150 for elec- 
trical equipment. 

Obviously the market which these 
electrified farms and other rural 
places provide is big enough for any 
wholesaler to give it careful atten- 
tion, But it is only a part of what 
the wholesalers should be prepared 
to handle. 

So far, a little over half of our 
farms have electricity. The rest of 
them want it, and they are going to 
get it. There can be no argument on 
that point. The farmers have good 
roads and mail delivery, and they 


town. 
stores, 


schools, 


Ideal storage temperature and humidity are maintained electrically in this refrigera- 
tor room where farm products can be stored for long periods of time. G.E. photo. 
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Freezing of foods is much easier than canning and quick-freeze 
cabinets rate 6.7% buying attention. REA photo. 


are going to have electric service 
one way or another. 

One important result of the war 
has been to move the farmer through 
the waiting period during which he 
could decide whether he wanted new 
equipment and, if so, 
Enough farmers used _ electrical 
equipment profitably during the war 
to convince their neighbors over in 
the next valley or the next county 
that they better get some like it. 

Officials close to the entire rural 


what kind. 


electrification program figure that 
in five years after materials and fa- 
cilities became freely available, 
3,655,000 more rural homes—75 
percent of them farms—would have 
electric power, that figure including 


both private power company ex- 


REA-financed lines. 


investment in 


pansion and 


Then the initial 





Running water is a requisite on the farm and is high on the 
electrical equipment purchasing list with 17.8% specifying. 


service will stimulate a greater in-~"®by those already on the line. New 


vestment in the equipment to put 
electric power to work. The EEI 
figures that consumer expenditures 
of $500 per consumer can be ex- 
pected. REA estimates that each 
farm newly connected will spend 
$145 for wiring and $400 for elec 
trical equipment; each 
dwelling, $90 and $200. 

When you apply these estimates 
to the expected number of new con 
nections, you begin to think you 
have picked up two or three zeros 
somewhere, Try it for yourself. The 


non-farm 


correct totals are three-quarters of 
a billion dollars worth of wiring and 
three billion dollars worth of elec 
trical appliances and equipment. 
The newly connected farms 
probably will follow the appliance 
and equipment pattern established 


The application of electricity to operate hay driers is a comparatively new one and 
promises an excellent market for motors and controls. Westinghouse photo. 
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devices like television and the bateri- 


cidal lamp will cause individual 
variations, and so will farm freezers, 
but the main picture will be the 
same. 
Acquisition of electrical mer- 
chandise is by no means the only 
stimulus which the 


provides when electric service enters 


trade farmer 
his place. Usually electricity is fol- 
lowed by fresh paint, new floor 
covering, new curtains, new furni- 
ture. Those who deal in house fur 
nishings should be sensitive to the 
changes which new electric power 
lines will bring. 

The 


farmers should occasion no misgiv 


financial condition of the 
ings. Even before the war, farmers 
could usually find means of acquir- 
ing the electrical equipment they 
could use effectively. In the Ten 
nessee Valley area, for example, the 
average current consumption per 
consumer is very high. For all the 
fact that current is cheap there, that 
current had to have equipment to 
pass through before it could be used. 
The farmers bought lots of ranges 
and refrigerators and water heaters. 

Another important factor in the 
TVA market development was the 
availability of good appliances at 
comparatively prices. The 
great volume of sales proved this 


low 


to be good business. Price is an im- 
portant factor in the rural trade. 

There will be plenty of business 
available to electrical suppliers who 
go after it. Order-takers will thrive 
for a few months, perhaps a year or 
so, but real salesmen will get the 
continuing and _ repeat 
after that. 


business 








Uses of El 


ectricity 








The farm kitchen, headquarters for long weary hours of work, takes a new lease 
on life when it has its “face” lifted and electrical appliances brought into use. 








Necessary equipment for the farm kitchen are the traffic appliances such as the 
food mixer and the roaster shown. 


HILE the farmer looks at 

electricity as a necessity to 

secure higher development 
of farm production, he also sees it 
as a sure means to attaining a high- 
er standard of living for himself and 
his family—an opportunity to pos- 
sess and enjoy the same home facil- 
ities that others have. 

Electrification of the farm home 
eliminates drudgery and cuts short 
the hours spent on household tasks 
in the farm home. An electric 
washer and ironer take the dread 
out of washdays. An electric re- 
frigerator pays its own way by rea- 
son of food savings. Electricity 
provides good lighting to ease tired 
eyes, brighten the farm home and 
make it safer and so on right down 
the line. 

For there is scarcely a task in 
the farm home that electricity can- 
not help but do better, faster and 
more economically and no group to- 
day recognizes more clearly or is 
more appreciative of the benefits 
that electricity brings than the 
farmer and his family. 

Today less than 50 percent of the 
wired farm homes own electric re- 
frigeration—and only slightly over 
12 percent enjoy the full benefits of 
electric cookery. In terms of the 
3,335,700 farms now on power lines 
these two major appliances alone in- 
dicate a tremendous selling job to be 
done. Add to this number the hun- 





Cutting the “hay” becomes a pleasant Fast-freezing units furnish the quickest and easiest way of preserving many foods. 
task for father with his electric razor. Surplus frozen farm products can be stored and sold in out-of-season markets. 
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in the Farm Home 


SE 


Air Conditioning 
Alarms (Burglar & Fire) 
Annunciators 


Food & Meat Freezing 
Frozen Food Storage 
Frying Kettles 


Bell Ringing Trans- Garbage Disposal 


formers Grills 
Bells 
Beverage Coolers Hair Dryers 
Broilers Heating Pads 
Buffing & Grinding Hot Plates 


House Numbers 


Chafing Dishes Humidifyers 


Cigar Lighters 


ee > ‘ . 7 
Cistern Pumps Ice Cream Freezers 
Clocks 


Immersion Heaters 
Infra-Red-Heat Lamps 
Irons 

Ironing Machines 


Coffee Grinders 
Corn Poppers 
Curling Irons 


a . Kitchen Power Units 
Dish Washing Machines Kitchens, Complete 
Door Locks & Openers Ls Inc.. Fl 
Reineestien amps, Inc., Fluor. 
Lamps, Portable 
Egg Boilers Lighting Fixtures 
Egg Coddlers 
Electric Blankets xe 
Electric Churns Meat Grinders 
Electric Dryers Milk Warmers 
Electric Roasters Mixers 


Massage Machines 


Fans, Cooling, Exhaust & Oil Burners 
Ventilating Ovens 

Feet warmers 

Fireless Cookers Percolators—Coffee 

Floor Polishers Makers 

Floor Waxers 


Plate Warmers 
Fly Catchers 


Player Pianos 


dreds of thousands of farms to be wholesaler and his salesmen pro 


connected in the coming years and — vided that active and intelligent cul- 
the farm home market for electrical tivation is made of the farm home 


appliances and supplies becomes market. 
phenomenal in size. 


Phenomenal too, then, are the granted, however, and sales must 


sales possibilites for the electrical be developed by aggressive plans. 





Automatic washing and ironing equipment can free the farm 
wife for other household duties, and give added leisure time. 
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This market cannot be taken for 


Phonographs 
Pumps 


Radiant Heaters 

Radiators, Various Types 
for General House 
Heating 

Radios 

Ranges 

Refrigerators 

Roasters 


Sewing Machines 
Sharp Freezing 
Shavers 

Shaving Mirrors 
Signal Systems 
Space Heaters 
Sterilizers 
Stokers 

Sun Lamps 


Table Stoves 

Tea Samovars 
Thermostats 
Toasters 

Toys, Various Kinds 


Vacuum Cleaners 
Vibrators 


Waffle Irons 

Warming Ovens 
Warming Pads 

Washing Machines 

Water Coolers 

Water Heaters 

Water Purification Filters 


Individual effort will have to go into 
each sale and now is the time to lay 
the groundwork to take full ad- 
vantage of the profit opportunities 
offered. 


Photos courtesy of R.E.A., General 
Electric, and Westinghouse. 


d 


Good lighting with its eye-saving, safety and convenience 
benefits deserves top consideration in farm electrification. 





Alarms (Burglar & Fire) 
Animal Clippers 

Apple Cold Storage 

Arc Welders 

Automatic Time Switch 


Bactericidal Lamps 

Bag Loaders 

Barn Cleaners 

Barrel Saw 

Battery Chargers 

Bells 

Blasting Magneto 
Blowers 

Bone Grinders 

Boring Machines 

Bottle Washer 

Bottle Fillers & Cappers 
Branding Irons 

Brooders 

Butter Cutting Machines 
Butter Printing Machines 
Butter Tampers 

Butter Workers 


Casein Grinders 
Cider Presses 
Clippers 
Clover Cullers 
Clover Hullers 
Coddling Moth Bait 
Traps 
Compressors 
Concentrators for Making 
Oil out of By-Products 
Concrete Mixers 
Condensing Unit 
Conveyors 
Corn Crackers 
Corn Shellers 
Corn Wood Saws 
Crate Stackers 
Cream Ripeners 
Cream Separators 
Curd Grinders 
Currying Machines 


Dehydrators 
Drills 


Drop Hammers 


Egg Candling 
Egg Testing 
Electrified Fence 
Electro Culture 
Elevators 

Emery Wheels 
Ensilage Cutters 


Fanning Mills 
Fans 

Feed Grinders 
Feed Mixers 
Flood Lighting 
Food Warmers 
Forge Blowers 


Gasoline Pumps 

Glue Pots 

Grain Cleaning 

Grain Drying Machines 
Grain Graders 

Grain Moisture Testers 
Grinding Mills 
Grindstone 


Hack Saws 
Hammermills 
Hay Balers 
Hay Curing 


Pr 


oductive Uses of 


Hay Cutters 

Hay Hoists 

Hedge Clippers 
Horse Clippers 
Horse Groomers 

Hot Plates 

Hovers 

Hullers 

Huskers & Shredders 


Immersion Heaters 
Incubators 

Insect Traps 
Insecticide Sprayers 
Irrigation 

Irrigation Pumps 


Lamb Brooders 
Land Clearing 
Lathes 
Lighting 


Mash Warming 
Milk Clarifiers 
Milk Cooling 
Milk Mixers 

Milk Shakers 
Milking Machines 
Molasses Heater 
Mowers 


Oat Crushers 


Paint Sprayers 
Pasteurizers 

Pea and Bean Hullers 
Pig Brooders 

Planers 

Portable Motors 
Potato Cleaning 
Poultry Pickers 
Poultry Water Heaters 
Pumps, All Kinds 


Refrigeration 
Rice Threshers 
Root Cutters 


Saws, Large & Small 
Seed Cleaning 
Seed Dryers 

Sheep Shearing 
Shredders 

Signal Systems 
Silo Filling 

Soil Heating 

Soil Pasteurizing 
Soil Sterilizing 
Solder Pots 
Soldering Irons 
Sprayers 

Sterilizers 

Stock Tank De-icer 


Straw Cutters 


Tank Heaters 
Time Switches 
Tools (Electric) 
Tool Grinding 


Ultra-Violet Lamps 


Vacuum Cleaners 

Vegetable Shredders 

Ventilating Fans (Barn & 
Poultry House) 


Water Heaters 
Water Systems 
Welding Machines 
Wood Splitters 








‘ 


WO-fold benefit of applying 

electricity to productive uses 

in the farm operation is that it 
makes life easier for the farmer and 
also yields him a bigger money in- 
come. 

Today the farmer demands more 
mechanical equipment and is far 
more business-like in his approach 
to farming. War _ tremendously 
stepped up the requirements for 
agricultural products and gave a 
boost to more efficient operation. 
Shortage of farm labor further ac- 
celerated this and focussed attention 
on electricity as the best means of 
modernizing working conditions. 

Now with power lines rapidly be- 





Labor savings alone will pay for a water 
pump in 6 to 12 months. 





Hoisting hay is but one of the many uses 
for portable electric motors on the farm. 
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Electricity on the Farm 








ing extended into rural areas, the 
farmer can fully enjoy all the time, 
money, and labor-saving advantages 
that electricity alone can furnish 
and, being human, he can foresee 
his long hours of drudgery dras- 
tically cut. 

Listed at the left are some of the 
productive uses of electricity on the 
farm. Much of the equipment is be- 
ing improved ; new equipment is be- 
ing developed. The list is indicative 
to the salesman of the wide scope 
of farm uses of electricity 

Milk cooler and feed grinder photos 


by G. E. and electric brooder photo by 
Westinghouse. 








A milk cooler is one of the first major For production of healthy chicks the electric brooder provides uniform heat by 
items purchased after electrification. thermostatic control under all temperature conditions. 

















: 


nae: 


Fresher feed at lower cost can be secured by use of The electrical milking machine is a very profitable invest- 
electrically-operated sheller and grinder with saving of labor. ment for it cuts milking time in half and steps up production. 
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Progress 





of T ere HilcctrMication 











No. of | Farms | _ Farms __ | No. of Farms % of Farms 
STATE Farms Connected with/Connected with|Connected with| Connected 

1945 | Electricity Electricity Electricity | Dec. 31 

Census 1945 1946 During 1946 1946 
8 a 223,369 77 500 94,300 16,800 42.2 
I aS ta oa a 13,142 9,500 10,900 1,400 82.9 
oe es eek eae eke 198,769 52,200 68,300 16,100 34.4 
I ooo a ached Gekio tara Bin oak le none 138,917 117,600 120,500 2,900 86.7 
RIED Cocke's, Oe sce hee ewiiaad wae 47,618 25,700 29,700 4,000 62.4 
i 6 aca aracka's oa eee Gke ns 22,241 20,900 21,100 200 94.9 
I 2G adn og Wei oa etc On es 9,296 6,100 6,400 300 68.8 
RPE See re ree 61,159 25,300 30,400 5,100 49.7 
EN +s Uo vs hpbwins Abde ded uae 225,897 82,500 103,100 20,600 45.6 
I ie Sack ook ie ota or er ani na ai a bs 41,498 32,900 35,400 2,500 85.3 
he ed 204,239 125,500 139,800 14,300 68.4 
Se NE ee ea | 175,970 129,000 141,200 12,200 80.2 
a a ne en eee 208,934 142,400 159,900 17,500 76.5 
ee, ee ee ee Sed 141,192 46,700 53,600 6,900 38.0 
P< ives ceudpceds ue iawess 238,501 74,500 90,500 16,000 37.9 
ie hee 129,295 42,200 54,700 12,500 42.3 
a aa ek A as 42,184 27,500 30,000 2,500 71.1 
TE gS Ge © oe enna 41,315 26,200 29,800 3,600 72.1 
ot 37 007 33,500 34,500 1,000 93.2 
FO ee ee ee 175,268 148,900 157,500 8,600 89.9 
ERI AE eer er Seen 188,952 96,500 108,700 12,200 57.5 
Rr ere erat re 263,528 59,100 75,100 16,000 28.5 
ERR a ae pee arene oe eeemeS 242,934 85,600 107 400 21,800 44.2 
PCCP EEE Pe RT ere ren 37,747 12,400 14,100 1,700 37.4 
Sy Pe ren eh Orem ee 111,756 39,100 43,500 4.400 38.9 
ES te ho i Be Ne a 3,429 1,600 1,700 100 496 
PPOW EOMMORONIES oocs cise cv cescecces 18,786 15,700 16,500 800 &7.8 
SND co vies coc vandbanwwn~n 26,226 24,000 24,700 700 94.2 
gE ee ere 29,695 8,600 10,400 1,800 35.0 
ce. cha ee nae signed oni 149,490 127,900 137,200 9 300 91.8 
en rere 287 412 119,600 141,300 21,700 49.2 
i Pe a we tek ubabean uns 69,520 7 400 8,800 1,400 12.7 
Ns oben ate ves ode ee oats 220,575 171,000 189,400 18,400 85.9 
st 164,790 54,800 69,000 14,200 41.9 
ES ee A ers cae cane bo 63,125 50,700 56,600 5,900 90.0 
a 6. i eekaeeeeed es 171,761 128,700 139,700 11,000 81.3 
SS a re 3,603 3,200 3,300 100 91.6 
SURED A EID gone ccc cciasccccces 147,745 58,000 67 ,900 9 900 46.0 
NE i sob kb kde ee aces a's 68,705 8,800 10,100 1,300 14.7 
ELE PETC OTTUNET 234,431 76,500 88,000 11,500 37.5 
I ck Oe dent hob nad abe ha woe i 384,977 174,600 210,400 35,800 54.7 
ERG ees Serene eee 26,322 19,700 20,400 700 775 
ES ee et Oe eer ee 26,490 21,000 23,600 2,600 89.1 
Ey em ee eee Oe Se 173,051 70,200 84,300 14,100 48.7 
DEE ccc ksweieacabaeseadcen 79,887 70,000 76,000 6,000 95.1 
I, i iuitnG.on hide aewikwes 97 600 , 43,000 48,000 5,000 49.2 
CCT eT Pere 177,745 129,100 141,700 12,600 79.7 
CE sis. b bk we ka ka wes 'on beens 13,076 5,600 6,300 700 48.2 
ar a ecw kc erdare ta’ 5,859,169 2,929,000 3,335,700 406,700 59.9 
90 
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rings Vast New Sales Potential 





Productive uses of electricity on the farm shorten the work day, increase output and 
bring added hours of leisure to the farm family. Westinghouse photo. 


= 
Sales 


N outstanding oppor- 
tunity today for the electrical 


wholesaler and his salesmen 
lies in the rural electrical market 
with its more than 3 million wired 


and 
many more to come as a result of 


farm homes the promise of 
the intensive campaigns by both 
REA and private power companies 
to extend into the 
rural areas as quickly as possible. 


electrification 


Electricity has made and is mak- 
ing a tremendous contribution to 
new better farming. 
Through research and field experi- 


and ways of 
ence at least 250 practical uses of 
electricity on the farm and in the 
farm home have been developed and 
the surface has only been scratched 
as yet. 

1947, as esti- 
mated, will hit the highest level yet 
$30 billion for the and will 


continue high with the tremendous 


Farm income. in 


year, 


demands here and abroad for agri- 
cultural products. This means more 
money for the farmer to spend on 
electrical take the 
drudgery out of his work, to increase 
the productivity of his labors—to 
secure luxuries and 


equipment to 


conveniences 


that have been denied him _ previ- 
ously. 

Furthermore, the farmer fully 
realizes that investment in_ this 


equipment for efficient operation 
now and in the future is a requisite 
if he is to hold lus position under the 
agricultural competition that 


tually will come. 


even- 


At the end of 1947, 57 percent 
of farms in this country—3,335,700 


in number—were served on power 
lines and at the present rate of ex 
tension it is estimated that by 1952 
electricity will be available to sub- 
stantially all farms in the nation. 
The piled-up demand for electri 
cal supplies and appliances on the 
farm was pretty much unfilled dur- 
ing the war years due to acute short- 
ages and much of the present rural 
electrification was finished during 
these selfsame years when the rural 
population was unable to fulfill its 
desires. To date only a small part 
of this demand has been supplied. 
There is every reason then why 
this tremendous market should be 
of interest to the electrical whole- 
saler and his salesmen, for a farm 
market almost 


exists for every 
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Symbol of freedom, the power line now 
extends to more than half the country’s 
farms. 


wholesaler, regardless of his loca 
tion, provided the necessary effort 
to locate this profitable source of 
business is made. 


from the 


and I:dison 


Figures on opposite page are 
Department of 
klectric 


Agriculture 


[n stitute. 
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GROWTH OF FARM ELECTRIFICATION 


(In Millions) 



































Total farms on power lines 
Business- managed power co's. —— 
R.E.A. eoeperetives Wwancsescssneaud 
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CERTAINLY it was a long time in coming, but to- 
in rural electrification is 
putting agriculture in step with the nation’s other 
major industries with almost three and one-half mil- 
lion farms now connected to electric power lines. This 
represents 5/7 percent of the number of farms reported 
by the Census at the end of 1944. Speed of this pro- 
gress is indicated by the fact that in 1945 and 1946, 
180,000 miles of new rural lines were put in service 
as compared with 150,000 miles during the previous 
five years. 

Of the farms now served some 56 percent (1,884,- 
000) are on the lines of business-managed electric 


day increasing progress 
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utility companies; 38 percent (1,261,000) are served 
by REA Cooperatives and 6 percent (191,000) by 
Municipal systems and other power districts. 

Today, the farmer, of necessity, is coming to de- 
pend more and more on automatic equipment and ma- 
chinery to help him. 

With the first phase of rural electrification, that 
of extending lines, well along toward completion, the 
electrical wholesaler, his salesmen and dealers must 
now step in and play a vital part in educating and sell- 
ing to the farmer the equipment needed for profitable 
uses of electricity on the farm. Source: Department of 
Agriculture and Edison Electric Institute. 
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GROWTH OF FARM INCOME 


(Billions of Dollars) 





30 





Estimated--»y 





25 


20 





15 
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FARMING today can be truly classified as big busi- 
ness with present assets estimated at slightly over 100 
billion dollars. 

In 1936 farm income stood at approximately 10% 
billion dollars. Ten years later it had more than dou- 
bled reaching in 1946 an all time high of 27 billion 
dollars and, at the present rate, estimated farm income 
for 1947 will be be 30 billion dollars. 

Here then is the farmer in a highly advantageous 
position for, in spite of increased costs all along the 
line, he now has more spendable income—more ready 
money than he has ever had before to take advantage 
of the benefits made possible through the application 
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of electricity to his work and to his home. He is now 
in the position of being a very substantial purchaser 
of electrical equipment and. appliances. 

Important, too, are the facts that farm income will 
run high for some years to come and that the farmer 
now has, or will have soon, his home, his barn and out- 
buildings connected to the power lines. 

Small wonder that the rural market should com- 
mand the attention of the aggressive wholesaler and 
his salesmen today, but it will only be through a better 
understanding of this market that sales will be easier 
to get and volume achieved in proportion to the po- 
tential offered. Source: Farm Journal. 
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Siawal Edectrification Program 


Driving Ahead At 


ARM \mer- 


ica continues to go “full steam 


electrification in 
ahead” as materials shortages 
Che 


electricity to 


gradually ease. program to 
the 


farms, which began back in the early 


bring nation’s 
Twenties, was hardly underway be- 
fore the depression caught it. As the 
nation slowly recovered, the farm 
electrification program once again 
started gaining momentum. Then 


came World War II and once again 


the into low gear. 


Now, after a long restraint, the drive 


program went 


1S on to American farms 


get 
service as 
the 


with electric 
local and 


availability of materials permits. 


equipped 
fast as conditions 
One of the largest groups in this 
drive in recent years has been the 
Rural 
tion of 


Electrification Administra- 
the UU. S. 


\griculture. 


Department of 
The tabulation begin- 
ning at the bottom of this page is 





ull Speed 


a list of loans made in the past few 
months to cooperative organizations 
by the REA, 

The loans, which will be used to 
finance rural electric facilities, total 
$72,569,900 and have been granted 
to cooperatives in 42 states. 

The tabulation has 
give the wholesalers salesmen serv- 
ing rural areas an inkling as to the 


been made to 


size and possibilities of this new 
market for the products they sell. 

















NO. NEW NO. NEW 
CITY OR NAME OF CON- CITY OR NAME OF CON- 
STATE COUNTY CO-OP. LOAN SUMERS STATE COUNTY | CO-OP, LOAN SUMERS 
ALABAMA Arab Arab-Marshall $645,000 1,466 Littleton Intermountain 120,000 83 
Hartford Wiregrass 480 000 725 Meeker White River 248 000 
ALASKA Fairbanks Golden Valley 270,000 129 FLORIDA | Jay Escambia River 500,000 1,194 
Homer Homer 217,000 198 Keystone Hgts. | Clay Electric 600,000 580 
Juneau Glacier Highway 230,000 251 Moore Haven Glades Electric 90,000 
Kodiak Kodiak 310,000 | Panama City Gulf Coast 165,000 278 
ARIZONA Buckeye Ma-Yu 15,000 Quincy Talquin 700,000 803 
Kingman Mohave 310,000 324 Wauchula Peace River 75,000 150 
| Salome NYCO 298,000 627 GEORGIA Alamo Little Ocmulgee 140,000 150 
Willcox Sulphur Sp. Valley 440,000 266 | Camilla Mitchell County 400,000 607 
ARKANSAS Aeguite Woodruff 130,000 130 Cumming Forsyth County 65,000 
| Jacksonville First Electric 78,000 Dalton North Georgia 350,000 85! 
Salem North Arkansas 377,000 721 Donaldsonville Three Notch 20,000 750 
Stuttgart Riceland 135,000 358 Douglasville Douglas County 130,000 274 
COLORADO | Brighton Union Rural 146,000 282 Hartwell Hart County 50,000 150 
Fort Collins Poudre 195,000 363 Homerville Slash Pine 50,000 150 
Grand Junction | Grand Valley 125,000 171 Jasper Amicalola 75,000 16! 
| Limon Mountain View 600,000 429 | Louisville | Jefferson 625,000 1,307 
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CITY OR | NAME OF “son NCGONS 
CON- CITY OR NAME OF CON- 
STATE COUNTY CO-OP. LOAN SUMERS STATE COUNTY CO-OP. LOAN SUMERS 
Lyons | Altamaha 50,000 150 | Forest City | Rutherford 27,000 179 
| Monroe Walton 335,000 65! | Forest City | Rutherford 50,000 
| Reidsville | Canooche 220,000 415 Jacksonville | Jones-Onsiow 296,000 730 
| Reynolds | Flint 300,000 422 Lexington Davidson 60,000 240 
| Washington | Rayle 210,000 416 Marshall French Broad 710,000 1,585 
ANS Grangeville | Idaho 68,000 70 , Mocksville Davie 22,000 88 
Lewiston Clearwater Valley 700,000 993 Monroe | Union 50,000 250 
ILLINOIS Elizabeth Jo-Carroll 162,000 193 | Monroe | Union 285,000 497 
Flora | Clay 200,000 340 | Ocracoke Is. Ocracoke 2,800 
Geneseo Farmers Mutual 20,000 15 Raeford Lumbee River 680,000 1,594 
Steeleville Egyptian 520,000 491 | Sanford | Central 332,000 596 
INDIANA Bloomfield Western Ind. Rural 595,000 1,357 Tarboro Edgecombe-Martin 50,000 
| Liberty Fayette-Union 100,000 167 | NORTH | Wake Forest | Wake 292,000 403 
Monticello White County 80,000 126 DAKOTA Finley | Sheyenne Valley 350,000 230 
Osgood S. Eastern Indiana 80,000. Flasher Mer-Gran-Sou 365,000 247 
Rockville | Parke County 60,000 125 | Garrison | McLean 300,000 174 
Wanatah | Kankakee Valley 30,000 120 | Hazen | Oliver-Mercer 250,000 145 
IOWA | Denison S. Crawford Rural 215,000 334 | Kindred | Cass County 300,000 249 
| Marshalltown Marshall County 150,000 174 | LaMoure | James Valley 300,000 =—«158 
| Mount Ayr Rideta 230,000 222 | Stanley | Mountrail 300,000 «199 
| Onawa Monona 245,000 339 OHIO | Watford City | McKenzie 355,000 156 
| Pocahontas Central 150,000 | Marietta Washington 000 «= 464 
KANSAS Axtell Nemaha-Marshall 560,000 558 OKLAHOMA New Concord | Guernsey-Muskingum 200,000 35! 
| Brewster Great Plains 730,000 666 Binger | Caddo 78,000 200 
Dodge City Victory 620,000 4% Blackwell | Kay 363,000 364 
Ellsworth Smoky Hill 287,000 260 Coliinsville | Verdigris Valley 211,000 = 918 
| Emporia Lyon County 372,000 453 Norman | Oklahoma 212,000 450 
| Fredonia | Radiant 425,000 562 | Okmulgee | East Central 121,000 305 
Girard Sekan 480,000 674 | Sayre Northfork 150,000 80 
| Great Bend Central Kansas 607,000 605 | Seminole | Canadian Valley 96,000 256 
Horton Brown-Atchison 175,000 240 Vinita | Northeast Oklahoma 303,000 434 
Hutchinson Ark Valley 407,000 305 Wilburton Kiamichi 242,000 20! 
lonia Jewell-Mitchell 700,000 679 OREGON Woodward | Northwestern 550,000 728 
| Lindsborg Smoky Valley 128,000 122 Blachly | Blachly-Lane County 215,000 118 
McLouth Leavenworth Jefferson 280,000 445 The Dalles | Wasco ,000 
Meade C.M.S. Electric 357,000 306 Hepner | Columbia Basin 200 ,000 
Norton Norton-Decatur 515,000 559 Redmond Central 75,000 208 
| Pratt Ninnescah 565,000 460 | PENNSYL- Rosebur | Douglas 150,000 299 
Solomon | D. S. & O. Rural 155.000 217 } VANIA Cambridge Sp-| Northwestern Rural 225,000 217 
| Wakeeney | Western 246,000 164 Huntington Valley Rural 50,000 
KENTUCKY Wellington Sumner-Cowley 480,000 654 Huntingdon | Valley Rural 110,000 105 
| Flemingsburg Fleming-Mason 685,000 1,514 SOUTH Indiana Southwest Cent. Rural 343,000 596 
Mayfield | West Kentucky 525,000 1,172 CAROLINA Aiken | Aiken 370,000 809 
Owensboro Green River 400,000 220 Bamberg Edisto 250,000 533 
| Paducah Jackson Purchase 330,000 476 Kingstree | Santee 280,000 384 
| West Liberty | Licking Valley 225,000 691 Laurens Laurens 460,000 732 
LOUISIANA =| Baton Rouge | Dixie 270,000 620 Lexington | Mid-Carolina 278,000 407 
| Baton Rouge Dixie 224,000 567 St. Matthews =| Tri-County 225,000 375 
| DeRidder Beauregard 1,005,000 1,613 Sumter | Black River 250,000 603 
DeRidder | Beauregard 15,000 Walterboro | Coastal 235,000 508 
| Franklinton Wash.-St. Tammany 220,000 431 SOUTH Winnsboro | Fairfield 355,000 792 
| Jennings Jefferson Davis 266,000 481 DAKOTA Colman | Sioux Valley Empire 350,000 387 
| Lafayette Southwest Louisiana 350,000 742 Ipswich | FEM Electric 610,000 546 
New Roads Pointe Coupee 110,000 411 Lake Andes Charles Mix 425,000 452 
eT oe Kingman | Kingman 186,000 354 Mitchell | Intercounty 500,000 287 
| Waldorf Southern Maryland 433,000 459 TENNESSEE Newell | Butte ,000 60 
MICHIGAN | Adrian | Southeastern Mich. 25,000 Bolivar Town of Bolivar 290,000 557 
| Boyne City | Top O'Michigan 585,000 1,366 Carthage Upper Cumberland 155,000 317 
| Portland Tri-County 290,000 Lafayette Tri-County 0,000 2,023 
| Sault Ste. Mar. | Cloverland 370,000 802 TEXAS Murfreesboro Middle Tennessee 322,000 614 
| Traverse City Cherryland 240,000 425 Azle | Tri-County 370,000 829 
MINNESOTA Anoka | Anoka County 300,000 275 Bartlett Bartlett 200,000 413 
| Baudette North Star 100,000 21 Bellville Brazos Valley 17,000 
| Bemidji Beltrami 190,000 357 Bonham | Fannin County 20,000 
Benson . Agra Lite 250,000 192 Brady | McCulloch County 260,000 44) 
| Grand Rapids | Dairyland 187,000 200 Childress Gate City 185,000 291 
| Jordan . | Minnesota Valley 110,000 297 | Comanche | Comanche 335,000 693 
MISSISSIPPI Kettle River Carlton County 195,000 330 Crockett | Houston County 270,000 655 
| Batesville | Tallahatchie Valley 565,000 1,393 Decatur | Wise 50,000 160 
| Clarksdale | Coahoma 315,000 45 Denton Denton County 300,000 615 
Columbia | Pearl River Valley 510,000 734 Emory Farmers 7,000 
Greenwood | Delta 700,000 1,527 Giddings | Lower Colorado River 485,000 942 
MISSOURI Laurel | Jones County 63,000 140 Gilmer Upshur — 275,000 524 
Bourbon | Crawford 214,000 140 Hereford | Deaf Smith County 350,000 290 
Fayette | Howard 152,000 127 Livingston | Sam Houston 350,000 674 
Ironton | Black River 288,000 198 Mart Limestone County 350,000 709 
Mexico | Consolidated 610,000 1,133 Memphis Hall County 125,000 234 
Milan North Central 105,000. Mercedes Magic Valley 150,000 235 
Monticello Lewis County 410,000 377 Merkel Tay or 330,000 584 
New London | Ralls County 433,000 788 | Navasota Mid-South 125,000 316 
Poplar Bluff | Ozark Border 345,000 618 Perryton North Plains 385,000 319 
Rockport Atchison-Holt 307,000 435 | Quitman Wood County 415,000 500 
Tipton Co-Mo Electric 84,000 122 Robstown Nueces 50,000 50 
Troy | Cuivre River 290,000 222 | Stamford Stamford 250,000 403 
Troy Cuivre River 2,279,000 6,61! Tahoka Lyntegar 100,000 134 
ae ” | Twin Valleys 576,000 Victoria a ce eng po 
est Plains | Howell-Oregon 785,000 ington reenbe ’ 
MONTANA Circle — McCone Gaui 225,000 i = Escalante Valley 115,000 30 
Corvallis | Ravalli County 73,000 64 | VIRGINIA Johnson Vermont 189,000 456 
Fairfield | Sun River 165,000 168 } Bowling Green Virginia 337,000 726 
Lewiston | Fergus 000319 Chase City Mecklenburg 144,000 469 
Lodge Grass | Big Horn County 150,000 Crewe Southside 203,000 1,685 
Westby | Sheridan County 87,000 Crewe Southside 12,000 
NEBRASKA Wibaux | Goldenwest ,000 | Lovingston Central Virginia 373,000 340 
Ainsworth | K. B. R. Electric 697,000 806 Milboro BARC Electric 268,000 363 
Beatrice | Norris 235,000 609 | WASH- | Parksley Accomack-Northampton 159,000 117 
H | * | ® 
Franklin | Franklin County 751,600 366 INGTON Bridgeport Dist. | of Douglas 150,000 él 
Grand Island | Southern Nebraska 385,000 601 Eastsound Orcas Power & Light Co. 450,000 232 
Ord Loup Valleys 331,000 434 WEST Prosser Benton County 180,000 182 
Stromsburg Polk County 250,000 478 | VIRGINIA E 
Syracuse Eastern Nebraska 474,000 598 WISCONSIN | Clarksburg Harrison 100,000 200 
NEW Tokamah Burt County 125,000 254 | Alma Buffalo 355,000 741 
HAMPSHIRE Plymouth New Hampshire 100,000 125 | Arcadia Trempealeau 93,000 269 
NEW JERSEY Plymouth New Hampshire 200,000 560 | Cornell Cheppewa Valley 490,000 882 
NEW MEXICO | Sussex Sussex 20,000 36 | Greenwood Clark 280,000 424 
Corona Central New Mexico 707,500 543 | Medford Taylor County 255,000 506 
Portales Roosevelt County 40,000 Menomonie Dunn County 235,000 473 
NORTH Springer Springer 165,000 164 | WYOMING Westby Vernon ; 363,000 669 
CAROLINA Burgaw Four-County 55,000 | Cody Shoshone River Power 58,000 
Cornelius Cornelius 46.000 140 Pine Bluffs Rural Electric Co. 138,000 «17! 
Enfield Halifax 117,000 \ 
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Make “rr. means PL” Drive 
Y our Bridge To Larger Profits 





ITTING the bull’s-eye has 

always meant a_ winning 

score and that’s just what 
the entire electrical industry is striv- 
ing for in setting its sights on selling 
not just lighting but planned light- 
ing. Customers are now being told 
to have new lighting planned before 
buying it—and at no additional cost 
to them. It’s all part of a great pro- 
gram sponsored by the Edison Elec- 
tric Institute and the Better Light- 
Better Sight Bureau, and launched 
recently with all branches of the 
electrical industry cooperating. 

Keynote of this Planned Lighting 
program is the slogan, “PI. means 
PL” or Planned Lighting Means 
Profit Load. Surveys of lighting in 
America have revealed that most 
lighting installations are obsolete 
and inadequate. Careful studies have 
shown that a great deal of this poor 
lighting can be traced to antiquated, 
outworn methods of illu- 
mination. 

Since research laboratories have 
provided new light sources and 
manufacturers have turned out new 
models and equipment from modern 
designs, more and better selling now 
is needed to change the obsolete and 
inadequate into modern and efficient 
lighting throughout America? That 
will mean more and more effective 
sales arguments, new techniques, 
new methods of acquainting the buy- 
ers with the products and offering 
them some guarantee of satisfaction 
in the purchase of new lighting and 
that’s where the new Planned Light- 
ing program comes in. 

The program material consists of 
six books—a general plan or guide 
book for lighting executives, and 
five books covering the major mar- 
kets for lighting. 

The over-all plan book is written 
primarily for top executives and 
makes interesting and valuable read- 
ing for all executives in the field of 
lighting. It explains why the planned 
lighting program is needed as well 
as what benefits the electrical in- 


selling 
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dustry can expect to obtain from 
its success. 

The booklets contain 
individual plans, suggestions and 
descriptions of the five great light- 
ing markets residential, store, 
schools, office and industrial. Each 
book suggests selling ideas and con- 
tains estimates of the potential rev- 


other five 


enue that can be expected from each 
respective market. Each book con- 
tains advertising and 
promotional material which can be 
used to back up a concerted drive by 
sales organizations. 


samples of 


All of the books emphasize the 
idea that the lighting salesman “has 
something” for his customer when 
he assumes his role. as “The Man 
Who Plans.” 

Not only is the salesman armed 
with a powerful selling point in 
planned lighting but he is backed up 
with a large amount of excellent 
advertising and promotional mate- 
rial. 

In his book for selling planned 
lighting to stores the planned light- 
ing salesman has available a series 
of twelve direct mail pieces; a con- 
sumer booklet containing many prof- 
itable lighting modernization ideas; 
a sample of the planned lighting lay- 
out form; several newspaper adver- 
tising suggestions and a sales visu- 
alizer for use in customer contacts. 

The book for planned school 
lighting is written around the idea 
of selling “Light and Sight.” There 
are bulletins, posters, pamphlets and 
other material for the students. The 
material gives full coverage to all 
types of schools and all age limits 
from elementary on up. Special ma- 
terial is arranged for science and 
home economics classes. 

In the case of residential lighting 
the program really gone to 
town. For the new home construc- 
tion field the planned lighting sales- 
man is provided with a booklet on 
lighting and adequate wiring, a pros- 
pectus for speculative builders, and 
special direct mail pieces. For the 


has 


existing home market there are di- 
rect mail pieces and lighting moder- 
nization plans. 

The Better Light-Better Sight 
Bureau has taken an active part in 
the program by supplying educa- 
tional booklets, motion pictures, 
slide films, newspaper and radio ad- 
vertising suggestions, lecture out- 
lines and demonstration ideas. 

To the utilities planned lighting 
may mean profit load—to the whole- 
saler’s lighting salesman it can mean 


profitable lighting. The Planned 
Lighting program offers many 


strong arguments to show why the 
wholesaler should take an active 
part in its promotion, The program 
has been designed on both a local 
and national level. It is simple and 
flexible enough to be used by manu- 
facturers, distributors and contract- 
ors as well as utilities. 

In presenting the program at the 
13th annual sales conference of Edi- 
son Electric Institute, J. S. Schu- 
chert, chairman, commercial sec- 
tion, E.E.I., and manager of com- 
mercial sales for the Duquesne 
Light Company, Pittsburgh, sum- 
med up the program as follows: 

“We just tell our customers to 
have their lighting planned before 
buying it. That makes good sense. 
No one can argue with it, and every 
branch of the industry can support 
it. Whether the customer plans to 
buy one fixture or two hundred fix- 
tures, he can have a plan made for 
his installation, without cost or ob- 
ligation.” 

Concluding his address Mr. Schu- 
chert said, “The success of this pro- 
gram, on both a national basis and 
a local level, depends upon you. This 
is the 1947-1948 program. If you 
like it, if it works, a similar over-all 
industry lighting program will be 
made available in the future. You 
should also know that none of the 
major manufacturers will have com- 
peting programs this year. This is 
your program. This is the program 
of the electrical industry.” 
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ELECTRICAL WHOLESALING 
IN OMAHA 


Referred to by many as “an overgrown country town,” Omaha has the world’s 


largest stockyards, and America’s second largest group of meat packing houses 


and is the fourth largest railroad center of the nation. BUT—Omaha is still 


a rural town that, because of the vast and prosperous agricultural areas sur- 


rounding it, ranks as one of the most important markets for farm-electric products 





HE electrical wholesaling busi- 
ness in Omaha is of course 
normally competitive but when 
our visit took place the days of stiff 
competition appeared to be still in 
the distant future. Supplies flowing 
into jobber’s warehouses were still 
far from adequate to care for the 
needs of the area and the competi- 
tive spirit in the trade while not 
lacking was however quite dormant. 
Nevertheless, every jobber in Oma- 
ha is fully aware of what the future 
holds and is making plans for the 
day when supplies will be ample and 
the problem will be to do some old- 
fashioned, hard-hitting selling. 


By Ernest W. Fair 


Omaha is situated in a thorough- 
ly agricultural area. Her major in- 
dustries are small and mostly a 
cultural. Biggest single industry is 
the packing business, for Omaha 
has the world’s largest stockyards 
and the country’s second largest 
meat packing business. Food man- 
ufacturing comprises the chief in- 
dustry of the area although there is 
a sprinkling of other industries. 

However in general 


ori- 


character 
Omaha is essentially an agricultural 
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center and can best be described as 
the small country town which grew 
up into a big city without loss of its 
small-town friendliness and hospi- 
tality. The city’s estimated 1947 
population has been set at 255,000 
and that of its Metropolitan area at 
340,000. Its immediate retail trad- 
ing area covers only a 50 mile circle 
and has a population of a little over 
500,000. Business is definitely good 
in Omaha and the electrical whole- 
saling business is no exception. 
None of the jobbers are gloomy 
about future prospects in Nebraska 
although they are a great deal more 
about the and 


concerned national 
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Inventories of wholesalers, such as Graybar Electric Co., have 
little “distress” 


been kept at a safe point with 





Being in the heart of an established agricultural area promises 


a real future for wholesalers like the 


Company. 


the international situation. 
39th in 
the United States and is situated in 


The city is listed as the 
almost the exact center of the coun 
try. 
and ranks fourth among the impor- 
tant railroad centers of the U.S.A.; 
with ten major rail trunklines and 
two airlines entering the city. Its 
population is 84.6 percent native- 


It covers some 41 square miles 


born white, 10 percent foreign-born 
white and 5.4 percent negro. Over 
46 percent of Omaha residents own 
their own homes. The average fam- 


ily buying income last year was 
around $3,800. 

Nebraska has no sales tax, no 
state income tax, no nuisance or 


When all 


types of products distributed out of 


luxury tax and no debt. 


this city are considered, Omaha's 
trading area covers the State of Ne 
braska, western Iowa, northwestern 
Missouri, northern Kansas, eastern 
Wyoming and southern South Da- 
kota. However, the areas cultivated 
by the city’s electrical wholesalers 
are concentrated within the State of 


Nebraska, southern South Dakota 


and from two to four counties in 
lowa. Some do business in northern 
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merchandise. 


Major Appliance Supply and other 
getting started. 
Kansas but the majority operate 


only within the State of Nebraska 
and in two adjacent Iowa counties. 
In fact, the Omaha electrical job- 
touch but 
seldom overlap with those of Kan- 


bers’ territories upon 
sas City and Des Moines. 

Omaha's wholesale trade of all 
products did an estimated $750,000,- 
QOO business last year and most men 
field 
with whom we talked, estimated that 
from $10,000,000 to $12,000,000 of 
this 
trical wholesalers. 


in the electrical wholesaling 


was done by the Omaha elec- 

There have been no new electri- 
cal wholesalers established in Oma- 
ha since the end of the war nor have 
there been any new buildings con- 
structed. 
structures are strictly in the plan- 
little will be 
about them until building costs drop 


Some new warehousing 


ning stage but done 
down a great deal more than at pres- 
ent and until jobbers can have a 
what “the 


for the future. 


fair idea of score 1S 


going to be” 

Prospects of a good business year 
are particularly bright in the Omaha 
area inasmuch as business there 1s 
of an established agricultural nature 
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New appliance dealers reported by 
wholesalers 


There is little difficulty in recognizing the headquarters of 
Paxton and Gallagher Co. with their prominent display signs. 





Westinghouse Electric 
require much attention in 


and includes many small specialty 
firms whose future will be relatively 
fact here in 
Omaha people are convinced that 


safe. As a matter of 
the Omaha area will suffer less in 
any general countrywide economic 
adjustments than most other sec- 
tions. It is pointed out that the fac- 
tors which, in the depression start- 
ing in 1929 hit Nebraska hard, are 
not present in so marked a degree. 
Then, land values were heavily in- 
Hated and all business was extend- 
ed; today, values are high but not 
at an overly dangerous stage and 
business men in all classes of trade 
are much less extended than at that 
period. 

This holds good for the electrical 
trade and particularly insofar as 
wholesaling is concerned. The Oma- 
ha not 
overloaded with merchandise of any 
kind; their 
kept at a safe point and they will 
not have any “distress” merchandise 
to dump on the market. There has 


wholesalers generally are 


inventories have been 


been very little of this type of buy- 
ing by Omaha distributors during 
the last year and purchases they 


make during the vears ahead are go- 
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Electric Fixture and Supply Co. now have over 35,000 square 
feet in their building for office, display and warehousing. 








A modern display room and 
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warehouse 
facilities are featured by the Enterprise Electric Company. 


up-to-the-minute 
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General Electric Supply Corp. 


of operation. 


ing to be definitely on the conserva- 
tive side. 

There is practically no ‘‘cash-and- 
carry” business at Omaha; jobbers 
full 
\nd they are giving a great deal 
more attention to credit control than 
Ac- 


much 


operate service institutions. 


before the turn of the year. 


counts being watched 


closer and salesmen are constantly 


are 


on guard to prevent any over-selling 


or handling accounts which seem 
shaky. 

These salesmen aie getting back 
to their pre-war basis of operation 
rapidly. Most of them 


studying up on the art of selling. 


have been 


“T like this business and want to 


stay in it,” observed one salesman, 
“and I know darn well that if | 
don't learn how to sell all over again 
I'm liable to be fired.” ° 


Salesmen’s territories in this area 
run from 100 to 250 miles but most 
are closer to the 100 mile mark. 
Since the war they have concen- 
trated their activities and are work- 
ing toward more intensive and more 
frequent coverage of their terri- 
tories. 

In the past houses had difficulty 


and other 
Omaha report rapid conversion of selling to pre-war basis 


wholesalers in 
increase; W. W., 
facilitate traffic. 


handling the demand from their reg- 
ular Today their diff- 
culties are not as great and there is 
Where 


formerly some houses would not 


customers. 


more merchandise to sell. 


adding new customers, 
they are today making a thorough 
effort to handle the 
every customer. 


shortages are still calling for some 


Co mnsider 


business of 
possible Today's 
more or less involuntary rationing 
and most of this is being kept in 
the hands of salesmen who, so job- 
their 
customers’ 


point out, know cus- 
tomers and the 
much better than any one in the of- 


fice ever could. 


bers 
needs 


Currently, jobber salesmen 


working on a basis of drawing ac- 


are 


counts against sales and are making 
a good income. Jobber salesmen in 
some other fields are making a bit 
more today but there has been no 
shifting to these fields. Most of the 
salesmen in the area 
thoroughly sold on the future profit 
possibilities of their jobs and doing 


jobber are 


their best to turn in good sales rec- 
ords. 
The 


not brought 


has 


situation 
any 


well-stabilized 


about need for 
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Jobbers in Omaha 


are planning for the day when supplies 
Grainger has 


installed double-doors to 


searching for or training new sales 
As is 


maha 


men as in some other areas. 


done almost everywhere, 


jobbers train their salesmen by 
and 
working them there until they are 


fully acquainted 


starting them in warehouses 


with every item 


handled by the house. 

There has been a sizeable increase 
among electrical contractors in Oma- 
ha and throughout the territory but 
there have been about an equal num- 
ber of failures, so that today there 
are just about the same number of 
contractors in the area as were there 
in pre-war days. 

As in other areas there has been 
a large increase in the number of 
appliance dealers and there seems to 
be considerable apprehension among 
jobbers as to the future of these 
new business men. 

“We have a lot of them on our 
account list,” explained one jobber, 
“and we're getting a little cage, 
about all of ver 
the way we 


However, 
look at it is this, if a 
dealer knows his ropes he will suc- 


them now. 


ceed for this is the chance of a life- 
time to succeed in this business. But 
he’s going to have to be a better 
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Here’s how FLEUR-O-LIER 
fits into PLANNED LIGHTING 


FLEUR-O-LIER is a “natural” for this industry-wide program for 4 very sound reasons: 
1. It means fixtures that assure good lighting performance. 
2. It means trouble-free operation. 


3. Many manufacturers make FLEUR-O-LIER fixtures. 


4. Every FLEUR-O-LIER sold swells the fund to advertise and promote 
Better Lighting—which is another way of saying ‘Planned Lighting’. 





To make sure that your customers get 


the lighting their plans call for, it 
pays to recommend FLEUR-O-LIER! 





CERTIFIED 4 


: oe he 
im accordance ’ 

ry ¢ with Test : Meee 
Requirements of as 

Specifications of oe — 

Flewr-O-Lier Manulocturersp 

LABORATORIES. INC. foam 
NEW YORK NY e 


Fleur-O-Lier is not the name of an individual manufacturer, but a group of 27 lead- 
ing fixture manufacturers. Participation in the FLEUR-O-LIER MANUFACTURERS’ pro- 
gram is open to any manufacturer who complies with FLEUR-O-LIER requirements. 
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Electrical wholesa'ers in Omaha, Nebraska, an established rural area that ranks 
fourth among important rail centers, are optimistic about the industry's future in 


this section. 


business man than he was before the 
war. 

“We're trying to figure out some 
way to help them become better 
business men but some of the other 
jobbers are a little hard headed 
about this. I guess they figure that 
as long as they don’t get hurt it’s 
none of their business. | think that’s 
all wrong. To me it looks like all 
of us are going to have to do our 
best to keep them alive and healthy. 
The more dealers and contractors 
doing a healthy business in our trade 
territory, the better it is going to be 
for every jobber in the area!” 

Merchandising of electrical sup- 
plies, equipment and appliances has 
become much more aggressive dur- 
ing the last month than earlier in 
the year. Retailers are doing a lot 
more promotional selling and their 
orders with jobbers are becoming 
less and less “desperate” . . . now 
dealers are ordering on a basis of 
“how long will it take me to sell it” 
rather than “give me all you can.” 
This has chipped the sales curve on 
appliances by jobbers but the in- 
creased flow of supplies and equip- 
ment has risen enough to keep the 
over-all figures about even 

Building in the Nebraska area 
has slowed down considerably but 
this has not hurt the trade since 
practically all incoming supplies 
which were destined for new build- 
ing are now routed to much needed 
remodeling and _~ recons.ruction 
which has not shown as sharp a 
drop as new construction. 

Resistance to prices 1s of course 
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the factor bringing about the decline 
in new construction; Omaha is no 
different than the remainder of the 
country in this respect. As soon as 
prices drop even a moderate amount, 
the trade feels that new construc- 
tion work will be resumed. 

Jobbers feel that the clamor from 
Washington for lower prices natur- 
ally fell on welcome ears and _ that 
when first concessions are made 
they will be sufficient to bring about 
a resumption in a great deal of this 
work, 

Copper is the biggest shortage in 
the Omaha area. Jobbers declare 
that insofar as wholesalers here are 
concerned the situation has never 
been worse, not even during the war 
vears. Whether or not the entire 
trading area is securing its fair 
share of available copper is a de- 
batable point. Some Omaha jobbers 
feel that they are; others are em- 
phatic in declaring that the area is 
being discriminated against. 

Good labor is another big prob- 
lem among the jobbers at Omaha. 
Many of the war plant workers of 
the area have gone back to today’s 
very profitable agricultural pursuits 
and they are not too much interested 
in city jobs, particularly in jobbing 
and warehousing. As stated before, 
jobbers here are not having too 
much of a problem insofar as sales- 
men are concerned .. . but they are 
having quite a problem in securing 
satisfactory clerks, office help, ware- 
housemen and delivery men. 

Wages are up a little over pre- 
war days but the wage factor does 
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not seem to be the one causing the 
shortage; the area’s predominately 
agricultural workers just prefer 
other fields. In substitution for 
more desirable help, jobbers are 
taking what they can get with the 
hope that the present somewhat in- 
efficient workers can be replaced 
shortly. There appears to be an 
ample supply of this type of labor 
ini the Omaha area as in other sec- 
tions of the country. 

Getting merchandise to balance 
inventories is the biggest current 
problem of the Omaha electrical 
jobber trade. 

“What are we doing about it?” 
one jobber returned our question. 
“Not much but just sitting and wait- 
ing. There isn’t much more we can 
do and keep our business safe. We 
can rush out and buy up a lot of 
junk merchandise and try to push 
it off on our customers but we'd 
have to high pressure them into it 
and that would result in eventual 
loss of customers. 

“\Ve just prefer not to have any- 
thing to do with that type of mer- 
chandise ; let the fringe wholesalers 
sell it if the customers insist on buy- 
ing it... those guys will be in some 
other business two years from now 
while we'll still be carrying on at 
the same old stand!” 

There is a great deal of REA de- 
velopment in the Nebraska and 
western Iowa areas and much more 
is destined for the future when ma- 
terials are again available in suffi- 
cient quantities. All of this REA 
development is giving the Omaha 
jobber fraternity the feeling that a 
great business future lies ahead. It 
is one of the bright spots of the area. 

Most of the major rural electrifi- 
cation projects are moving toward 
completion with construction well 
under way. [Local jobbers. feel that 
the extension of these activities can- 
not but help every branch of the 
trade during the next few years. 

(Omaha electrical jobbers see a 
good business future for the Ne- 
braska and western Iowa territory. 
Most of them believe that things 
will begin to hum as supplies be- 
come more plentiful this fall and the 
building industry has worked out 
ways and means of reducing costs 
in order to reawaken the building 
boom giant all over the country. ... 
and he has a lot of work to do in 
the Omaha jobbers’ territory ! 
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In the modern offices of Northwestern Agencies, the company Another improvement in these offices is the acoustical tile 
installed cold cathode lighting in continuous row mounting. ceiling for absorbing sound. 


Cold Cathode Lighting Serves Well 
Bat To Sett Complete Satisfaction 








Selling lighting for complete customers’ satisfaction demands knowledge of 


all available light sources and their advantages to meet customers’ needs 


OR the forward-looking elec- 

trical wholesaler, wholesaler’s 

salesmen and for electrical con- 
tractors, there is a‘big market wait- 
ing to be sold and served with cold 
cathode lighting. Sales potentials 
for this form of illumination may be 
gaged by noting “how it is going” in 
South Florida. Recently in two 
blocks on Lincoln Road in Miami 
Beach the writer saw four—count 
‘em, four—cold cathode lighting 
installations. 

Of the latter, one was in a chain 
drug store, one in the powder room 
of a de luxe movie theater, one in a 
cafeteria and one in a chain shoe 





store. That gives you an idea, And 
; ; , ; a all of these lines of business are 
In Seattle, Wash., Northwestern Agencies, Inc., has installed cold cathode lighting ts Sapna 
throughout its warehouse, using the building as a model lighting installation job. progressive. They especially, 
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Twin rows of 25 mm. co!d cathode tubing installed at Miami chandise in the firm’s newly-constructed display room and 
Millwork & Lumber Co., Florida, adequately lights mer- serves as “publicity illumination” for the concern at night. 


le Properly Placed And Installed 
Picase Respect lis € evnstestations 








By 


Harrie H. Bierman 


chain operators—have a keen eye for 
tomorrow's trends in merchandis- 
ing. 

A local supplier who started about 
a year ago to push cold cathode light- 
ing, has been crowded by pyramid- 
ing demand right out of his original 
2x4 place of business into a nice new 
building. 

In cold cathode, the wholesaler, 
his salesmen and the contractor have 
something useful to sell. They can 
offer efficient, high quality illumi- 
nation to stores, “glamor lighting” 
to theaters and night clubs, and spe- 
cial-purpose illumination to other 
types of businesses. It fits into new 





construction or into the moderniza- 
tion of existing buildings. It can be 


rag j This cold cathode installation at the Buck Plumbing Company, Miami, Fla., is an 
used as a complete system ot lumi- excellent example of attention-getting illumination, 
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The merchandise in the display room of the Gulf Drug Company, Miami, Fla., is 
“slamorized” by cove-installed, cold cathode lighting. 


nation or as a special-purpose light 
ing adjunct to a system already in 


use, 
Cold Cathode for All-Purpose Lighting 


An excellent example of the all- 
purpose cold cathode lighting system 
is to be found in the newly-con- 
structed and occupied quarters of the 
Gulf Drug Company of Miami, Fla. 
The building of poured-concrete and 
steel construction, 100 ft. by 150 ft., 
houses the firm’s office, display and 
warehousing facilities. 

Lighting for the last-named is pro- 
vided by over 1,400 ft. of continuous- 
strip-installed, 25 mm. cold cathode 
tubing, running from front to rear 
of the warehouse portion of the 
building in 12 rows, each of which 
is 118 ft. in length. Designed to 
supply over-all, as well as stack-and- 
bin illumination, the tubing, which 
is of “cold white” type (otherwise 
described as “3500° Kelvin”) op- 
erates at 12,000 volts, 60 milli- 
Lighting efficiency at floor 
level is 18 foot candles. Even small- 
print labels on boxes in which mer- 


amps. 


chandise is packaged are plainly 
readable by this light. 

Two loading docks at the street 
end of the section also 
are cold cathode lighted. The in- 
stallation for each dock consists of 
two 50-ft. continuous- 
strip tubing, similar in type and vol- 


warehouse 


lengths of 
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tage to that used in the warehouse 
itself. 

At the front of the structure are 
the company’s private and general 
offices and a merchandise display 
room. Collectively they occupy a 
space 18 ft. by 100 ft. This part 
of the building, too, is cold cathode 
illuminated. General lighting for 
this space is provided by 8 four-tube 
fixtures. Tubes for the latter are of 
“cold white” type, one characteristic 
of which is “color faithfulness,” 25 
mm. in diameter and 93 in. long. In 
two instances, 2 units are joined 
end-to-end to make dual fixtures 
supplying ample illumination for the 
closer types of office work. Oper- 
ating on a line voltage of 115 v., 
current at the tubes is transformed 
to 750 v., 120 milli-amps. The fix- 
tures have in-built cold cathode 
ballasts. 


Adaptable to Display Lighting 


Besides sharing in the illumina- 
tion from the general lighting sys- 
tem, the display section, 18 ft. by 
24 ft. and separated from the office 
space by a low railing—has a special 
lighting system of its own. 

It is designed to supply a “glamor 
touch” to the merchandise shown in 
glassed-in cases and on display 
tables. Cove-installed near the ceil- 
ing, this “glamor”’ illumination con- 


sists of two rows of “soft white” 
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The Gulf Drug Co.’s warehouse is lighted 
by 1400 ft. of cold cathode tubing. 


cold cathode tubing. The light from 
this type of tube has a slightly pink- 
ish cast. 

Supply current to the tubing is 
stepped up to the required voltage 
by special transformers. The cove- 
lighting transformers are fastened to 
the walls of a washroom behind the 
display section. The warehouse 
illumination transformers are in- 
stalled on steel, structural beams. 
The two sets of tubing at the load- 
ing docks have individual, beam-in- 
stalled transformers. 

In addition to cold cathode tubing, 
fixtures and transformers, the sup- 
plier and the contractor got a nice 
bit of “plus business” out of the 
equipment of this building. Elec- 
trical items include all wiring : a 200 
amp., 36-circuit panelboard, a man- 
ually-operated 200-amp., main con- 
trol switch, burglar alarm system, a 
refrigeration system for temperature 
control of a biological-products stor- 
age room, an air-conditioning system 
for offices and display room and 11 
ventilating fans of various sizes in 
the warehouse and washrooms. The 
structure is designed for the addition 
of 2 more stories, which will mean an 
electric-powered elevator, plus more 
ventilating fans, wiring and lighting 
equipment—probably, cold cathode. 


Commercial Installations Increasing 


Another outstanding example of 
cold cathode is to be found at the 
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In its new Miami Beach store, the Whelan Drug Company utilizes cold cathode for 
over-all illuminating efficiency and “glamorizing” its merchandise. 


new Whelan Drug (chain) store at 
Collins Ave., and Lincoln Road at 
Miami Beach, Fla. The installation, 
here, consists of 3 dual fixtures in 
the rear of the store and 3 quintuple 
fixtures at the front. Each made 
up of 6 cold cathode tubes, 25 mm. 
by 93 in., these fixtures are joined 
end-to-end in groups, as mentioned, 
and have inbuilt 900-volt ballasts. 
The lighting of the “cold white” 
type is 3500° Kelvin. 

These lighting units were installed 
by the Goddard Electric Company, 
Miami and the Whelan Company’s 
objective of high-efficiency lighting 
and merchandise “glamorizing” were 
effectively achieved. 

Practically parallel objectives 
were those of the Lincoln Cafeteria, 
Miami Beach; Miami Millwork and 
Lumber Company, Miami; and the 
A. S. Beck Shoe Company with re- 
tail shoe stores in Fort Lauderdale, 
Miami Beach and Miami. 

The cafeteria wanted high-effi- 
ciency illumination plus low current- 
consumption. This installation con- 
sists of 4 continuous-strip units, each 
80 ft. in length, running from front 
to back of the restaurant. The units, 
in turn, are made up of 4 rows, each 
of 25 mm., 93 in. tubes, operating on 
750 volt, 120 milli-amp. ballasts. In 
each unit, 2 rows are 3500° Kelvin 
and 2 rows are “soft white.”” The 
“cold white” tubes supply high-effi- 
ciency lighting, while the “soft 


white” tubes provide a pinkish light 
which “points up” the coloring of 
certain foods—meats, red and orange 
vegetables and salads. The “soft 
white” illumination is “kind,” also, 





to the appearance of lady patrons. 
The results obtained were the “glam- 
orizing’”’ of merchandise and lady 
customers, and a lighting efficiency 
of 25 foot candles at table height. 

Similar in purpose are the cold 
cathode lighting systems of the Beck 
Shoe stores. One, at least, of these 
installations—the one at Fort Lau- 
derdale—is the replacement by cold 
cathode of an older system, which 
produced 3 to 5 foot candles. The 
total connected load of the cold 
cathode replacement is 1680 watts, 
with a lighting efficiency of 25 foot 
candles at display table height (3% 
ft.) 

In this installation, fixtures of 6 
rows of 25 mm. tubing, 93 in. long, 
were joined end-to-end to produce 
a continuous-strip result and high 
over-all light diffusion. Tubes op- 
erate at 750 volts, 120 milli-amps 
with ballasts. The lighting type is 
“cold white” and tubes can be 
changed easily by the average lay- 
man. 


Cold Cathode Permits Novel Lighting 


Beck Shoe Company is moving its 
Miami store to a new building, now 
under construction. For this store 


4 pny” 


Cold cathode enters the transportation field as one of New York City’s new subway 
cars illuminated by this fluorescent type lighting takes to the rails. Sylvania photo. 
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‘333 BX ARMORED 
CABLE 


CONNECTOR 


Newest member of the famous Tomic 
Cable Connector family! No. 333 
handles a greater variety of cable 
sizes, from 14-2BX to 14-3BXL! No. 
333 is the slickest, quickest connector 
to install! No. 333 saves money right 
from the start, too! 
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All 3 Tomic Cable Connectors 
Are Underwriters Approved 


TOMIC now makes three cable connectors 
. this new No. 333 BX armored cable 

connector for 4” K.O. (and %” Greenfield, 

too) . . . No. 100 Romex cable connector 

for 4” K.O. . . . No. 200 service entrance 

and range cable connector for 3” K.O. All 

three are Underwriters Laboratory approved! 

All three are best in 

the business! All 3 

are in mass produc- 

tion, ready for deliv- 

ery now... . any- 

where in America, in 

any quontity! 





TOMIC SALES « ENGINEERING CO. 


4864 Woodward Ave. . Detroit 1, Michigan 
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an entirely different type of installa- 
tion is planned. 

The new store will be air-condi- 
tioned, and incoming conditioned 
air will come in by way of 10 square 
anemostats. Each of these will be 
bordered with 6 concentric rows of 
25 mm., cold cathode tubing, operat- 
ing at 12,000 volts, 120 milli-amps. 
This tube bordering the anemostats 
will be 60” on a side in the outer- 
most row, and 23” on the innermost 
row. Three structural columns in 
the store, also, will have a cold cath- 
ode bordering of single, 20 mm. 
tubing operating at 7500 v., 120 
milli-amps. 

A combination wrapping counter 
and glassed-in display case will be 
especially lighted by 24 ft. of 25 mm. 
tubing in 4 parallel rows, operating 
at the same voltage and milli-amper- 
age as the anemostat bordering. In 
one corner, at the front of the store, 
there will be 27 ft. of curved tubing 
in 4 rows over two special display 
cases set at right angles to each 
other. The curve in the tubing re- 
places the angle in the setting of the 
display cases. 

Finally, the entire store interior 
will be outlined with 2 parallel rows 
of cove-installed tubing, operating at 
9,000 v., 120 milli-amps. All tub- 
ing will be transformer regulated. 
The color characteristics of the light- 
ing for the varied uses has not yet 
been finally determined, except the 
cove-installed tubing is to be 3500 


K. 
Dual Purpose Can Be Achieved 


The Miami Millwork and Lumber 
Company installation was dual pur- 
pose. The intent was to glamorize 
small merchandise items in the firm's 
newly-constructed display room and 
to provide “publicity lighting.” The 
company’s place of business is lo- 
cated in a poorly-lighted area of a 
main crosstown traffic artery. One 
result of the cold cathode setup is to 
attract the attention of passersby 
both automotive and pedestrian traf- 
fic—to the firm and its interior dis- 
play. From the surrounding dark- 
ness, the latter “sticks out like a 
sore thumb.” 

The cold cathode installation, it- 
self, consists of 427 ft. of 25 mm. 
“soft white” tubing operating from 
five transformers on lamp current at 
12,000 volts, 120 milli-amps. Auto- 
matic switches cut off the circuit as 





Cold cathode lighting installed in the 
Ft. Lauderdale, Fla., store of the A. S. 
Beck Shoe Company raised lighting levels 
from 3 to 5 footcandles at counter height 
to a present 25 footcandles. 


soon as a transformer box cover 1s 
removed—an important safety pro- 
vision, especially where electrically- 
inexperienced personnel is con- 
cerned. There are 12 tubes to the 
circuit, and each of the latter has its 
own transformer. Lighting circuits 
are series connected. 

Cold cathode lighting is moving, 
also, in the field of better-residence 
Wlumination. An installation job, 
now almost completed, will give a 
fine, 10-room Sorrento residence at 
Miami Beach, Fla., an all cold 
cathode lighting system—even to 
clothes closets. For the different 
rooms, the illumination will be espe- 
cailly tailored to fit the use for which 
each is intended. 

For example, the kitchen will have 
“soft white” tubing, so that foods 
in process of preparation will have 
their natural color. The dining room 
is to have a color characteristic of 
3500° K.—‘cold white.” Voltages 
will vary from 7500 to 15,000 volts. 
Milli-amperages range from 30 to 
120 ma., tubing diameters from 18 
mm. to 25 mm. 

Success in the selling of cold 
cathode lighting, according to Morris 
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Bengis who has placed many cold 
cathode installations, depends on an 
intensive study of cold cathode char- 
acteristics and a correct appraisal of 
the lighting results desired by the 
customer. In addition to the illumi- 
nation objectives named there are 
“mood lighting’ and 
illumination.” 


“publicity 


The former is useful in night 
clubs and in restaurant or theater 
“powder rooms.’ The purpose is to 
establish an atmosphere of romance 
and to glamorize women patrons. In 
the powder room of the new Fla- 
mingo Theater at Miami Beach, 60 
ft. of 18 mm. “soft white” tubing in 
two parallel rows is recess-installed 
behind Alba-Lite diffusing 
panels. The result obtained is a 
glareless, evenly-diffused soft light, 
highly flattering to the theater’s lady 
customers. 


glass 


Many Salient Features of Cold Cathode 


The suppher or salesman, who 
undertakes the selling of cold cathode 
lighting, has at his disposal other 
“talking points” over and above 
those, previously suggested. Among 
these “bonus” points are (1) cool 
ness, (2) longevity of tubing, (3) 
low current consumption, 

\ccording to Bengis, the lighting 
efficiency of cold cathode tubing in- 
creases up to 5,000 hours. After that, 
its efficiency will decrease somewhat 

about 5 percent. The tubing does 
not reach full lighting efficiency be 
fore it has been in use for about 500 
hours. 

Besides Miami Millwork and 
Lumber Company's use of cold 
cathode as an “attention getter,” a 
plumbing supply firm and a_ hotel 
utilize it for much the same purpose. 
The plumbing supply firm has prac 
tically the same problem as Miami 
M& L 
tively dark area on a main traffic 


a display room in a rela 


artery. The hotel's use is for facade 
lighting—to draw attention to the 
building by illuminating its front 
and downtown side 

The operator of a department 
store in Greater New York claims 
that his cold cathode lighting does 
not fade displayed merchandise. 
Some colors—notably blue—are ex 
tremely light sensitive. 

\ll in all, it seems that the cold 
cathode salesman has a vast field of 
sales opportunities, that are ready 
to be explored. 
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Coming — Certified Residential Lighting Fixtures 


FOR BETTER LIGHTING SERVICE ...FOR MORE PROFITABLE SELLING 


AHL! MEMBERS: 


Acme Lighting Products, Inc., Cleveland, Ohio 

The Art Metal Company, Cleveland, Ohio 

Beacon Lighting Products Corp., Chicago, Illinois 
Centre Lighting Fixture Mfg. Co., New York, N. Y. 

Erie Glass & Manufacturing Co., Chicago, Illinois 
Frankelite Company, Cleveland, Ohio 

H. A. Framburg & Company, Chicago, Illinois 

Globe Lighting Products Co., Brooklyn, New York 
Halcolite Company, Inc., Brooklyn, New York 

Phil R. Hinkley Company, Cleveland, Ohio 

L. D. Kichler Company, Cleveland, Ohio 

The Kirlin Company, Detroit, Michigan 

Lightolier Co., New York, N. Y. 

Porcelier Manufacturing Co., Greensburg, Pennsylvania 
Markel Electric Products Co., Buffalo, New York 

Moe Brothers Manufacturing Co., Fort Atkinson, Wisc. 
Sylvania Electric Products, Inc., New York, N. Y. 

John C. Virden Company, Cleveland, Ohio 


AMERICAN HOME 
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OU’'VE been waiting for them . 

for fall delivery! 

Years of concentrated research and study have gone into these 
residential lighting fixtures. Certified by ETL for conformance to 
the AHLI Specifications, they embody the IES Lighting Perform- 


. . now they're on the way 


ance Recommendations and the requirements of the Underwriters’ 


Laboratories. The lighting standards they represent go far beyond 
anything ever before conceived in the residential lighting fixture 
industry. 

Shown above are front and reverse sides of the new AHLI 
Certification Tag. This tag on a fixture means that the equipment has 
a planned background .. . that it has been designed, engineered 
and constructed to do a job of planned lighting . . . that its perform- 
ance has been rigorously tested against carefully prescribed standards 
. . . that it may be bought and installed with complete confidence in 
its functional performance . . . that it is a safe and lasting piece of 
equipment to have in the home. 

You and your customers will like these fixtures because they 
are better to look at and better to see by. So plan now to par- 
ticipate in the new AHLI Certification Program. It’s yours 

.all yours .. . for better, more profitable lighting service! 


LIGHTING INSTITUTE, INC. 


55 WEST 42ND STREET, NEW YORK 18, N.Y. 


ELECTRICAL WHOLESALING—September, 1947 














17 











Know-How Uhat Builds Bigger Sales 
‘te Old and New ( entvasters 


FIRST OF A SERIES 


Knowing some of the important angles on the right and wrong ways of STARTING 
and OPERATING an ELECTRICAL CONTRACTING BUSINESS, puts the salesman 


in position to give guidance and advice — a sure-fire way of building business 





By Leo E. Mayer 


Past President, National Electrical Con- 
tractors Assn.; Manager, Contractor Sales 


Dept., Hyland Electrical Supply Co. 


OR the wholesaler’s salesman 

there will be opportunities, be- 

cause of his background and 
experience in the supply field, to act 
in a friendly capacity as consultant 
to the innumerable new customers 
who are constantly venturing into 
the contracting business, now that 
it is once more possible to build, 
remodel and repair structures from 
skyscrapers down to doll houses. 

Although many successful con- 
tracting companies have been built 
up over the years by hit and miss 
methods that have left a wide trail 
of singed hides and ulcer cases, the 
competition is now too keen—and 
will be even sharper—to make it 
anything but foolhardy to set up a 
business without determining be- 
forehand what the objectives are— 
what the goal is to be. But by hew- 
ing closely to good contracting prac- 
tice, plus the added personal ingre- 
dients of imagination, speculative 
temperament, technical and financial 
skill, there is every reason to be- 
lieve that the new business can suc- 
ceed. 

The new contractor, to render 
genuine service to his customers, 
should be a person who has the 
capacity to organize and effect the 
requirements of the blueprint which 
represents the needs and wishes of 
the builder, architect, or engineer. 
It can lie within the province of the 





Leo E. 


salesman to stimulate and develop 
any or all of these capacities by help 
ful suggestions and guidance; to 
point out ways and means of achiev- 
ing the best results by the most 
efficient means. 

The objectives in contracting are 
first, scope of activity, and second, 
class of work. Both are primarily 
determined by ability to finance the 
enterprise and past trade experience 
or schooling. 
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Mayer 


commercial- 
industrial, institutional, public utility 
is a long-term proposition and 


Large construction 


presupposes men of experience and 
sufficient capital. It is the new con- 
tractor with limited capital or only 
the proverbial shoestring who can 
be given the greatest assistance by 
the salesman. 

The classes of work open to the 
new contractor whose funds are 
limited are electrical installations in 
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new and remodelled residences and 
stores, and motor and general repair 
work, 

The undeniable advantage of 
quick turnover and low overhead 
rests with the small operator. His 
income can equal or exceed that of 
the big contractor who is faced with 
greater overhead and slower return 
on time and money invested. 

Location won't make or break a 
contractor, but being close to the 
customer—building owners, archi- 
tects, engineers—being close to the 
source of supplies, are all favorable 
factors. Cost will be proportionate 
to desirability of location and space 
desired. Accessibility should be con- 
sidered part of the investment. The 
advantage of locating in a town or 
community where he is known can 
not be overemphasized. Contracting 
is contacts. 

Lut wherever the contractor sets 
up business or whatever class of 
work he does, he should make his 
establishment a model of efficient 
lighting, pleasant appearing and 
clean. By so doing he tells all who 
have any dealings with him that he 
is a person who can translate his 
ideas into reality for his customers, 
his employees and himself. 

Klemental it is to say that the 
contractor doing small jobs needs 
more than his hat in which to do 
business. He needs office space and 
stockroom for materials. Propor- 
tionately more storage space is re- 
quired by the small contractor than 
by the large operator, because on 
large jobs so much of the material 





The contractor starting in can save many 
headaches by avoiding a “one-man” show. 
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ABOUT THE AUTHOR 


THE business experience of Leo E. Mayer started at the early age of fourteen 
years, when he had finished grammar school and started to work as an errand 
boy for Mr. A. Montgomery Ward of Montgomery Ward and Company. After 
the first year he was placed in several different departments, and gained much 
experience in the mail order business. He still recalls that the one outstanding 
requirement for holding a job at Ward's was that whatever had been written 
could not be erased, but a line had to be drawn through the error. The result 
was very few mistakes were made. 


After five years with Ward's, he decided that he wanted to get into the elec- 
trical business and learn a trade. He took a job with the Stromberg-Carlson 
Telephone Manufacturing Company, as an installer. After serving his apprentice- 
ship, he was promoted to chief installer and as such, earned credit for many 
inter-phone installations. Concurrently, he attended night school to learn elec- 


trical engineering, and made fair progress in this respect. 


Next he joined the White City Electric Company. His first job there was 
stock-man. It became evident to him that bookkeeping and accounting knowledge 
was needed to get advanced—with the result that he again attended night 
school, to gain the needed training. The effort was well-justified, because soon 
after, he became office manager and secretary for the company and in 1923 he 
was elected to become president of the White City Electric Company. He re- 
mained at the head of that business until he sold his interest in the year 1938. 


Then, having dealt with electrical wholesalers and their salesmen for many 
years he decided to enter the electrical wholesaling business with the idea of 
applying his knowledge by establishing an electrical contractor sales department. 
Today this department of the Hyland Electrical Supply Company keeps him very 
busy as its manager. 


While Mr. Mayer was in the electrical contracting business he was honored 
by several organizations. He served as president of the National Electrical Con- 
tractors Association from 1929 through 1935. He had charge of writing the Code 
of Fair Trade Practice for the electrical contracting industry, assisted by the 
general manager of the Association, which code was approved after several 
meetings with the Federal Trade Commission in Washington. 


Just about the time this was completed, the government started the National 
Recovery Act, and after helping with writing a NRA type of code, Mr. Mayer 
was appointed the National Chairman of the NRA Code Authority for the elec- 
trical contracting industry, which position he retained until the NRA was declared 
nvalid by the Supreme Court. 


In 1934 Mr. Mayer was presented with the McGraw award for the electrical 
contracting industry for his work in connection with the administration of the 
NRA and the National Electrical Contractors Association. He served as vice- 
president of the Society for Development for several years and was a member 
of the board of the Illinois section of the western section of the Electrical 
Inspectors Association for seven years. 














is delivered direct to the large job, 
while the small contractor must be 
prepared to store and haul. When 
personnel is limited, the best ar- 
rangement is to have the stockroom 
on the same floor as the office, sepa- 
rated by a partition for the sake of 
appearance. 

The contractor needs not only a 
desk and files for records, but sut- 
ficiently large table and drawing 


boards for blue prints and estimates. 

He will of course have a tele- 
phone. But the salesman can sell 
him on the idea of at least two 
phones—one for incoming calls and 
one for outgoing calls. The extra 
phone will pay for itself in contacts 
made, in customer time and temper 
saved, 

Is he going to do everything him- 
self ? 


ELECTRICAL WHOLESALING—September, 1947 














He cannot do it! Some contrac- 
tors think they can, but it costs 
them money. It is not humanly pos- 
sible to be out soliciting new busi- 
ness, keep current contracts pro- 
gressing, be in the office doing the 
necessary ‘“‘paper” work, buying 
materials, receiving and _ sending 
supplies, taking and making phone 
three-ring circus at 
best and the contractor should not 
aim to be the whole show. He needs 
at least handle the 
inside work—man or woman—who 
can keep records up to date, figure 
payroll, receipt for stock, take phone 
calls, assist with correspondence. 


calls. It’s a 


one person to 


The prospective contractor who is 
not financially prepared to pay for 
that kind of help will be doing him- 
self irreparable harm and his cus- 
Early old 
age and a bad disposition are too 
high a price to pay for the few dol- 
lars he thinks he can save. 


tomers a great injustice. 


Several essential expenses should 
be incurred at the start. Of 
prime importance is a listing in the 


very 


classified telephone directory under 
the heading that best identifies the 
class of work the contractor is pre- 
pared to handle. 

Stationery is most effective when 
it is set up simply in legible type, 
showing the firm name, address and 
telephone number, city, zone num- 
or clean 


ber and state. A new car 


delivery truck neatly lettered pro- 


In planning his place of business the contractor must consider 
location and should make it a model of efficient lighting and pleasant appearing. 








Helpful and profitable are the wholesaler’s sa'esman’s many contacts with the con- 
tractor, such as assisting to take off material specifications and prepare estimates. 


claims to the public that it belongs 
to a contractor that 1s well equipped 
to render service. 

Initial 


preparations should in 


with labor 
that the 
contractor will be informed of labor 


clude making contact 


groups in the locality so 
regulations and rates. The inspec 
tion department should be visited to 
acquaint the contractor with its re 
quirements and personnel. 
Membership in the local contrac 





the accessibility of 


September, 1947—ELECTRICAL WHOLESALING 


can often be of 


\s a member the 


tors’ association 
great advantage. 
contractor meets his competitors on 
a friendly basis. He should become 


acquainted with the other fellow 
and profit by an exchange of ideas. 
best 


made by seeking out his competitors. 


Some of his friends will be 

It cannot be overlooked that there 
are practically no secrets in the con 
building 


tracting business report 


ing agencies, credit associations, 


salesmen, and the grapevine all 
make it possible for the competitor 
to find out how business is going 
for the newcomer or the old timer. 

The new contractor should know 
the sources of supplies and make it 
a point to learn the wholesale sup 
ply house’s method of doing business. 
The contractor who will be a suc- 
will treat the 


adjunct to his business. The sales- 


cess salesman as an 
man knows the source of supplies, 
prices and delivery and helps the 
service he cannot 


himself obtain. It 


contractor get 
is to the advan- 
tage of the contractor to spread his 
purchases beyond one supply house. 
Good will can be engendered by 
the new contractor through being 
considerate and cordial to his cus- 
tomers, to their staffs, to the sales- 
men, and to his own staff. It must 
be remembered that contracting is 
not just labor and material, but is 
service. It is service he is selling 
and his reward will be in proportion 


to the service that he gives. 








Not to be outdone by the men the ladies The peanut race for men required a really steady hand and records do not show 
itaged their own peanut race. No casualties! just how many finished in this event. 


With the summer season comes 
the company outing with its 
games, plenty of food and a feel- 
ing of downright relaxation. Davis 
Electrical Supply Co. of Buffalo 
recently held theirs and hung out 
the welcome sign for the em- 
ployees' children too. Photos 
prove that the "good time was 
had by all" phrase aptly fitted the 
occasion 


Highlight of the outing was the eating contest for the children followed later by one 
for the adults. Play pen at right was standard equipment for the outing. 


A lot of hot air was going to waste when the photographer snapped this Playing chef to the hot dogs was more of a treat than a 
shot of the ladies’ balloon contest. chore according to the participants. 
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News Notes From N.E W.A. 





By Charles G. Pyle 


Managing Director 
National Electrical Wholesalers Association 





PREAMBLE 

While Al 
much deserved vacation, I have been 
“elected” to make an announcement 
of a new N.E.W.A. promotional 
program designed to help all of the 
salesmen of our member companies 
help their customers. The objective 
of this new activity, of course, is 
more sales. 


3yers is enjoying a 





WANTED: MASS DISTRIBUTION 


For sometime our Association has 
been very much concerned with the 
problem that is obviously of first im- 
portance to all electrical distributors 

whether apparatus and supply 
products or appliances and radios. 
The problem is an electrical industry 
problem and one that presents the 
greatest challenge we have ever 
faced in our relatively short and 
highly productive life. I have the 
feeling that somehow or other we 
have reached the showdown point in 
our economic history and the elec- 
trical industry, which contributes so 
vitally to every phase of American 
life and whose products enter every 
market, must obviously bear a great 
responsibility in helping to make our 
economy work, 





What we need and must have is 
mass distribution—which alone can 
make possible mass production and 
volume selling. Distribution means 
selling, both at wholesale and at re- 
tail, and the end result of increased 
sales volume is more jobs and a 
higher level of national prosperity 
which, somehow or other, must be 








maintained. 
About a year ago our Store Man- 
agement and Store Arrangement 








Committee, of which K. G. Gillespie 
then was chairman, began to develop 
the basis for a N. E. W. A. promo- 
tional program which would help 
meet the problem basically inherent 
in the buyers’ market. Benjamin 
Gross and Ralph Brown served as 
chairmen of two sub-committees that 
delved into special phases of the or- 
ganization of this program and con- 
tributed materially to its develop- 
ment. 


THE N.E.W.A. SALES BOOSTER 


To announce the publication of the 
new N.E.IW.A. Sales Booster, we is- 
sued a special bulletin briefly pre- 
senting, in pictures and text, the 
points | have enumerated in the 
foregoing. 

Because sales of electrical prod- 
ucts must be stepped up, N.E.W.A. 
steps up with its new publications 
the Appliance Sales Booster and the 
Supply Sales Booster, which will be 
provided to all salesmen of our mem- 
bers to inform them on important 
subjects implicit in selling and at the 
same time to help them help their 
dealers and other customers. 

Each issue of each Sales Booster 
will deal with one subject and will 
be published as a four-page, illus- 
trated printed bulletin, in two colors. 
We hope to make the copy, layout 
and pictorial treatment of each issue 
present the respective subjects in a 
straight-from-the-shoulder fashion. 
In other words, we are going to get 
down to brass tacks. 


SUPPLY SALES BOOSTER 


Both publications will have com- 
parable mastheads and we are call- 
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ing the first one the Supply Sales 
Booster which will cover subjects of 
interest to the members of our Ap- 
paratus and Supply Division. 

In this field we find some rather 
comprehensive subjects such as 
lighting, wiring, electronics and con- 
trol equipment. Our first edition of 
the Supply Sales Booster will deal 
with the general subject of lighting 
and the sale of Planned Lighting. 
Later we naturally expect to break 
the lighting subject down into re- 
spective markets such as residential, 
store, school, commercial, industrial, 
etc. Similarly, it might be advisable 
at some later date to discuss the en- 
tire field of floodlighting applica- 
tions. 

The promotion and sale of better 
wiring is another case in point. 
Here, too, the subject can be dis- 
cussed generally in the first instance 
and later broken down with respect 
to the individual markets. 

Other specific subjects for the 
Supply Sales Booster will include 
tools for efficiency, emergency serv- 
The 
objective of this publication will be 
to provide selling and servicing ideas 


ice, and service shop layout. 


to aid contractor-dealers, industrials, 
utilities, home builders, public in- 
stitutions, commercial buildings, and 
motor repair shops. 


APPLIANCE SALES BOOSTER 


Our promotional effort aimed at 
boosting sales in the appliance field 
is one that must necessarily cover a 
wide range of important subjects. 
The first Appliance Sales Booster 
will deal with a most timely subject 
—time payment selling. The second 
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AUTOMATIC 
KITCHEN 
VENTILATOR 


KEEPS KITCHENS 
CLEAN*COOL | = 
COMFORTABLE \\—— 
EASY’ TO INSTALL « EASY TO ¢ 




















@ You and your dealers will profit plenty from these three Fasco Venti- 
lator sales-builders. Colorful demonstrator counter display is very small 
(19” x 154” overall). Light in weight. Holds sample Fasco Ventilator while 
prospect operates it and sells himself. Folders and newspaper ads com- 
plete your Fasco sales package. Write direct for details on how you can 
get these sales-builders at no extra cost. 


Gentlemen: EW-1 


Please send me details on Fasco Ventilator sales-builders. 


NAME 


ADDRESS 
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will probably present the sales tech- 
nique and sales possibilities in con- 
nection with a dealers program of 
using the user. Other subjects for 
subsequent issues will be good store- 
keeping, proper lighting, adequate 
supervision, window displays, con- 
tinuous sales training, product dem- 
onstrations, advertising policy and 
store arrangement. These by no 
means constitute the complete list 
but they are representative of the 
types of subjects to be presented. 


MEETING SCHEDULE 


This entire program will be out- 
lined in detail in a series of twenty- 
two area meetings to be held for the 
benefit of N.E.W.A. members. The 
schedule of these area meetings 1s 
as follows: 


September 17, 1947—Philadelphia, Pa. 
September 19, 1947—Richmond, Va. 
September 29, 1947—New York, N. Y. 
October 1, 1947—Boston, Mass. 
October 1947—Indianapolis, Ind. 
October 9, 1947—St. Louis, Mo. 
October 10, 1947—Houston, Texas. 
October 13, 1947—Okla. City, Okla. 
October 15, 1947—Kansas City, Mo. 
October 16, 1947—Des Moines, Iowa. 
October 17, 1947—Minneapolis, Minn. 
1947—Detroit, Mich. 
November 5, 1947—Chicago, III. 
November 18, 1947—Pittsburgh, Pa. 
November 19, 1947—Cleveland, Ohio. 
November 20, 1947—Buffalo, N. Y. 
December 1, 1947—Atlanta, Ga. 
December 2, 1947—Nashville, Tenn. 
December 4, 1947—Charlotte, N. C. 
December 5, 1947—New Orleans,’ La. 


™N 


November 


>? 
3 
5 


(Two meeting dates and _ loca- 
tions to be selected at a later date). 

This entire program will also be 
outlined to our members on the 
Pacific Coast at their meeting 
scheduled to be held at Mission Inn, 
Riverside, California, November 13- 


15, 1947. 


““POSTAMBLE” 

They tell me there isn’t any such 
word as “postamble”’ but it seems to 
be appropriate at this point as I have 
now completed my guest conductor's 
job for Al Byers’ News Notes page. 
I should like to say just one word. 

In my humble opinion the new 
N.E.W.A. Sales Booster will be a 
promotional service that will truly 
serve our members and the entire 
electrical industry by living up to its 
name. 
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(Continued from page 77) 


the following manufacturers of residen 
Lighting 
Products, Inc.; The Art Metal Company; 
3eacon Lighting Products Corp.; Centre 


tial lighting fixtures: Acme 


Lighting Fixture Mfg. Co.; Erie Glass 
& Manufacturing Co.; Frankelite Co.; 
H. A. Framburg & Co.; Globe Lighting 
Products Co., Halcolite Co. Inc. : Phil 
R. Hinkley Co.; T. D. Kichler Co.; 
The Kirlin Co.; Lightolier Co.; 
Manufacturing Co.; Markel 
Moe Brothers 
turing Co.; Sylvania Electric Products, 
John C. Virden Co 


Porcelier 
Electric 


Products, Inc.; Manufac- 


Inc. ; 


396,000 Farm Families to 
Get Electricity REA Says 


WASHINGTON 
396,000 farm 
consumers in 44 States and 


Approximately 
other rural 
Alaska will 
get electric service as a result of loans 
approved by the Rural Electrification Ad 
ministration during the fiscal year that 
ended June 30, 1947, the U. S. Depart 
ment of Agriculture announced recently. 


families and 


The 1947 funds will enable the borrow- 
ers, most of them locally owned and op 
erated. rural electric cooperatives, to build 
over 135,000 miles of new power lines 
and to increase the capacity of [ 
the systems already built. 


some ot 


The loans approved amount to $251, 
349,172, a volume of loans exceeded only 
by the $300,000,000 program of the fiscal 
year 1946. 

The REA reported that despite the fact 
that more loans have been made in the 
last two years than in the previous 10 
years of the program the backlog of ap- 
plications as of June 30, 1947 amounted 
to $278,000,000 as compared with $196,- 
000,000 a year earlier. 

Approximately 2,500,000 farms and at 
least as establishments 


many non- rural 


such as cross-roads stores, schools and 


residences were still withcut electric serv- 
ice as of January 1. 

Actual construction of the power lines 
financed by 1947 loans in most cases has 
not yet been completed, largely because of 
the delay in obtaining construction mate- 
rials. The improvement in the supply sit- 
uation during the year, however, is re 
flected in the record of connections: 32 
REA-financed ener- 
gized during the year, the largest number 
in any year 


new Systems were 
Pearl Harbor. Con 
sumers were connected to REA-financed 


since 





, 


CIRCUIT BREAKING PLUGS 
\ RECEPTACLES - - - 
GABLE CONNECTORS 


RATINGS 
FROM — 


ciel feklele 
AMPS. 


SAFE OPERATION 


Positive grounding by 
means of housing and 
separate contact for 
safety circuit wire. 

Polarized by means of 
contact arrangement and 
groove and key in hous- 
ing. Impossible to insert 
plug incorrectly. 

All contact surfaces are 
precision machined and 
adjusted for maximum 
contact pressure, reduc- 
ing arcing to a minimum. 

Arcing chamber is com- 
pletely inclosed. Arc is 
extinguished before plug 
is completely removed. 





Heavy Duty Industrial 


250 AND 
600 VOLTS 


LOW MAINTENANCE 


Contacts—free floating, 
self-wiping, stay clean 
and retain full contact 
pressure. 

Sealed cable grip — 
no strain on connec- 
tions. Excludes all dust 
and moisture. 

Ground surfaces and 
durable oil-resistant 
gaskets. 

Liberal space for 
wiring, quick and easy 
access. Facilitates in- 
spection and servicing. 


Water-Tight and 
Explosion Proof 





EASE OF INSTALLATION 


Substantial external lugs 
for easy mounting. 
Boxes will accommo- 
date a variety of con- 
duit outlets to suit all 
job requirements. 
Ample wiring space 
and substantial termi- 
nals make wiring easy. 
Assembly of interior 
and contacts requires 
no special tools. 
Interiors do not ex- 
tend back of covers 
permits direct assembly 
to cabinets without in- 
ternal interference. 


A high degree of standardization and 
interchangeability of parts provides a 


wide variety of types and sizes to suit 


GANG — 
Combination 
of different 
capacity 
receptacles. 


every requirement. 


Sold Through 
Electrical 
Wholesalers 


SALES OFFICES IN PRINCIPAL CITIES 





RUSSELL & STOLL COMPANY. INC. 
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Precision-Built Electrical Equipment 
125 BARCLAY STREET, NEW YORK 7, N. Y. 











“Lifetime” 


WIRING DEVICES: 


All Slater units reflect 
the quality that has 
earned them the name 
of “Lifetime” Wiring De- 
vices. Their design, ma- 
terial and workmanship 
rate high in customer 
satisfaction. You can 
recommend a_ “Slater 
product for any applica- 
tion — with confidence 
that it will give quality 
performance. 


Residential Type—Totally Enclosed 


TOGGLE SWITCH 


C . “ T-Rated: 10 Amps.—125 V. 








oO 5 Amps.—250 V. 








No. 400-SP BROWN 
BAKELITE 


Available in Ivory 


No. 403 THREE-WAY 
BROWN BAKELITE 


Available in Ivory 


Listed as standard by 
Underwriters’ Laboratories, Inc. 








DUPLEX RECEPTACLE 


Side Wired 


Rating: 15 Amps.—125 V. 
10 Amps.—250 V. 


No. 300 BROWN BAKELITE 
No. 300-1 IVORY BAKELITE 


WRITE FOR CATALOG SHEETS 









: Listed as standard by 
Underwriters’ Laboratories, Inc. 


DISTRIBUTED THROUGH LEADING 
WHOLESALERS 


56th STREET & 37th AVE. 
WOODSIDE, N.Y. 


REPRESENTATIVES 1M PRINCIPAL CITIES 
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systems at the rate of 24,000 a month, the 
highest in REA history. 

The year also marked a continuation of 
the upward trend in power consumption 
on rural lines, which accounts for the fact 
that a larger portion of the 1947 loans 
were made to finance enlarged power ca- 
pacity for many existing systems. During 
the 1947 fiscal year, consumption aver- 
aged 1,686 kilowatt-hours per consumer. 
In 1946 the average was 1,542 kilowatt- 
hours and in 1941 it was 827 kilowatt 
hours. These figures include some whole- 
sale sales; sales to ultimate consumers 
averaged 114 kilowatt-hours per month in 
1946 and 123 kilowatt-hours in 1947. 


| Plan Book for Office 





| 
| 
| 


Lighting Distributed 


NEW YORK—The first large-scale 
program on Planned Office Lighting to 
be supported by utilities, manufacturers, 
wholesalers and all other branches of the 
lighting industry is now ready for use, 
Ralph P. Wagner, chairman of the Edi- 
son Electric Institute’s Commercial Divi- 
sion, recently announced. The plan book, 
which is now being distributed, outlines 
the promotional campaign and contains 
sample copies of mailing pieces, sales 
visualizers, customer booklets and other 
sales aids. 

“The materials provided in this pro- 
gram are designed to help the industry 
sell Planned Lighting, carefully engineer- 
ed for lasting customer satisfaction and 
at the same time to combat the efforts of 
irresponsible fixture salesmen promoting 
questionable products, on a basis of low 
costs,” Mr. Wagner said. 

The Planned Office Lighting plan book 
is the second in the series of five major 
projects to be prepared in E.E.I.’s 
Planned Lighting Program, with those 
on School, Industrial and Residential 
lighting scheduled for release within the 
next few weeks. 


G. E. Supply Co. Assigns 
New Salesmen in Calif. 


The General Electric Supply Corp., 
Sacramento, Calif., recently announced 
the appointment of two new salesmen. 
Don Anderson has been made appliance 
salesman for all territory outside of the 
city. Mr. Anderson was formerly as- 
sociated with an eastern power company. 

Jess Vining has been assigned the out- 
side territory on supplies. He was 
“raised” in the organization and returned 
to the company after performing his 
duties in the military service. 
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FOR INSTALLATION 


IN SINGLE * DOUBLE OR TRIPLE UNIT COMBINATIONS 








Exclusive with QUAD 
MULTIPLE MOUNTED 
FLOODLIGHTS 


“NO LITTER OF PARTS” 


NORMAN A. HAYES has been ad- 
vanced to the position of district mer- 
chandising manager for Graybar Electric 
Company at Seattle, Wash. Mr. Hayes, 
who has been with the company since 
1945 as merchandising manager of the 
Graybar- Portland branch, has spent 


almost 25 years in the appliance business. Here’s why - - - 

NO ADDITIONAL PARTS SUCH AS ELBOWS, 
NIPPLES, AND OTHER PIPE FITTINGS RE- 
QUIRED, AS THEY ARE ORDINARILY. 





Shipping Damages Worry 
West Coast Wholesalers 


Electrical wholesalers in the Pacific 
Northwest are becoming more and more 
concerned over the increasing damage 
in shipments of major appliances con- 
signed to them from eastern manufac- 
turers. The wholesalers complain that > L 
the spoilage in shipments of major ap- ; 
pliances is much greater than at any 
time previously experienced. Some job- The QUAD exclusive and practical mounting Get these 7 Advantages: 
bers place spoilage as high as 10 percent, | method saves planning and installing time, labor, (1) unusual illuminating features 
ranging from slight injury to severe | and material. One type or size of reflector can enable them to meet all industrial 
damage rendering the merchandise un- | be easily replaced with another without disturb- 29 sports floodlighting require- 

b h ments (2) furnished completely 
saleable. ing the wiring or detaching the bracket. Indi. omlaged tee tamedlde qautt- 

One wholesaler had 21 deep freeze | vidual light control thru adjustable head means ing (3) adaptable for either pole 
units damaged out of a carload of 30, | unusual flexibility and adaptability to all types top, pole clamp, or flat surface 
some beyond saleability. Another had 17 of floodlighting needs. Simple focusing of the mounting (4) provide for either 
ranges damaged out of a carload of 84. | inner beam projector is a valuable feature. The P°" of enclosed wiring SL pre 

gue - ie duce one, two, or three unit flood- 

As one wholesaler expressed it: “East- | beam projector snaps into the reflector neck and 


light combinations (6) save time, 
tern manufacturers have gone all out to | can be tipped forward or backward for exact labor, and material (7) low in cost 





give us the best allocations they can so | focusing of lamp filament. and economical to maintain. 
that we get our share of the merchandise. . . 
Then, because of inferior packing, a por- Write today for complete details! 


tion of what we receive either must await 
new parts (another source of trouble for 
the manufacturer supplying them) or else 
it must be taken out of the legitimate 
market. In the latter case, the railroad 
must make good, but most railroads do 
not care too much because the merchan- 
dise can be turned over to an auction out- 
fit that will pay the railroad almost as 
much as the damaged product is worth 
new, so great is the public demand.” 

He went on to say that it could not 
all be laid at the door of the manufac- 


QUADRANGLE MFG. CO. 


turer for —- his packing may not 325. PEORIA ST. CHICAGO 7, ILL 


be up to what has always been considered 
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| 
HERE’S HOW TO _ | 


SELL MORE WIRE... 


ROYAL GOOD APPLIANCES DESERVE THE BEST WIRE 
f } 

i Ly 

| 5 ** 





NEW ALL-STEEL 
DISPLAY RACK 



















DEAL INCLUDES 
1250 FEET 
UL APPROVED WIRE , 


TYPES OF WIRE TO 
SERVE ALL NEEDS f 





A COMPLETE WIRE 
DEPARTMENT 
IN ONLY 
2 FEET OF COUNTER SPACE 


GET BEHIND THE NEW ROYAL WIRE DEAL 


Put ROYAL quality WIRE right out where the customers can see it... 
with this new, modern, all-steel display rack! No more juggling with 
loose spools. It’s a valuable permanent store fixture that will sell 


more wire with less sales effort. Write for complete details! 


THROUGH YOUR 
WHOLESALER 


WIRE + CORD SETS 
CARTRIDGE and PLUG FUSES + FUSTATS 
TROUBLE LIGHTS * CHRISTMAS LIGHTING SETS 


ROYAL ELECTRIC CO., Inc., PAWTUCKET, R. I. 
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| needs 


the best standard, still it is good enough 
for the railroad to accept. The railroad 
attitude 
of “to hell with it” on the part of em- 


is confronted with the present 


who subject the crates to un- 
The 


ploy ees, 


necessarily rough handling. same 


holds true with the drayage companies. 


All in all, there is a problem here that 
all the 
can do is suggest to the manufacturers 


attention and wholesalers 
that they investigate and make improve- 


ments in the packing so that goods will 


come through in saleable condition. 











NEW warehouse and offices of North- 
western Agencies, Seattle, Wash., con- 
tain approximately 20,000 square feet of 
floor space. There are four shipping and 
receiving doors so that wholesalers’ 
trucks are never kept waiting. Ralph 
James (lower photo), president, founded 
the company in 1934 for the sole purpose 
of rendering technical sales aid and ware- 
house service to electrical wholesalers in 
the Pacific Northwest area on behalf of 
a number of electrical manufacturers. 








New Loeation for Branch 
Office of Cutler-Hammer 


Milwaukee, 
manu facturer, 


Cutler-Hammer, Inc., pio- 


neer electrical recently 
announced that its Cleveland sales office 
has moved to new and expanded quar 
ters. The new office, located at 2010 East 
46th Street, Cleveland, provides improved 
facilities for the sale and distribution of 
the company’s line of electrical product 
in the Cleveland area 


R. J. Eckstein is 


sales manager. 


Cleveland district 
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E. Z. COMAN, left, branch manager, 
and M. E. Shields, manager of supply 
sales at the Spokane office of the Gen- 
eral Electric Supply Corp., were prob- 
ably discussing sales points when our 
cameraman entered. Mr. Coman became 
branch manager upon the retirement of 
H. B. Rogers last January. Mr. Shields 
was territorial salesman until his promo- 
tion to manager of supply sales this year. 





Los Angeles Wholesaler 
Moves to New Location 


LOS ANGELES—Perry G. Brown, 
of The Co., 
Inc., of this city, recently announced that 





president Electric Supply 


the company has moved into new quarters 
2129 few doors 
The 
location, a remodeled building, is about 60 
by 150 feet, all on one floor and has a 


vacant lot adjoining of almost the same 


at Venice Boulevard, a 


away from its former place. new 


size for parking and out-door storage. 





The old quarters, containing about 3,000 
sq ft., have been retained for warehouse 
purposes. 

In line with its expansion plans, two 





new departments have been established. A 
new appliance division for the handling | 
of traffic appliances is now operating with 
Mr. Hull has | 


been with The Electric Supply Co., 


Lynn Hull as manager. 
for | 
two or three years. | 

Arnold Moselle is manager of another 
new department for fixtures and lamps. 
He joined the company following his dis 
charge from the armed services. 

The Electric Supply Co. has also added 
two salesmen; Arthur Asmus, formerly | 








Counter and portion of traffic appliance | 
display, Electric Supply Company’s new 
quarters. 








* 
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. lagged for the big jobs! 


HEXACON 
ELECTRIC 
SOLDERING 





™ Important news to 


WHOLESALERS 


HEXACON soldering irons are a profitable line 
for the distributor, dealer and user because it 
represents one of the most complete lines available 
today. It is backed by famous users throughout the 
world, and an aggressive hard-hitting sales promo- 
tion campaign is telling the story to a quarter of a 
million key men in industry each month. 
HEXACON for the complete line — sizes 
ranging from 40 to 700 watts, with tip diameters from 





TYPE P-150 
This production 
iron provides a 
large reserve of 
heat at the right 


Remember 


temperature 
for sustained %" to 1%". All are designed for long life and rapid, 
production. economical production. 


HEXACON ELECTRIC CO. 


146 W. CLAY AVENUE, ROSELLE PARK, N. J. 


HEXACON 


HIGH-QUALITY, LONG-LASTING SOLDERING IRONS 


Turn to KNIGHT for Smart 
Ways Out of Tough Spots! 





Contractors consistently report remarkable savings made possible 
by the Knight Patented Steel Door Buck Box Support. In addition, 
there is a substantial gain in the uniformity and dependability of 
installations. Because of its flexibility, it completely eliminates the 
need for bending, drilling, and makeshift brackets — and makes 


obsolete all hammer and crowbar methods 
of steel door buck box mounting. 


Besides making substantially lower bids 
possible, Knight products improve the quali- 
ty of electrical installations. Send for price 
list and illustrated literature. 


Other famous Knight products are: Concrete OUTLET 
Boxes, Hunc Cerminc Boxes, ADJUSTABLE OCTAGON 
EXTENSION Rincs, SQUARE AND OCTAGON Boxes, THIN 
WALL Partirion Boxes, GANG Boxes, VERTICAL AND 
Horizontat I-BEAM CLAMPS AND Box Supports, BAR 
HANGERS, etc. 
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Typical 
Door Buck Support Installation 
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with Square D, is salesman on industrial 
controls, while Harley Scates, formerly 
a utility lineman, is a new salesman spe- 
cializing in line construction materials. 





General view in warehouse of Electric 
Sapply Co. 


One of the lines that The Electric Sup- 
ply Co. distributes is the Montag electrical 
furnaces. Mr. Brown says this line ties 
in very nicely with the electric supply 
lines. 

It is a far cry from furnaces to phono- 
graph records, but it should also be men- 
tioned, Mr. Brown said, that the company 
has taken on a line of records (Disk Com- 
pany of America) without having any 
radio or phonograph line, and doing very 
well at it. Mr. Brown said that you don’t 
have to be in the music business or the 
radio business to do a good job of selling 
records to your dealers. 


G. E. Apparatus Dept. 


Appoints New Managers 
SCHENECTADY—W. V. Merrihue 


has been appointed manager of com- 
munity and employe relations for the 
General Electric apparatus department, 
it was announced recently by R. C. Muir, 
G. E. vice president and general man- 
ager of the department 

Mr. Merrihue will be in charge of 
policy pertaining to community and em- 
ploye relations for the department. He 
relinquishes his post as manager of the 
advertising and sales promotion divisions, 
apparatus department. 

At the same time, J. S. Smith was 
named to Mr. Merrihue’s former position 
by C. H. Lang, vice president and man- 
ager of sales, apparatus department. Both 
men will remain at Schenectady. 

Mr. Merrihue joined the General Elec- 
tric publicity department at Schenectady 
in 1925 after his graduation from the 
University of Pennsylvania with a 
bachelor of science degree in chemical 
engineering 

In 1933, Mr. Merrihue received a 
Charles A. Coffin award, the company’s 
highest, for “initiative, ingenuity and 
perserverance in devising a new and un- 
usual sales plan.” 

A 1936 graduate of De Pauw Univer- 
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sity, J. S. Smith joined General Electric 
that year as a student on the G. E. bus- 
iness training course. He was a copy- 
writer in the publicity department until 
1940 when he was placed in charge of 
the transportation section. Several years 
later he was placed in charge of the in- 
dustrial section. In 1943 Mr. Smith be- 
came head of the aircraft instruction sec- 
tion and later, became manager of the 
visual education division of the adver- 
tising and sales promotion division, the 
post which he held prior to his latest 
appointment. 


Staff Changes Announced 
By Noma Electric Corp. 





[314-14 - 
FUSES 


 % 
i” a 


Merallic Vapors Escape 


J. H. Ward, vice president of Noma 
Electric Corporation, announced recently 
that George Simon, formerly general 
manager of the Glolite Corporation, Chi- 


cago, a Noma subsidiary, has been named 
head of the parent company’s expanding 
Pacific coast operations. 

Jules Deutsch, assistant to Mr. Ward, 
has been appointed to succeed Mr. Simon 
as general manager of the Glolite Corpor- 











ation. Stanley Bindman assumes the Pierce Renewable Fuses — a great line to 
duties of administrative production as- sell. So many talking points to interest your 
sistant to Mr. Ward. Prospect. 
: Hand him a Pierce Fuse (with cover re- iy <-y OEner 
West Coast Wholesaler moved) and ask him to bend it. Of course 


an't! T > story of Pier 
Names General Manager he can't! That leads up to the story of Pierce 


PORTLAND, ORE.—O. B. Stubbs, 
president, Stubbs Electric Co., wholesal- 
ing firm in this city, recently announced Blow smoke through the Pierce Fuse to dramatize the fact that it’s ven- 
the appointment of Harold E. Farris as @lated. Avoids Ilcuing heat build up during safe operation, thus stops 
general manager of the company. Mr. | | 
Farris was formerly with the Mountain 


Electric Co., Albany, Ore. where he was 


cuggcd strength — Tubular-Bridge construction — two-piece inside 


assembly — cover that won't rupture and gives long service. 


unnecessary blowing, and prevents 





cerrific loss. 












Put a Pierce Balanced Lag Link tn 


y bis hand. Show him the extra metal 
BEND area that throws off heat, so that 


ventilation can allow it to escape. 


TEST The scientific blow points that 


insure blows WHEN needed, but 


AND NEVER unnccessarily. 
YOU’Lt 


Picrce Fuses are needed wherever 
SELL there are industrial plants and in- 
ey stitutions using electrical current 
ie ONLY The first sale means repeat after 
) AAT PIERCE repeat, because of the service and 


economy that is proven by a trial 


in charge of new business activities, in- 





cluding advertising. Prior to that he had 
been with the California-Oregon Power 
Co. 

Mr. Stubbs said that the company has | 








Try the bend eest and you'll sell 


only Picrce 


There's no “dircct” sales of Pierce 
Buses — shipments are prompt — Pierce trade paper and direct 
mail advertising is continuous. Yes, Pierce Fuses are a great line to 





Harold C. Farris ' sell. Write for further information. 


Pierce RENEWABLE FUSES, inc 





shown a consistent growth since the war 
with 54 employees now on its personnel 
roll. Industrial business is being developed , 
extensively, with two industrial special- q Ma 145 Pacific Avenue Buffalo 7, ie - 
ists working exclusively in that field. gest 
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something (WE UY in tool belts 





PATENTAPPLIED FOR 


with the 


The “Klein Line” Tool Belt—new in 
design — provides increased comfort 
and convenience and a maximum 
factor of safety to the lineman. 

The distinctive feature of this new 
belt is the Sliding Trace. Made of 
“Klein-Kord” (the same proved mate- 
rial used in our safety straps), the 
Sliding Trace is mounted on the 
cushion and carries the drop-forged 
tested single bar Dee rings. The trace 
slides freely through alloy steel guides, 
allowing movement of approximately 
6 inches in either direction. Thus, the 
lineman is relieved of chafing often 









sliding trace 


caused by conventional belts, and 
undue safety strap wear is prevented. 

Other construction features of the 
new “Klein-Line”’ Belt include: 2-inch 
wide heavy harness leather belt strap 
with drop-forged buckle; 1 -inch wide 
harness leather tool loop strap 
securely riveted to the main strap; 
and 4%;-inch wide cushion of pliable 
latigo leather with rolled edges and 
canvas interlining. All sewing is lock 
stitched with hot waxed linen thread 

all rivets solid copper hand set. 
Furnished complete with plier 
pocket, tape thong and knife snap. 


Ask Your Supplier 


Foreign Distributor: 
Standard Electric Corp., New York 


ALE 


») BELMON 


122 


International 


A copy of the Klein Pocket Tool 
Guide, showing the Klein line and 
containing valuahle tool informa- 
tion, will he sent on request. 


<LEINS: 









& st 


8 Il LIN 
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Farm Electrification 
Book Released by E.E.I. 


The Electric 
cently announced a new 
tion manual designed to serve as a tech- 
nical handbook for electric company 


representatives, 


Edison Institute re- 


farm electrifica- 


rural cooperative man- 


agers and others engaged in farm elec- 
trification work. 
section 


The manual is prepared in 


form, with each section covering a major 
written by 


field. A 


electrifi- 


farm use of electricity, and 


outstanding authorities in each 


committee of 25 leading farm 


cation specialists, located in 


of the 


every part 


country, reviewed each section 
and made suggestions that were incorpor- 
final drafts. 

A total of sections, on the 
Rural Representative and His Job; His- 


tory of Farm 


ated in the 


seven 


Electrification : 
Hay; 


directory of 


Farm 
Mow 
Wiring, 


Lighting ; Curing of Farm- 


stead and a man- 


ufacturers of farm electrical equipment, 


are at present available. Seven additional 


sections are now in preparation, and will 


be released shortly. The practical infor- 


mation on farm applications of electricity 


contained, with many illustrations and 


diagrams of wiring arrangements, in- 


stallation methods for electrical 


ment, etc., 


equip- 
is expected to make the manual 
of use to the rural 


almost 


representative in 


every customer contact. 


The actual preparation of the manual 
was accomplished by a committee of the 
eB. E.. f. Section, 


manship of John L. 


under the chair- 
Burgan, of the New 
York State Electric & Gas Corporation. 


Farm 











FLYING VISITS—C. C. Munroe, Jr., 
direct representative of The Edwin F. 
Guth Co., St. Louis, Mo., takes to the 
air to give his friends and customers in 
Michigan and Toledo faster better serv- 
ice. Mr. Munroe uses a Silver Ercoupe 
to cover his territory and can reach the 
most distant points in a matter of 
few hours. 
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HUBBARD & CO., Pittsburgh recently 
announced the election of Charles L. 
Peirce, Jr. (left), as chairman of the 
board to succeed the late John W. Hub- 
bard, and of Joseph V. Smith as presi- 
dent. Mr. Peirce joined the Hubbard or- 
ganization in 1909 when the latter pur- 
chased his Peirce Specialty Co. He was 
elected president of the company in 
1929. Mr. Smith has been with the com- 
pany for over thirty years. Prior to his 
election as president he was executive 
vice president. 








Northwest Association 
Honors Four Wholesalers 


Among the 13 pioneers of the electrical 
industry in the Pacific Northwest award- 
ed honorary life membership by the 
Northwest Electrical Light & Power As- 
sociation at its annual meeting in Van 
couver, B. C. recently, were four members 
of the wholesaling and jobbing fraternity 
and two utility men who had gained 
prominence largely through sales work. 

The four pioneer wholesalers, all of 
whom had spent nearly 40 years in such 
work and are now retired, were: J. Irving 
Colwell, Northwest district manager and 
James H. Kelly, sales manager of Gray- 
bar Electric Co., Seattle, Harry B. Rog- 
ers, manager of the Spokane branch of 
the G. E. Supply Corp., and J. A. Kahn, 
manager of the Rocky Mountain division 
General Electric Supply Corp., Salt Lake 
City 

Their citations called attention to the 
constructive influence of well-managed 
electrical supply houses in the area, to 
their cooperative efforts in behalf of in- 
dustry development, to their willingness 
to serve the association in a variety of 
capacities, and to their civic activities and 


work in behalf of community growth. 


~_ 


Westinghouse Supply in 
Ore. Appoints Salesmen 
W. J. Moreland has been appointed 


branch sales manager of apparatus and 
supplies by the Westinghouse Electric 
Supply Co., Ore. Mr. Moreland was for- 
merly appliance specialist with the com- 
pany. 


G. L. Wright, formerly with the West- 
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For TIME SWITCHES 


..and get these important advantages 


@ Proper types for all applications. 

@ Operated by precision Telechron* motors. 

@ Expert assistance in application problems, backed by years of experience. 
@ Convenient sales and service facilities. 


FOR LIGHTING CONTROL—TYPE T-27 


Wide adaptability, low-cost installation and maintenance make the T-27 
(shown above) suitable for all general-purpose applications. 


Completely automatic control requiring no manual adjustment after 
initial setting. 


Simple design, meaning fewer parts to wear—fewer places for trouble. 


Easy to handle — hinged cover, plenty of wiring space, five standard 
knockouts for conduits. 


*Reg. U.S. Pat. Off. 


LIGHTING JOBS THE T-27 CAN HANDLE 


Spectacular sign displays 
Street lighting circuits 


Floodlighting of construction projects and amusement areas 


Floodlighting of buildings and monuments 
Store- and show-window lighting for after-dark displays 
Electric signs and billboards 
Airport lighting 
All-night lighting in apartment houses 


An astronomic dial is available for dusk-dawn schedules—particularly popular for 
illumination of signs, billboards, and street lights. An omitting device can be furnished 
for omitting operation on any desired days of the week. For further information, call 
your neerest G-E apparatus office, distributor, or agency, or write for Bulletin GEA- 
3339. Apparatus Dept., General Electric Company, Schenectady 5, N. Y. 
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‘Whether you sell them 
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i | | the Portland branch office and is now 
| covering eastern Oregon and the Hood 
River territory. 
or ins em— | In the merchandise department, under 
| the supervision of F. L. Meredith, branch 
ee : ree 
sales manager, Frankly Smith has been 
advanced to sales promotion manager. 
% Harold Partlow, formerly with the 
_— “3 | Bonneville Power Administration, — is 
now covering Portland city territory. 
G EDN EY Fred Graten has been assigned as ap- 
pliance salesman in southern Oregon, 
with headquarters in Medford. 
Tom Howell, another Westinghouse 
A _ Electric Supply Company trained sales- 
] man, has been placed on the city appliance 
are a pro | a p ne! sales force in Portland. 
| 
| Faraday Electric Corp. 
e | e 
° Purchased by Sperti 
= The purchase of the Faraday Electri 
. Corporation, a nationally known manu- 
. facturer of electrical products, located at 
. Adrian, Michigan, was announced recently 
e by William H. Albers, chairman of the 
: board of directors of Sperti, Incorporated, 
+ Cincinnati, Ohio. 
4 The actual purchase price of the Fara 
* day Corporation was not disclosed but re- 
The features that make contractors call for °¢ 6 —T a searengesn yee 
walk: e liable sources estimate the assets of that 
GEDNEY Fittings are the same ones that mean + company at $1,500,000. The purchase of 
extra profits for the wholesaler who stocks «+ the buildings, equipment, inventory and 
* . . . . ° . 
them. It’s simple—wiring men prefer one brand « business of the Faraday Electric Corp 
- e 
of fittings to another because they believe one « 
. 
is superior. They know that GEDNEY fittings « 
e . 
give them— ° 
= 
7 
WH PRACTICAL DESIGN, COMPLETE LINE ° 
_ 
%& MADE OF HIGH GRADE MALLEABLE IRON - 
e 
% SMOOTH, RUST-PROOF FINISH : 
’ " 
W% EVERY ITEM CAREFULLY INSPECTED ° 
. 
% EASY-TO-SPOT PACKAGING : 
. 
. 
These things mea.. more money to the elec- * 
trician because they result in better jobs and + 
jobs done fast! They will mean more money + 
to the wholesaler because he stocks the fittings + 
Ahis customers want. GEDNEY Fittings sell be- ° Purchased by Sperti, Inc. 
cause GEDNEY FITTINGS FIT! . a 
SOLD THROUGH WHOLESALERS ONLY... = and the consolidation with the facilities of 
..e WRITE FOR NEW CATALOG! . the Sperti Electrical Divisions, accord: 
> ing to Ralph A. Lostro, president ot 
Sperti, Inc., places Sperti among the 
GEDNEY ELECTRIC co. major independent electrical manufactu 
ips RADI — oe ” Bug pia president of the Ster 
Lugene son, ‘side oO me « rns 
6 DIO ) CITY, | NE\ Sick Sholan | Manufacturing Co., Adrian, Mich. and 
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inghouse Electric Corp., is now salesman 
for city territory for the apparatus and 
supplies department under Mr. More- 
land. 

William Bean, who was trained by the 
Westinghouse Electric Supply organiza- 
tion, has been appointed city salesman. 

Following his discharge from. the 
armed forces, Don Dumont returned to 
























ou 








Rensselear Clark, Automobile body manu- 
facturer, have joined the new Sperti sub- 
sidiary and will take an active part in its 
management. 

Heading up the new Sperti-Faraday 
subsidiary corporation is William H. Al- 
bers, chairman of the board of directors; 
Ralph A. Lostro, president; Eugene Ol- 
son, vice president and treasurer ; William 
D. Siebern; Attorney John C. Dempsey 
of Cincinnati; Attorney William A. Shea 
of New York. Lewis Stern who has had 
years of experience in the signal field with 
the Faraday Corporation will be vice 
president, general manager and director. 


Fixture Lines Added by 
California Wholesaler 


SACRAMENTO, CALIF.—The Val- 
ley Electric Company in this city has 
taken on a comprehensive line of residen- 
tial lighting fixtures, including the pro- 
ducts of Markel, Progress and the Im- 
perial Lighting Products Co., it was 
announced recently. The new lines were 
added in response to an insistent demand 
on the part of Valley Electric’s salesmen 
to be provided with representative fixture 
lines with which to give a complete ser- 
vice to their contractor and dealer trade. 

A new display room, 40 ft. by 40 ft. 
has been provided. 


Nela Specialty Division 
Is Discontinued by G. E. 


After September 1, the Lamp Depart 
ment of the General Electric Company 
will discontinue its Nela Specialty Divi- 
sion, 1 Newark Street, Hoboken, N. J., it 
was announced recently. 

Its sales personnel will be transferred 
to other Lamp Department sales districts. 
The sale of G. E. glow lamps and sodium 
lamps, which the Nela Specialty Division 
has handled in the past, will be handled in 
the future by other Lamp Department 
Sales districts throughout the country, ac 
cording to P. D. Parker, manager of the 
Lamp Department’s General Sales Divi- 
sion, Nela Park. 

Other miscellaneous products formerly 
sold by the Nela Specialty Division will 
be sold nationally in the future by the 
Lamp Department’s Atlantic Sales Dis 
trict, 570 Lexington Ave., New York 

Charles F. Strebig, manager of the Ne 
la Specialty Division since it was formed 
in 1939, will be transferred to the Lamy 
Department’s headquarters, Nela Park 
Cleveland. H. R. Walker of the Nela 
Specialty Division will be transferred to 
the Atlantic Sales District and W. W 
Secky to the Midland Sales District, Chi- 
cago. They will act as advisors to the 
Lamp Department’s 19 sales districts in 
handling the business formerly handled 
by the Nela Specialty Division. 
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GOODRICH 








FINISHED IN PERMANENT 
PORCELAIN ENAMEL— 
ENTIRELY WEATHERPROOF 








A Standout 


for close-up illumination 


| ee easy to see why the Good- 
rich Standlite is first choice 
among gasoline service stations 
everywhere. 

Here’s the high efficiency, high 
intensity illumination that means 
better light for busy places! 
Greater efficiency results from 
lamp in base down position, 
utilizing the entire reflect- 
ing surface—diffusing light 
over a wide area — mini- 





mizing glare. Low mounting 
height brings light closer to the 
ground— makes for easier instal- 
lation, easier servicing. Simple, 
attractive design adds a modern 
touch wherever it’s installed. 

The Standlite is only one of 
the hundreds of styles and sizes 
of Goodrich fixtures for indoor 
and outdoor illumination. 
Write for literature. 


Sold Through Electrical Wholesalers 


‘OODRICH 


BRAATRIG BOMPANY 


4600 BELLE PLAINE AVENUE, CHICAGO 4i, ILLINOIS 






































































Fivorescent | 


L 


amp 
[ 


‘S 





{ 
1 
i 
t 
a 
HEADING up the development of the ' 
Farm Sales Program for Westinghouse S 
Electric Supply Company is E. W. c 
Gaughan. Mr. Gaughan, whose title is y 


General Farm Sales Manager, has had 
a wide experience in merchandising elec- 
trical products in new fields. He is a 
native of Jeannette, Pa., and started with 


a 





the Westinghouse organization in 1919. p 
GS 
» ° ee 2) , th 
Production of Radio Tubes x“ 
I 
Passes 100 Million Mark 
a ayers : H 
WASHINGTON—A recent report by 
; ; Sa 
Radio Manufacturers Association — said 
; en i we 
that more than 100 million radio receiv- 19 
ing tubes have been produced during the 
. ‘ ° wy ° m¢ 
first six months of 1947 despite a recent 
, ; in 
decline below the record output earlier “ 
: sh 
in the year. rs 
The June production of 15,057,109 re- 
ceiving tubes showed a slight gain over me 
; . - May’s output of 14,575,237. Of the June . 
For Quiet, Dependable Operation, 7 . hs alata Be is 
‘s ms total, 9,150,113 were for new sets; 3,396.,- — 


Easy and Economical Installation, 071 were for replacements: 2,435,906 















; i were for export: and 75.019 for govern- 
Long Tube Life. ere port; and 7 ; 
ment agencies. 
The half year output of 103,362,432 
23 


& included 66,371,204 for new sets; 


920,166 for replacements; 12,804,197 for 
: export; and .266,865 for government 
Write for fully illustrated catalog * : agencies. 


describing new GTC line of bal- 

lasts for domestic and export use. Be Fiberglas Insulation 

Shown in New Color Film 
NEW YORK—‘“‘Watts in Glass,” a 

full-color, sound motion picture portray- 

ing the role of Fiberglas insulation in 


electrical equipment of many types, was 





ae . ‘ 
given its premiere showing here recently 








by its sponsor, Owens-Corning Fiberglas 
Corporation 





Made and Guaranteed by 


In introducing the picture, Roy J. 





Black, manager of the Fiberglas Cor- PA] 

GENERAL TRANSFORMER CORPORATION poration’s electrical division, reviewed a ap pe 
number of current developments in forms of | 

with 


and applications of Fiberglas electrical 






4321 N. KNOX AVE. CHICAGO 4l, ILL. insulation materials, including use of hee 
Fiberglas insulation in Western Electric quat 
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Company’s power line carrier telephone 
system. 

The system makes it possible to trans- 
mit telephone conversations over electric 
power lines in rural areas where sub- 
scribers are scattered and where, because 
of the nature of the terrain, telephone 
pole lines are difficult and costly to con- 
struct and maintain. 

Mr. Black said that development work 
is now being carried on aimed at produc- 
tion of a Fiberglas electrical paper, at 
adaptation of Fiberglas high-temperature 
textiles to electrical applications, and at 
use of Fiberglas-reinforced plastic lam- 
inates for molding complex-shaped struc- 
tural parts of electrical equipment. 

As its title implies, “Watts in Glass” 
seeks to supply the answers to questions 
as to what it is in fibers of glass that has 
led to their growing use as electrical in- 
sulation. To “shoot” the film, the camera 
crew traveled more than 10,000 miles and 
visited 22 locations. 


Wiremold Guarantees Its 
Prices for Rest of Year 


The Wiremold Company, Hartford, 
Conn., recently informed its distributors 
that the company will guarantee its 
prices for the remainder of this year. 

In a letter to the wholesalers, D. 
Hayes Murphy, president of Wiremold, 
said: “Without reservation or quibble, 
we hereby guarantee for the balance of 
1947 prices on Wiremold raceway, Wire- 
mold fittings, Wiremold fluorescent light- 
ing equipment as published in net price 
sheet No. 34 dated February 1, 1947. 
[his is a pure gamble on our part and 
is being taken in the confident hope that 
it will have a stabilizing effect.” 




















of Federal Electric Products Co., Inc. 

















quate Wiring Bureau. 












PATRICK E. McCAUGHEY has been 


appointed merchandising sales manager 


with headquarters in the executive offices 
at Newark, N. J. Mr. McCaughey was 
formerly manager of the National Ade- 
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FULLMAN 


atwrobe 


SPECIALTIES 


THE “LATROBE” LINE 


The “Latrobe” line of floor boxes, wiring specialties and allied 
products will answer all your requirements. 


“Latrobe” products are easy to install; they are economical and 
you can depend upon them for 100°/, performance. 





No. 330 “LATROBE" 
TOM THUMB UTILITY 
OUTLET 


Ideal for use in wood installa- 
tions and other moisture-free 
locations. 


No. 252-R Floor Box 


A two-gang box with No. 208 
Receptacle in one section. One 
cover plate with 12" flush brass 
plug.—the other 2”, 





No. 110 “Latrobe” 
Watertight Box 
The box body is Iron with 3 12 


No. 471 “Latrobe" 
Pipe or Conduit Hanger 


High quality and sure per- 


late. No. 
former yet very economical for sound ace oa Rs eo B = 
hanging pipe or conduit to 208 Receptacle and No. - 


steel beams. Takes pipe 1/2", Nozzle. 
%" and 1”, 





Sold Only Through 
Wholesalers 














“Bull Dog” 
BX Cable Staples 
We can furnish these high 
quality staples in any quantity. 
Packed in cartons, kegs or 
barrels. 


Keystone Fish Wire 


Flat and of high quality prop- 
erly tempered steel. 






FULLMAN MANUFACTURING CO. 
LATROBE . . . PENNSYLVANIA 





CRESCENT SERVICE CABLES 


Employ 


ENDURITE 


Heat Resisting Insulation 





@ CRESCENT Service Cables, sizes No. 6 
AWG and larger, are insulated with a 
Type RH, Crescent ENDURITE super-ag- 
ing, heat resisting rubber compound of 
the best grade obtainable that gives 20% 
greater current carrying capacity 
than ordinary code grade insulated serv- 
ice cable. 


@ Service cable is the bottleneck limiting 
the amount of customer demand for all 
appliances, and future business for the 
contractors, dealers, wholesalers and 
power suppliers. 


e With CRESCENT SERVICE CABLE 
you get maximum load capacity, long life 
and value. Made in Type SE, Style U, as 
shown; style A with a galvanized steel 
armor tape over the bare neutral con- 
ductor, and in Type SD, Drop Cable. 
Sizes #12 to #2 AWG in two and three 
conductors. 


Available Through 
Electrical Wholesalers 


CRESCENT 
WIRE & CABLE 


CRESCENT INSULATED WIRE & CABLE CO. 
TRENTON, N. J. 


‘ 


©) 
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G. E. Streamlines Its 
Marketing Organization 
BRIDGEPORT, CONN.—In order to 


serve better’ an expanding market and 
keep pace with increasing production, 
the General Electric Company’s Appli- 
ance & Merchandising Department has 
streamlined its marketing organization, 
it was announced here recently by H. L. 


Andrews, vice president and _ general 


| manager of the department. 


Under the new setup, all of the de- 
partment’s marketing activities are co- 
ordinated under a manager of marketing, 
C. R. Pritchard, whose former position 
as general sales manager of the depart- 
ment has been discontinued, Mr. Andrews 
said. 

Mr. Pritchard will be responsible not 
only for all direct sales activities of the 
department, but also for consumer, 
market and distribution research, adver- 
tising and promotion, product planning 
and appearance design, production sched- 
ules and product service. In addition, he 
continues as a member of the depart- 
ment’s advance engineering committee. 

Outlining the new alignment of the 
Appliance & Merchandise Department’s 
marketing organization, Mr. Pritchard 
said that the former three broad sales 
divisions of the department, covering 
major and traffic appliances and construc- 





C. R. Pritchard 


consolidated 
appliances 


been 
covering 
and construction materials. 


tion materials, have 
into two divisions 


A. M. Sweeney, who was manager of 
major appliance sales, becomes manager 
of all appliance sales and is responsible, 
among other things, for all appliance sales 
people and functions, the district organ- 
ization, field contacts and meetings and 
exhibits. C. W. Theleen, formerly man- 
ager of traffic appliance sales, is named 
assistant manager of appliance sales and 
shares with Mr. Sweeney the responsi- 
bility for appliance sales operations. 

J. H. Crawford continues in his former 
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J. H. Crawford 


capacity as manager of construction ma- 
terials sales, with duties and responsi- 
bilities in the electrical building materials 
field corresponding to Mr. Sweeney’s. 

Mr. Pritchard began his association 
with General Electric in 1918 in Birming- 
ham, Alabama. In 1944 when he was ap- 
pointed to his former position as general 
sales manager of the General Electric 
Company’s Appliance & Merchandise De- 
partment, he was vice president of the 


General Electric Supply Corporation. 


A/W Certification Agency 
Appointed for Midwest 


North Central Electrical Industries has 
been designated as the authorized agency 
for certifying residential wiring in- 
Stallations in the upper Midwest which 
meet the standards of the National Ade- 
quate Wiring Bureau of New York. 

The North Central Electrical Indus- 
tries will have authority in a territory 
that includes Minnesota, North Dakota, 
six counties in eastern South Dakota, ten 
counties in western Wisconsin and eleven 
counties in northern Iowa 


The new adequate wiring program (the 






program has been re-established after 
the war years) has been presented to 
industry members by means of a number 
of meetings in nine leading trade centers 
in the upper Midwest. 


New Toaster Introduced 
by Toastmaster Products 


Announcement of a new Toastmaster 
automatic pop-up toaster and the intro- 
ductory distribution plan offering it to 
the retail trade was made recently by 
W. E. O’Brien, general sales manager, 
Toastmaster Products Division, McGraw 
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SCREWLESS SPRING-LOK APPLIANCE PLUG 


No screws or nuts to loosen. An ingen- 
ious spring locks this plug and gives 
spring action at 4 different points in a 
jiffy. Can be assembled or disassem- 
bled in 5 seconds. The “Spring-Lok” 
is one piece only — nothing to lose or 
jump away. Especially strong heat 
resisting Bakelite casings. Listed by 
Underwriters Laboratories. 






































BRANCH OFFICES 
AND 
WAREHOUSES 


LOS ANGELES 
2566 San Fernando Road 










MINNEAPOLIS 
2015 Pleasant Street 
MILWAUKEE 
1027 W. McKinley Ave. 
PHILADELPHIA 
EAGLE ELECTRIC MANUFACTURING CO.. Inc. S479 Montgomery Ave. 
23-10 BRIDGE PLAZA SOUTH, MONTREAL 
LONG ISLAND CITY 1, N. Y., USA 619 St. James St. West 
TORONTO 
%& CHICAGO se SAN FRANCISCO 1207 Bay Street 
627 West Jackson Bivd. 1282 Folsom Street y BOSTON 


170 Summer Street 


¥* Indicates locations of Warehouse Stocks. 
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MORE ‘THAN 80 DIFFERENT 
ofo} Reo} Srerey tii. F-Valel, beds 









bd vw opps epee LIGHT? 





DESIGNED for safety and convenience 
as well as ornamental effects, the Can- 
non Pathfinder Light, with its avail- 
able combinations of 
colored lens, adjust- 
able light spread, dif- 
ferent heights, low 
voltage and high volt- 
age types, is a multi- 
purpose unit for 
homes, grounds, insti- 
tutions, hotels, parks, 
clubs. Use for lighting 








eee 

















SSS _} GREEN 


REEN fo : 
ores -—— | awoes 


LENS COLOR COMBINATIONS 


* (Above) Two of the 80 color combinations available in the 
head lighting unit for special effects, directional lighting, etc. 
Lens may be purchased in 360° 


“Se 2 


* 
* 
* 


* 


Left: 
Pathfinder— 
in garden of 
“Post War 
Home,” Los 
Angeles 





or marking steps, paths, roads, driveways, gardens, 
porches, runways of Class | and II airports, etc. 


COLORED 
GREEN TOP RING 
CRYSTAL 





Write for Bulletin PL-1 for further information, and Bulletin PLP-1 
for prices. Address Dept. 1-362. 


come 7 V1 fe), ELECTRIC 


"CANNON 
ELECTRIC 


3209 Humboldt Street, Los 


Angeles 31, 


DEVELOPMENT COMPANY 


California 


Canado & British Empire — Cannon Electric Co., Ltd., Toronto, Ontario ® World Export 
Agents (excepting British Empire) Frazar & Hansen, 301 Clay St., San Francisco 11, Calif. 
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rings and 180° split sections in 
crystal (standard) polystyrene, red, green, blue and amber. Two 
types of light assemblies: one for low voltage 12-16 V., 15 W, or 
intermediate screw base, 110 V., 10 W. 





| 
' 


Electric Company, at the company’s an- 
nual sales meeting. 

The outstanding features of the new 
toaster are the “superflex toastimer” that 
automatically compensates for voltage 
variations and guarantees perfect toast 
every time, big cool easy-lift handles, 
smartly styled, and a pop-open crumb 
tray. The new model will be priced at 
$18.95, plus $1.01 federal excise tax, a 
total fair trade price of $19.96. 

In explaining the introductory distribu- 
tion plan, Mr. O’Brien pointed out that it 
was designed to assist Toastmaster distri- 
butors in equitably allocating the new 
model to retailers everywhere. The plan 
features two new Toastmaster window 
and counter displays which are available 
to retailers at cost. 


Pass & Seymour Division 
Announces Firm Prices 


The Alabax Division of Pass & Sey- 
mour, Syracuse, New York, recently an- 
nounced a return to its prewar policy in 
respect to firm prices. 

Latest price sheets of the Alabax Di- 
vision carry a note stating that all orders 
now held by the division will be billed at 
the prices stated in the price sheet. Like- 
wise, all future orders booked by the 
division will be invoiced when they are 
shipped at the prices prevailing on the 
date the order is placed on them. Should 
prices decline after the booking of an or 
der, shipment will be invoiced at the low- 
er prices existing at the time of ship- 
ment 








EDWARD A. MILLER has been elected 
vice president in charge of engineering 
by the Acme Electric Corporation of 
Cuba, New York. Mr. Miller joined the 
Acme organization in 1930. He is an 
active member of The Institute of Radio 
Engineers and the American Institute of 
Electrical Engineers. 
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MORRIS C. HIXSON (left) recently re- 
tired as manager of Pacific Sales District 
of the General Electric Lamp Department 
at San Francisco, Calif. He will be suc- 


ceeded by F. M. Falge (right), who has | 


been serving as assistant manager. Mr. 
Hixson, a member of the company for 
about 36 years and manager of the lamp 
department’s Pacific Sales District since 
1934, is widely known throughout the 
electrical industry on the West Coast. 
Mr. Falge joined the company as a light- 
ing sales engineer for the lamp depart- 
ment at Nela Park in 1926. 





New Section Chairmen 
for RMA Sound Division 


WASHINGTON—The RMA Ampli- 
fier and Sound Equipment Division has 
been reorganized following the RMA an- 
nual convention, it was announced recent 
ly. Three new section chairmen have been 
appointed by Division Chairman Fred D. 
Wilson, sales manager of the Operadio 
Manufacturing Co., St. Charles, Ill 
A. K 


Camden, 


The new section chairmen are 
Ward, RCA Victor Division, 
N. J., Commercial Sound Equipment Sec- 


tion; Arch V. 


Manufacturing Co., 


Samuelson, Operadio 
Intercommunication 
Section; H. A., Crossland, 
Syracuse, N. Y., 
Recording Equipment Section 

\ Marine 


organized later, Mr. 


Equipment 
General Electric Co., 


Equipment Section will be 
Wilson said, and 
committees will be appointed by the sec 


tion chairmen 


Adalet Mfg. Co. Names 
Chicago Representative 
CLEVELAND—The Adalet 


facturing Company of this city 


Manu- 
recently 
announced the appointment of Howard 
H. Loving as its factory representative 
in the Chicago district. His address is 
53 West Jackson Blvd., Chicago 
Mr. Loving was formerly asso 
with the Republic Steel Corporation 
Steel and Tubes Division, with whom he 
ad eleven years service supervising and 
romoting the sale of light wall conduit. 


The Adalet 


produces Sali 


Manufacturing Company 
insulated bushings and 
able seals and a wide range of metallic 


conduit fittings 


APPROVEDe 


NEATEReFASTERe STRONGERe 





use 


BRIEGEL 


ALL-STEEL 


INDENTER-TYPE 


fintin?” 





Select the best, insist on 
Briegel All Steel Fittings, the 
only approved Indenter type 
connectors and couplings for 
thin wall conduit tubing. You 
will not only find that Briegel 
indenter Fittings are easier 
and faster to use, but also 
make neater, stronger con- 
nections. Two Easy Squeezes 
and they’re set. Start using 
Briegel Fittings today. Have 
more satisfied customers— 
more profits from each job! 


DISTRIBUTED BY 
The M. B. Austin Co., Northbrook, Ill. 
Clayton Mark & Co., Evanston, Ill. 
Clifton Conduit Co., Jersey City, N. J. 
Gen. Electric Co., Bridgeport, Conn. 
The Steelduct Co., Youngstown, Ohio 
Enameled Metals, Pittsburgh, Penn. 
National Enameling & Mfg. Co. 
Pittsburgh, Pa. 


@ All B-M Fittings Carry the 
Xe S 


Nees face Underwriters Seal of Approval 
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Cross Section Show- 
ing Indentations. 





BRIEGEL 
METHOD 
TOOL CO. 


GALVA, ILLINOIS 
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ORE SALES 


Every TRICO item—Fuses and Accessories, Lubricating Devices and Leak- 
proof Air Guns, has unusual “customer-savings” features that give Sales- 
men something to talk about. 


When you sell TRICO you sell SERVICE—not just another brand name. 
You, too, will find that TRICO gives you. . 





® Maximum sales per call ® 100% Wholesaler policy 
® Steady repeat business ® Dependable service 

® Healthy profit margin ® Advertising backing 

® Product variety ® Customer satisfaction 


ORDER-—STOCK -—SELL...TRICO 


Catalog #50 will get you started on some real profitable 
business—SEND FOR IT TODAY! 





TRICO FUSE MFG. 


MILWAUKEE 12, WISCONSIN 








§ ‘ Break-Proof, Shock-Proof 


Screw Drivers 


You can depend on every item in the complete 
line of Vaco drivers to win friends and build re- 
peat business. Breakproof, shockproof and pre- 
cision engineered throughout, these quality tools 
give year after year of dependable service. 





New Sales Features 173 


TYPES AND SIZES 2 
J 


@ All Vaco drivers now are 
equipped with Amberyl slo- 
burning handles embossed 
with Underwriters’ Laborato- 
ries, Inc. Re-examination Service 








os 








@ Only finest quality chrome 
vanadium is used in Vaco 
screw driver bits. All bits are 
heat treated electrically for 317 E. Ontario St., 
controlled temper. SHOTS + Sar ewese 








Marker . . . a Vaco exclusive! 


silver or other color on handle. Write for details. 


G00D WILL People can’t ben appeal of this handy little tool. ; 
BUILDER! soaee is aie. har ae ea eo 





Narragansett Wire Co. 
Names Representative 


The Narragansett Wire Co. Paw- 
tucket, R. I., has appointed George R. 
Magnes of The Agencies Company, as 
Pacific coast representative for its line 
of wires and cables. 

The Agencies Company maintains a 
warehouse and sales office at 125 So. 
Santa Fe Avenue, Los Angeles, and a 
sales office at 420 Market Street, San 
Francisco. In addition to Narragansett 
Wire Co., the West Coast agency is re- 
presentative for O. Z. Electrical Mfg. 
Co., Auth Electric Co., Wheeler Ballasts 
(Div. of Sperry Corp.), Appleton Rub- 
ber Co. and Rhode Island Insulated Wire 
Co. 


Essex Wire Corporation 
Expands on West Coast 


A joint announcement made recently 
by Addison E. Holton in Detroit and 
Robert W. Mungall in Anaheim, Calif. 
revealed plans for expanding manufac- 
turing facilities at the Anaheim plant 
of the Essex Wire Corporation of Cali- 
fornia. The company intends to produce 
a complete line of wires and cables on 
the Pacific coast. Mr. Holton is chairman 
of the board and Mr. Mungall is presi- 
dent of the California company, a sub- 
sidiary of the Essex Wire Corporation 
of Ft. Wayne, Ind. and Detroit, Mich. 

It is also intended to have a Paranite 
Wire and Cable Division of the Essex 
Wire Corporation of California 








MERRITT HORNER has been ap- 
pointed sales manager of the National 
Marketing Division of Orkil, Inc., with 
headquarters at 1015 Asylum Ave., Hart- 
ford, Conn. Mr. Horner has been asso- 
ciated with the Edison Lamp Works of 
the General Electric Co., the Conn. 
Light & Power Co., and 19 years with 
the Holophane Co. He has been active 
in the New England section of I.E.S. 
and has served as chairman of many of 
its committees. 
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L. H. HARRISS, sales manager of the 
Battery Division of Burgess Battery Com- 
pany, Freeport, Ill., points out to F. J. 
Kirkman, vice president and general man- 
ager, the statement of the basis for the 
recent award made to Burgess Battery 
Co. by the New York Museum of Science 
and Industry. The award was accepted 
for the Burgess Battery Co. by Mr. Kirk- 
man in New York City. 





General Mills Announce 
New Model and Price 
MINNEAPOLIS—Better profit mar- 


gins for distributors and retailers of 
General Mills Tru-Heat iron were an- 
iounced recently by company officials 
coincident with the introduction of a 
new model and a slight increase in the 
retail price. 

The new iron, which will be known 
is “GM 1B” looks the same as _ its 
streamlined predecessor, the “GM 1A,” 
but it features a new steel-encased heat- 
ing element for longer life and boasts 
refinements in switch construction, cord 
assembly, and handle cooling as well. 

The new price is $12.50, an increase of 
$1.00 over the former list, and more than 
half of the boost will go to the dealer 
in added profits. Roscoe Imhoff, vice 
president in charge of General Mills 
home appliance department, said recent 
price rises in steel necessitated the ac- 


tion. 


OBITUARIES 





R. W. Camfield 


Russell W. Camfield, founder and presi- 
dent of the Camfield Manufacturing Co., 
manufacturer of automatic toasters and 
serving trays, died August 8th of a heart 
attack suffered at his home in Spring 
Lake, Michigan. Mr. Camfield was 47 
years old. He also was president of the 
Camfield Aviation Co. located in Grand 
Rapids, Mich. Death was entirely unan- 
ticipated although it followed an opera- 





5418 





And 


That 


SELL 


Lighting fixtures trimmed with perforated, embossed and polished 
brass. Completed with beautifully decorated, ceramic fired bent glass 
bowls. Glassware processed with satin smooth velvet-etch finish. All 
edges ground and beveled. 





4000 


Fixtures supplied in four standard sizes also flush—semi-flush— 
and drop. A lighting fixture for every room in the home. 


All fixtures individually packaged with glassware, ready for 
installation. 


Photographs and prices upon request. 


ALINA 


LIGHTING FIXTURE CO. 


476 BROOME ST., N. Y., N. Y. 
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A STAR IS BORN ... 
\T 


HE 
; “GUN-GRIP”’ 


ELECTRIC SOLDERING IRON 


A tough, compact, versatile soldering iron that does the work of four for the 
price ot one! 


Equipped with four detachable tips, the ‘““Gun-Grip” simplifies 


soldering in hard-to-reach places. It’s accurate .. . fast . dependable! 


A perfectly balanced tool, the “Gun-Grip” appeals to the skilled mechanic 
. the novice . . . the hobbyist. Built-in stand prevents scorching table-top 
The Lenk 


a few cents’ worth of current, 


or workbench. “Gun-Grip” Electric Soldering Iron can be used 


all day on only 














Dept. H 
nee xk*x*x* 
THE MFG. COMPANY 






30-38 CUMMINGTON STREET 
BOSTON 15, MASS. 


Manufacturem of Soldering Equipment Since 1919 








rue UNIVERSAL 


1549 EAST FIRST STREET 


CLAY PRODUCTS CO. 
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SANDUSKY, OHIO 


tion after a knee injury the week before. 

The manufacturing business is contin- 
ued under the former management. 

Mr. Camfield was a native of Spring- 
field, Ill., and organized the Grand Haven 
firm in 1937. In addition to toasters and 
trays, the company manufactures the 
“Fluor-O-Shield” louvre for fluorescent 
lamps and a variety of laminated wood 
constructions. During the war the com- 
pany was engaged extensively in war pro- 
duction particularly the manufacture of 
aircraft propellers of “compregwood” and 
radar antenna masts of the same construc- 
tion. 

Mr. Camfield is survived by his wife, a 
son, his mother and a sister. 


THIS AND THAT 





Wholesalers Tops in Sales Gain 
uu. & 
Bureau of the Census recently reported 
that of 


lhe Department of Commerce, 


wholesalers electrical supplies 
showed the largest percentage sales gain 
of all other trades in the first six months 
of 1947, 


electrical 


The Bureau's figures said that 
wholesalers had a 119 percent 


gain over the first half of 1946. 








Knockouts Don't 
Line Up? 


USE OFFSET NIPPLES! 


13 





1-5/8” 





13° 


The Dolco Offset Utility Nipple makes 
possible mounting of switches, gutter 
outlet boxes and other equipment where 
knockouts do not line up. All nipples 
are same length. Underwriters Ap- 
proved. Sizes 42”, %”, 1", 1%", 142”, 
2”. Sold through wholesalers only. 
Write for full information. 

Elbows, 
Sequence Meter 
U Bolts, 


Also manufacture Entrance 
Meter Loop Boxes, 
Troughs, Ground Clamps, 
Ground Bushings. 


Manufacturers agents wanted. 
MANUFACTURING 


DOLC COMPANY 


Cherry & Curry Sts. 
North Long Beach 5, Calif. 
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WA more | 


Light ! 


with 


“‘COLOVOLT 


Cold Cathode 
Lighting Equipment 





Ravizza Supermarket, West Hartford, Conn. 


Only Colovolt cold cathode, 
low voltage, ballast-type flu- 
orescent lighting equipment 
can offer you all these extra 
advantages in good lighting. 


* Lamp life rated at 10,000 
hours 


* Lamps guaranteed for one 
year 


* Instant starting 
* No blinking or flicker 
* No starters or moving parts 


¢ Lower maintenance cost 






Write for 
Cold Cathode 
lighting in- 


ook formations 


for Lighting 


Architectural & Ae l - s nt n, 
Engineering Files OMCractors, 
“a 1947. Architects and 
Engineers. 





st 
CATALOG IN 
Ts 





* Trade Mark Registered U. S. Pat. Off. 


bfera tal 


GENERAL 


LUMINESCENT CORP. 


5485S. FEDERAL STREET + CHICAGO 5, ILLINOIS 





RMA Argues With Figures 


rhose statistics on radio production that _ 
the Radio Manufacturers Association ¢ 
gathers and reports each month really 
came in handy recently when Emil Rieve, 
president of the Textile Workers Union, 
CIO, charged that radio factories had been 
closed down in order to keep prices up. 
Calling the charge “ridiculous” a spokes 
man for the RMA said, “One has only to 
look at the production figures to discount 
this charge. The greatest production in 
the history of radio took place during the 


past six months.” 











MANUFACTURERS 
REPRESENTATIVES 


We can offer immediate delivery 
of the new code size BX Con- 
nectors. 


Properly packaged, competitive- 
ly priced. 


Most territories are open. 


RA1898 
ELECTRICAL WHOLESALING 


330 W. 42nd St. New York, 18 N. Y. 











Fluorescent 
BALLASTS 


...4 TO 40 WATTS... 
STANDARD LINE & 
PLUG-IN TYPES 


“PLUG-IN” TYPE ILLUSTRATED ABOVE 


COMPETITIVE PRICES 
PROMPT DELIVERIES 
UL APPROVED 
Quiet... Quality...long life... 
For origiral equipment or replacements 
use and recommend SYKES ballasts. 
Write for prices and catalog sheets. 


SYKES 


ELECTRIC MANUFACTURING CO. 
CHICAGO 22, ILLINOIS 
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This handsomely printed and 
entertainingly written history 
of the fuse, fully illustrated; 
the only book on the subject 
in print! Sent to you, without 
obligation of any kind, while 
the edition lasts — and it is 
inquiry 
about the new Shawmut re- 


| limited — for your 


newable fuse : 





LOOK TO 
SHAWMUT FOR 
LEADERSHIP 


THE CHASE -SHAWMUT COMPANY 
NEWBURYPORT, MASSACHUSETTS 


| Please send me THE FUSE, ITS STORY 
and details on your new 
| T-D renewable fuse. 





eee ee eee eee eee ees eeeseese esses ee 








Meetings 


4 bd . ~ . . . . 
Uminize Illuminating Engineering Society — 
Technical Conference, Roosevelt Hotel, 


New Orleans, Sept. 15-19. 


R E f L E 4 T 0 R [ A M p S National Research Council—Conference 
on Electrical Insulation, Massachusetts 


Institute of Technology, Cambridge, 


/ Mass., Sept. 24-27. 
We C2 Zul National Farm Electrification Confer- 
: lz Hotel, ianz is, Oct. 








ence—Clayton Indianapolis, 


SHELDON 7-8 a 
Fluorescent Lighting Association—First 


SPOT LAMPS Annual Cold ( es Fluorescent Light- 


ing Exhibit, Commodore Hotel, New 
York, Oct. 7-9. 


SHELDON 
' SHELDON FLOOD LAMPS 
INFRA RED 
HEAT LAMPS 









International Association of Electrical 
Leagues—Annual Conference, Statler 
Hotel, St. Louis, Oct. 8-11. 

Second International Lighting Exposi- 
tion and Conference— Stevens Hotel, Nov. 


_» 
a 


SPECIFY 





ASSOCIATION NEWS 














‘WRITE FOR LITERATURE 


SHELDON ELECTRIC CO., In 


68-98 COIT STREET, IRVINGTON 11, N. J. 


CHICAGO—An ambitious program 
entitled “Fall Salute to Electrical Liv- 
ing” will be sponsored by the Electric 












LUGS AND 


—with CHICAGO ph CONNECTORS 
Power Circut oe PCB SERIES 


TRANSFORMERS 


e Convenience In Wiring — 
Attached outlet boxes provide 
large, easily accessible wiring 
compartments for lead connec- 
tions, take conduit or flexible 
cable from all 4 sides. 





SEAMLESS 
COLLARS 
MAKE THEM 
STRONGER 


@ Flexibility In Mounting — 

Units can be mounted as shown 
at right, up-side-down, or in any 
other position; rugged frames 
and mounting feet provide 













strong, rigid support. Also: Note 

Piss ” These Features: 
@ Dependability In Operation | STRONGER CONNEC- 
— Quality construction, with Pot Primaries ° d - eee wee 
more - than - adequate insulation ~7 9)” 230/460 of 575 Volts. ; are we ged into ° 
and vacuum impregnation of 7m : (50/60 Cycle) STRONGER GRIP 
core and coil, assures long, tS ea : as because top pressure bar 





service-free operating life. Secondaries ne Is serrated. 
Write for prices and further details. aq 15 OF } 15/230 Volts Kas yey ius toe 
i to. 10 ea ie provides more threads. 








Write for catalog and details. | 


COPPER TUBE 
& PRODUCTS, Inc. 


CHICAGO TRANSFORMER } | 


Division of Essex Wire Corporation 















3501 ADDISON STREET * CHICAGO 18, ILLINOIS 





136 ELECTRICAL WHOLESALING—September, 1947 S 























Association and all plans have received 
the unanimous approval of the Associa- 
tion's Board of Directors. The pro- 32 WATT 
gram is timed to boost the sale of elec- 
trical supplies and appliances during . ° 
the fall season. Circline 

Highlight of the campaign will be a 
widely-publicized contest open to the 


general public of the Chicago area, C l] Ox 

with $10,000.00 of electrical merchandise Cl IN? 
. 

Fixture 





as prizes. An essay contest has been 


decided upon and all contestants will 
write on the subject, “I Want to Live 


Electrically, Because:’ The prospec- 


tive contestant must secure an entry 


blank from a newspaper advertisement | Streamlined white 
or from a dealer-member of the Elec- enamel reflecting surface, with satin finished dome. 





tric Association. He is instructed in 


the advertising that he must go to the : MODEL 32C, 110-125 VOLTS, 60 CYCLES, AC ONLY. 

dealer and secure a free certificate of DIA. 13%”, Height 4”. 

registration and a booklet of contest | . a ae 

di Complete with 32-watt G.E. circline fluorescent lamp, ready to hang over out- 

—— let box. Mounting equipment supplied is sufficient for most installations. 
All dealer-members will be given Easy to keep clean, Shadowless Light. Immediate Delivery. 

ideas and materials to assist them in 


OTHER SALEM PRODUCTS 
STRIP—14, 15, 20, 30 and 40 watts. Low and high power factor. Can supply 
deep reflector, WALL BRACKETS—, 8, 14, 15 and 20 watts. Chrome or 
white enamel, with or without off-and-on switch, outlet, deflector. BED 
The campaign is being financed by LAMPS—14 watts, assorted colors. DESK LAMPS—15 watts, single or dual. 
the members of the Association and it | TEXTILE INSPECTION UNITS. 


is planned to spend $60,000.00 on the 
ntire program As outlined by Felix w 

Cree eee ks | Salem AZanufacturineg Company 
dent of the Electric Association, the Tel. 0446 4 Jefferson Avenue, SALEM, Massachusetts 


MAKERS OF FLUORESCENT AND INCANDESCENT LIGHTING FIXTURES AND WIRING DEVICES 
AP VLP AP OLP LP AP AP VAP AP AP OMP OLD OM OLY 


arranging tie-in displays and adequate 
window display material will also be 
available 















The SIMPLET Line of Vaportite 
Fixtures and Fittings has been 
carefully designed to permit 
universal application. 


EACH PAGE 
A PERSONAL SALESMAN 





There are 28 types and sizes 
of fixtures each of which is 
furnished for either 2” or 
%" conduit. Developed 
through many years of ex- 
perience in this specialized 
field, Vaportites will exceed 
the most rigid specifications 
encountered on the toughest 
of jobs where perfect seal- 
ing is essential. 


By placing attractive, up-to-date catalogs 
in the hands of your customers and pros- 
pective customers, you provide constant 
reminders of your organization ... make it | —-—- gu ataatieatiaa tinted eee 
easier for them to buy from you. Each 
page of a Jaqua-built catalog is your per- 
sonal salesman, building prestige, good 
will and sales. 

Appealing catalogs are produced by 
The Jaqua Company under the N.E.W.A. 
plan. Half the cost of the catalog is pro- 
vided by this plan. Write Jaqua today for 
details. 


Write today for descriptive 


information and prices 


SIMPLET ELECTRIC COMPANY 


3600 West Potomac Avenue . Chicago 51, Illinois 
112 Charlton Street ° New York 14, N. Y. 










THE JAQUA COMPANY 


ELECTRICAL CATALOG DEPARTMENT 
103 GARDEN STREET, S. E. 
oe ee ee | 
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YOU CAN DEPEND ON 





P:$ 


DUPLEX OUTLETS 


Whatever your requirement, 
there is a P&S outlet — pre- 


Cc 





mo Ga 


ision-built to do the job. 





P&S 1560 — All-Bakelite body — 
Laminated Bakelite back insula- 
tion. 


rd o 


P&S 1565 — Same body as P&S 
1560, but with wide mounting 
ears for easy alignment with 
wall surface. 


ep 





P&S 1570 — Double grip contacts 
—All-Bakelite construction—Wide 
mounting ears with break-off 
washers — Attractive Uniline de- 
sign on face. Meets REA and 
Federal specifications. 





P&S 1530 





ae 


P&S 13202 


P&S 1530 — Positive one-piece 
contacts — Sturdy all-bakelite 
construction — wide mounting 


ears. T-slots. Meets REA and 
Federal specifications. 


P&S 13202 — Double grip con- 
tacts — Plate fastened by 2 
screws — Permits a matched P&S- 
Despard installation. Meets REA 
and Federal specifications. 


All furnished in Brown or Ivory. All 
approved by Underwriters. 


PASS & SEYMOUR, 


138 


Send for complete P&S Catalog 


SYRACUSE 9,N. Y. 





INC. 











| 1034 TYLER ST. 


Candle Flame Lamps are 


purposes of the campaign and contest 
are: 

1. To create store traffic and prestige 
for dealer members of the Electric As- 
sociation, 

> 


Z. 4° develop a list of sales pros- 


pects for dealer members. 


3. To stimulate public thinking on 
the desirability of 


for the 


electrical appliances 


home. 


Illumi 
will again 


The Chicago Section of the 


nating Engineering Society 
All-Industry Dinner which 
of the at the 
ond International Lighting Exposi- 
Conference at the Stevens 


Hotel in November. Charles E. John- 
Lighting, Inc., president- 


sponsor the 
will be one main events 
DEC 
tion and 
son, Curtis 
elect of the Chicago section, is general 
chairman of the dinner and program 
He will be 
entire board of 
John A. 
Edison Co.; 


P. Wood, 
Illinois; 


committee assisted by the 


managers, including 
Harrington, Commonwealth 
Glenn G. Boyd and David 
Public Service Co. of North- 
Ralph R. Cheney, West- 
Electric Corp.; Clarence B. 
Illinois Bell Telephone Co.; 
and Edwin L. Marshall Field 
and Co 


ern 
inghouse 
—— 


Riego, 


FLU X 


FOR 
SODERING - BRAZING 
WELDING 





L. B. ALLEN CO., 


Inc. 
6701 BRYN MAWR AVE. 
CHICAGO 31, ILL. 











Feature 
CANDLE 


Bulb and 
Fixture 
Sales 


popular for candelabra 
and crystal fixtures, Live- 
ly turnover—with good 
profits. 

Nationally Advertised 


NORTH AMERICAN 






ALCS 
ST. LOUIS 6, MO. 








ELECTRICAL 


FLAME. 
LAMPS to Increase 








Bc ou 


of unbeatable quality 
sales-making prices 
satisfying cote 
feature.. 


BERNS AIR KING 


DELUXE 
EXHAUST 
FAN 


BELT DRIVEN 
EXHAUST FAN 


DIRECT 
DRIVE 
BLOWER 


SHORT 
PEDESTAL 
AIR 
CIRCULATOR 


BUILT-IN TYPE KITCHEN FAN 


SOLD EXCLUSIVELY THROUGH 
LEADING ELECTRICAL WHOLESALERS 
BERNS 
IR wah 


EXHAUST naa > on nat aa CIRCULATORS 
BLOWERS e BELT DRIVEN FANS 


BERNS MFG. CORP. 


LSTON AVENUE, CHICAGO 14, ILLIN 


= ee 


Pncaed Berns Specialty Mfo. Co. 
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DETROIT—Editor Colin G. Odell of 
the Electrogram, published by the Elec- 
trical Association of Detroit, tells of 
the model electric home that will be 
built in this city and that will be opened 
to the public for 60 days before being 
sold. The electrical selling will be done 
by the countless thousands of pieces 





of literature that will be given away at 
the home. 


The Association announces a fall 
school in salesmanship which will meet 
once a week for two hours starting 
early in the fall. Classes will be held 
at the Detroit Edison Company and 
will cover (a) basic principles of sales- 
manship; (b) electrical selling; and (c) 
lighting sales. 

One of the best stag parties of the 
season for contractors and other 
branches of the industry was staged at 
the Rammler Golf and Country Club, 
August 7. The outing was sponsored 
by The Thomas Edison Club of Detroit 
and promoted through the Joint Coun- 


cil of the Electrical Association of De- | 


troit offices. 

Contests for softball, golf, quoits and 
other sports were held and extra fine 
prizes were awarded to the winners. 
All you wanted to eat—smorgasbord 
with hot and cold servings 





of the best. 


MILWAUKEE—A luncheon meeting 
of the Wisconsin Radio, Refrigeration 
and Appliance Association was held at 
the Hotel Knickerbocker on Wednes- 
day, August 13th. The program was 
devoted to a round table discussion 
of current matters of interest to the ap- 


pliance business. A meeting of the | 


executive committee was held prior to 
the luncheon. 


NEW ORLEANS—A harbor inspec- 
tion trip was made on July 23rd by a 
large group of members of the Elec- 
trical Association. The trip proceeded 
down as far as Chalmette and on the 
return trip went up the river as far as 
was possible within the time limits. 


Arrangements were made by President | 


Wayne Wand. 


PHILADELPHIA — The “Electric 
Kitchen” promotion sponsored by the 
Electrical Association of Philadelphia 
now has the cooperation of twenty-five 
banks in the area with each of these 
banks displaying a series of miniature 


and all you | 
needed to drink, made this occasion one 


EE 2 Sy Talk-A-Phone 


Sales And 


o-epSs, Profits Are 
Sy Something To 


Get Sxcited About 


Talk-A-Phone moves at a merry pace... is 
a real money-maker . . . “perpetual motion” 
when it comes to profits. 

Consistent national advertising keeps Talk- 
A-Phone continuously in the public eye. Un- 
surpassed performance wins and holds the 
overwhelming preference of dealers and 
users. Talk-A-Phone sells. Satisfies. Stays 
sold. Creates goodwill. Builds business for 
you, for your dealers. 

Distributed exclusively through the jobbing 
trade. Sales rights protected by a rigid 
jobber policy. 

Talk-A-Phone, the world’s most complete line 
of inter-communication provides a 
unit for every requirement, 5 to 100 
stations. 

Send for complete details . . . prices, 
discounts. Learn how Talk-A-Phone 
assists you and your dealers with 
effective selling aids. Address 
Dept. I A. 


VV Or i (i) ew 


1512 S. PULASKI ROAD CHICAGO 23, ILL. 






' 
! 








[ mone power ron PROFITS 


ve 


| with this Cummins 


% inch Electric Drill 


And, the added power of the Cummins drill is 
only one of the many features that mean extra 
profits to hardware, electrical and automotive 
dealers. Cummins is the tool favored most by 
men who know and use fine tools . . . by 
mechanics, electricians, machinists and home 
craftsmen. 





* Power, lightness and superb balance mean less 
fatigue. 

* Portable, compact—permits finger point accuracy. 
* Fast control switch at thumb tip. 





| * Precision-built, long, trouble-free performance. 


* Does not stall under severe working pressure. 


‘Order from your jobber TODAY! 


CUMMINS PORTABLE TOOLS 


Division of Cummins Business Machines Corporation 


4764 Ravenswood Avenue, Chicago 40, Illinois 
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Get behind this 
best-engineered tool that 
is setting new performance 
records in bending conduit. 


Hundreds of contractors have set new 
standards on all types of construction 
jobs, lowered their costs, gained valuable 
time with this great conduit bender... for 
a Tal machine bends cold, bends true, 
bends conduit to any radius up to90° in 
one single, uninterrupted operation. There 
is no need to waste time by replacing the 
conduit three to six times. 

With industrial and commercial con- 
struction just getting under way, with res- 
idential work only now building up a 
full load of steam, Tal offers you a money- 
moking sales opportunity to build good- 
will among your 
contractor customers 
by demonstrating to 
them a quick, easy 
way to pull down 
costs and make in- 
stallations go easier 
and faster. Write 
today for complete 
information. 











TeA\ ||Prestal Bender, Inc. 








Electrical Div., EW-9, Milwaukee 2, Wis. 


phrase, 
kitchen. 


kitchens, each carrying the 
“You can afford an _ electric 
Ask us about financing.” 
While the promotion lays stress upon 
the complete all-electric kitchen, which 
as a package many dealers are in a 
position to sell and install, at the same 
time the banks 


acquiring of a complete kitchen in a 


also encourage the 
step by step program through the sep- 
arate financing of its major units in- 
dividually. 

In connection with these loans, some 
banks work exclusively through dealers 


while others handle the transaction di- 


rectly with the customers. In every 
case, however, the electrical appliance 
dealer benefits through merchandise 


sales and local dealers are all extremely 
enthused over the Association's coop- 


eration promotion. 


Electrical Progress 
the Manufactur- 


The 
exhibit sponsored by 
Electrical Associa- 


10th annual 


ers’ Division of the 
tion is now scheduled to be held Octo- 
ber 22nd through October 24th, on the 
exhibit floor of the Bellevue-Stratford 
Hotel. 
successful series of exhibits which was 
Attendance 


This year’s show resumes the 


interrupted by the war. 


will be by invitation to industrial ex- 


ecutives, architects, consulting engi- 











the Sotvice line 


« CORDS ... CORD SETS 


specified by top manufacturers of 

| LAMPS 

RADIOS 
IRONS 
FANS 

PORTABLE TOOLS 

VACUUM CLEANERS 

REFRIGERATORS 






















RANGES 
HEATERS 


WASHERS 
MIXERS 






A full line of Flexible Cords for the 
repair and service indostry, obtain- 
able through jobbers and distributors. 


CORNISH WIRE CO., wc 











TURN ANYTHING 
ELECTRIC 

“ON” AND “OFF” 
REGULARLY 

AND AUTOMATICALLY. 





TOhh CLOCKS 





For all types of electrical switching and time control; stand- 
ard 24-hour models available for 110 or 220 velts, 60. A.C. 
Additional features such as Astronomic Dial, Weekly Calendar 
Wheel, additional ‘ON’ and ‘OFF’ operating arms, Selectors, 
Time Delay circuits, and ether feateres are available te meet 
your requirements. Prices from $13.00 list and ap. We will 
be pleased te recommend the Tork Clock best suited te year 
seeds. 





SHOW WINDOWS 

SIGNS AND POSTERS 
HEATING CONTROL 

AIR CONDITIONING 
POULTRY HOUSE LIGHTS 
DEFROSTING 

FREEZER UNIT ALARMS 
STREET LIGHTING 
APPLIANCE CONTROL 














ASTRONOMIC DIAL “on” ana “or” 
operating arms are adjusted daily te sun 
time automatically. Follows changing 
seasons with uncanny accuracy, requiring 
no attention after being set when in- 
stalled. Price —only $12.00 extra with 
any Standard 24-hr. Model Tork Switch. 
Write for complete bulletin on Astronomic 
Dials and other Tork Products. 






“SAFETY SET’ 
COMMERCIAL 


WALL CLOCK 


We standing on chairs; electresetting mechanism allows clock 
te be re-set easily from the fleer. Reflectioniess 14” dial; 
Spun aluminum case, white, maroon and polished sleminen. 
Self-starting, 110 volts, 60 cycle A.C 


PORK CLOCK C0. 


L 





1) Park Row + New York City, 7 
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PUKROZONE’ 


Me 
~<a ack 


EE, ETT orem mee 6 


€ 





“Fj. ‘~be 


“¢ -a Vee 
“ee w*eug Wee 


NEW 
$280,000,000 
MARKET 


(Most Spectacular Development for the 
Home Since the Radio) 


Get In On the Ground 

Floor with Fastest Selling, 

High-Profit Item in the 
Field. 


The most effective, economical air purifier 
known to science. Sixty-four million homes 
have been waiting for this low-cost, port- 
able unit. 


PUROZONE attacks and eliminates odors 
nature’s way. Floods the home with fra- 
grant, purified, mountain-like air containing 
150% more oxygen. Recharges stale, used 
air with vital, health-building PUROZONE 
that actually increases vitality . . 
hay fever sufferers . . 


. relieves 
- helps prevent colds. 


Low initial cost and minimum operating 
expense (unit actually consumes one-half 
the current used in electric clocks) sells con- 
sumer immediately. 


NATIONAL ADVERTISING PROGRAM WILL 
TELL AND SELL THE CONSUMER FOR YOU! 


DISTRIBUTORS, JOBBERS, DEALERS 
—Some PUROZONE Franchises are 
still available. Send for full par- 
ticulars and merchandising plans. 


PUROZONE 


3254 Lincoln Ave., 


COMPANY 
Chicago 13, 
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electrical contractors, electrical 
wholesalers, utility men and others in- 


neers, 


| 
| 


terested in electrical equipment for in- 


dustrial and commercial purposes. 


VANCOUVER, B. C.—At the annual | 


Northwest 
Association, 


the 
Power 


officers of 
& 
Vancouver, B. C., June 27, 1947, repre- 


election of 


Electric Light 
sentation on the Executive Committee 


for manufacturers, wholesalers, con- 
tractors, dealers, was set up to include 
not only a member from each of these 
groups but also an alternate for these 


members. Representing the wholesalers 


was L. Dean Pulsifer, Westinghouse 
Electric Supply Co., Seattle, and as 
alternate, A. L. Shellworth, Sunset 


Electric Co., Portland. For the manu- 
facturers, John F. McDaniel, Hotpoint, 
Inc., Seattle, and alternate, W. D. Rob- 
ertson, Canadian General Electric Co., 
Two Seattle 


contractors were put on the committee 


Vancouver, were elected. 


in the persons of R. B. Lane, Industrial 
Electric Co., and Grover C. Burke, City 
Electric and Fixture Co.; and to repre- 
sent the dealers, Joseph T. Krivanek, 
Krivanek Co., 
Wash., and Arnold Kuhnhausen, Kuhn- 
hausen Co., Port- 
land. 

Thomas E. 


Electric Longview, 


Electric Appliance 


Roach, executive vice 





JACKSON 
QUALITY 


YARDLIGHTS 





FOR RURAL 
LIGHTING 


#8972 has 12” Porcelain 
Enameled Reflector. 
#8974 has 14” Porcelain 


Enameled Reflector. 


COMPLETELY WIRED 
AND ASSEMBLED. 


For REA Installations. 
® Sold only thru Wholesalers 
® Manufacturers of 


Lighting Equipment 


JACKSON 
ELECTRICAL COMPANY 
900-810 W. Van Buren St., Chicago 7, DL 








Shock Proof Renewable 


CARTRIDGE 
FUSES 






COMPLETE PROTECTION — Scientif- 
ically designed SOLAR links have 
high lag characteristics which provide 
full protection for electrical equip- 
ment, yet eliminate costly blow-outs 
due to harmless overloads and 
current surges. 


STURDY CONSTRUCTION — Extra 
heavy cartridge wall and strong 
interior construction mean longer life 
and fewer replacements. 


EASY TO ASSEMBLE —- Knife-blade 
fuses have only two main parts = 
cartridge case and blade assembly. 
Facilitate quick renewal of links. No 
lost parts. 

SAFER — Larger sizes have no end 


ferrules thus eliminating danger of 
shock when pulling fuse. 


LOWER COST -— Low initial cost, less 
maintenance cost and longer life 
make SOLAR Renewable Fuses more 
economical. 


SOLAR is the preferred Renewable 
Cartridge Fuse 






Underwriters 
Laboratories, Inc. Approved 











Tuformation 
WRITE FOR 

DATA SHEET B-9 
SEND DATA SHETB-9 . 
1 1 
i Name 1 
1 1 
| Company I 
DB 
i a = ——! 
; City State i 
§ Type of Business I 





SOLAR ELECTRIC CORPORATION 





WARREN, PENNSYLVANIA 
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IRONS 


that are sturdily built 
for the hard service of 
industrial usage. Have 
plug type tips and are 
constructed on the unit 
system, with each vital 

part, such as heating ele- 
ment, easily removable and 
replaceable. In 5 sizes, and 
from 50 watts to 550 watts: 





Bi liitasteit 


Beaut 





TEMPERATURE REGULATING STAND 


This is a thermostatically con- 
trolled device for the regulation 
of the temperature of an electric 
soldering iron. When placed on 
and connected to this stand, iron 
may be maintained at working 
temperature, or through 
an adjustment on bot- 
tom of stand, at 
low or warm 
temperature. 








For further information, write 





AMERICAN ELECTRICAL 
HEATER COMPANY 


DETROIT 2, MICHIGAN 
CT tcelolitisl-toM—e mohee-! 
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president and general manager of Idaho 
Power Co., Boise, was elected president 
of the Association, to succeed James 
H. Polhemus, Portland General Elec- 
tric Co., who held that office during the 
past year. W. L. Thrailkill, Washing- 
ton Water Power Co., Spokane, was 
re-elected vice-president. 


MORE FACTS 


ON PRODUCTS 





Colorlighting Accessory—Color clips, 
said to turn ordinary display and win- 
dow lighting into sparkling color light- 
ing quickly and easily, is described in 
Circular No. 109, issued by the Amplex 
Corporation, 87 Columbia St., Brook- 
lyn 2, N. Y. 


wher ~etind ELECTRICAL WHOLESALING 


mention 





Fluorescent and Incandescent Fixtures 

Circulars have been published by the 
Keystone Electric Mfg. Co., 2228-36 
East Tioga St., Phila. 34, Pa., describ- 
ing the company’s line of fluorescent 
wall brackets, commercial and indus- 
trial fluorescent fixtures for surface or 
suspension mounting, exterior incan- 
descent lanterns for outside porches, 








MANUFACTURERS 
REPRESENTATIVES 
WANTED 


Well-rated manufacturer of nationally- 
advertised line of Circline Fluorescent 
Fixtures and desk lamps and regular 
fluorescent fixtures is seeking several 
good manufacturers’ representatives now 
calling on wholesalers. Commission 
basis. Protected territory. 


Increased production plus our 17-year-old 
policy of resultful sales promotion as- 
sures better-than-average earnings to 
qualified men. 

Give complete details on territory you 
now travel and lines carried. 


RW 1746, Electrical Wholesaling, 
520 N. Michigan Ave., Chicago 11, Ill. 























r 





FACTORY 
REPRESENTATIVE 


wanted by a long established 
manufacturer of electrical solder- 
ing irons. Several territories open. 
If you are now selling electrical 
supply jobbers and organized for 
additional sales work, your reply 
should state line now carried and 
territory covered. 

R. W. 1773 Electrical Wholesaling 
330 W. 42nd St. 
New York 18, N. Y. | 


- — 








WANTED 
Manufacturers’ Representatives 


Cincinnati Manufacturer of instant 
starting and conventional type com- 
mercial and industrial fluorescent 
fixtures desire additional representa- 
tives, to contact Electrical Whole- 


salers. Lines now carried must be 
allied and non—conflicting. Give com- 
plete details of territory cov ered and 


experience, 


CENTRALITE COMPANY 


Dayton St. and Central Ave. 
Cincinnati 14, Ohio 














Mfgrs. Representative, long es- 
tablished, well financed, cover- 
ing Rocky Mt. States, West 
Texas. Interested in securing an 


additional on lone mission. 


RA 1848 
Electrical Wholesaling 


520 NORTH MICHIGAN AVE. 
CHICAGO 11, ILL. 











‘MANUFACTURERS’ 
REPRESENTATIVES WANTED 


by established eastern manu- 
facturer of complete line of 
fluorescent fixtures. Most ter- 
ritories available. Must have 
following in electrical jobbing 
and wholesaling trade. 


RW1628, Electrical Wholesaling, 
330 West 42nd St., New York 18, N. Y. 











LINES WANTED 


Wiring devices and electrical 
specialties to sell to our 50 
wholesale electrical accounts. 
Cover central and northern Cali- 
fornia and Nevada. 20 years 
sales and service ability. Office 
and warehouse facilities. 


RA 1876 
ELECTRICAL WHOLESALING 


68 Post St., San Francisco 4, Calif. 
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and interior incandescent lighting fix- 
tures for dinettes, halls, breakfast 
rooms, recreation rooms, etc. In of ro 3 | S 


Mee non | ELECTRICAL WHOLESALING 





Fluorescent Ballasts—Catalog G3107, 
listing 62 ballasts to operate on 50 or 
60 cycle, 118, 208, 220 or 236 volts, has 
been issued by the General Trans- 
former Corporation, 1252 West Van 


with 
“fy 
auToaoR- INDOOR 


SYLVANIA 


Buren St., Chicago 7, Illinois. Vuotescesa” 6 LUO R E SC FE NT 
when wr'™9 ELECTRICAL WHOLESALING B U L ke S 


J f nit . ° e 
Portable Lamps and Mercury Lamps— | oo E> & Long Life Cool 


Designed to acquaint those interested 





in lighting with fundamental facts on 2 2 se es Ss fF ee ied Glowing Pastel Colors 
portable lamps, including lamp types, | Pe VU DULL ALL UU LL. ommee 


functions, sizes, placement, correct | 
bulb sizes, etc., a booklet entitled “I NO W f OUTDOORS 
oe Shade of Nietaiiiy Came” tes es oO r u Ss e 
announced by the Lamp Dept. of the “ 

as well as indoors 





General Electric Co., Nela Park, Cleve- 
land, Ohio. 25c per copy. Also avail- 
able is an 8-page folder, Y-729, entitled 


“Mercury Lamps in Industry,’ which | Each light burns independently. At new popular low prices. Limited quantity available. 
contains typical installation photo- | Write quickly for complete information. 

graphs of mercury lamps in manufac- 
turing plants, tool works, and machine 
shops. 


DEALERS: Order from your Jobber. 


| 
CPW Mar ELECTRIC co. 


40 RIVER STREET PAWTUCKET, 














The New Door Signal That Eliminates Confusion 
Between Front and Rear Doors! Geo. E, Anderson Co. Keeler, White Co. 


Dallas 2, Tex. Los Angeles 13, Cal. 


MURDOCK REPRESENTATIVES: 


San Francisco 3, Cal. 


= . . . G. Anschuet Portland 9, Ore, 
— Completely new! Entirely different! Produces delightful Philadelphia, Pa. Seattle 4, Wash. 
il chimes for front door and a soft, pleasant buzzer signal for 
=. the rear door. Once and for all, the distinctly different qesces a Co. =F 97 es 
sO signals eliminate confusion—saves the housewife needless oe ea: Nore a Scie 
A Xx steps. Electrical Agencies, Inc. L. Morris Lenton Co. 
° ° ° ° . P Boston, Mass. Atlanta 3, Ga. 
va _—_ —= Sturdy housing is finished in beautiful baked white and deco- 
‘V" = rated with two highly polished chrome strips. MURDOCK Hemphill & Co. F. Walter Laver 
‘as = recision parts and New England craftsmanship assure long Detroit 26, Mich. Utica 3, N. Y. 
~t p P g P 
= trouble-free performance. The Tudor operates on 6 to 8 Henger-Fairfield Co. Walter J. sa - enema 
4-*—_ - volts, A.C. Easy to install. 714” x 434”. Cleveland 13, O. New York, N. 


VM J. MURDOCK CO., 152 CARTER ST., CHELSEA 50, MASS. | sox erations? Cores "Wow Yor: 6m. ¥ 
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Pyle-o-Flex 


EXPLOSION-PROOF 


AND WATER-TIGHT 
FLEXIBLE 
CONDUIT FITTINGS 


ii 


Pyie-0-Flex patented flexible fit- 


tings allowa neater installation with- 








out the troublesome and costly bend- 
ing and fitting of rigid conduit. They 
are ideal for wiring of gasoline 
pumps, explosion-proof floodlights, 
motors, and other equipment in haz- 
ardous locations. Also used for 
water-tight installations of many 
kinds. Flexibility allows for adjust- 
ment of lights if necessary after in- 
stallation. Flexibility also protects 
connections against motor vibration. 


Pyle-O-Flex Explosion-proof flexi- 
ble fittings are available in a full 
range of sizes and standard lengths. 
Can be used with Pylet explosion- 
proof elbows and unions. 


Consult your Pylet Catalog for 
complete listings. 


897 e@ FIFTIETH ANNIVERSARY @ 194 


THE PYLE-NATIONAL COMPANY 


1352 N. Kostner Avenue, Chicago 51, Illinois 
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ARE YOU GETTING YOUR 
SHARE OF FUSETRON BUSINESS? 


Month after month messages on BUSS Fusetrons in indus- 
trial and trade magazines are reaching the men you call on. 


These messages show how Fusetrons can give the user many 
kinds of protection heretofore not available. They lay the ground 
work for your selling. 


In case after case salesmen have found that fuse users were 
already sold on Fusetrons and only had to be asked for an order. 
In many other cases prospects needed little urging to get them 
to change their whole plant over to Fusetrons. 


In other words, much Fusetron business is waiting for the 
salesman to come and get it. The question is, therefore, “Are 
you getting your share of Fusetron business?” 


Two ways you can put BUSS Sales Promotion 
to work for you. 


One simple way is to carry with you a copy of the BUSS 
message that appears in the magazines. Showing this to pros- 
pects gives you a quick way to turn the conversation into an 
effective sales talk on Fusetrons. 


Secondly, should you run into trouble closing some sale, call 
on the BUSS Fuseman in your territory. He is ready, willing 
and equipped to help you. 


Tying into BUSS Sales Promotion in these ways can help you 
get your share of profitable Fusetron business. 


Bussmann Mfg, Co., St. Louis, Mo., Division, McGraw Electric Co 


BUSS FUSETRONS 





